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Bread 
and 
Butter 


.and Webster Carbon Papers 
and Ribbons 


Many office equipment dealers realize that Webster Carbon Paper 
and Ribbon Business is real “‘bread and butter’’ business. No other 
items stocked by dealers have the turnover and profit margins of 
earbons and ribbons. They take little room and relatively little in- 
vestment. Properly serviced carbon and ribbon customers are re- 
peat customers and this means store traffic and its resulting added 
sales. Little wonder that Webster carbon paper and ribbon busi- 
ness is called “‘Bread and Butter’’ business by so many dealers. 

1500 OFFICE EQUIPMENT DEALERS ARE SOLD ON WEBSTER 
CARBON PAPERS. THE WEBSTER LINE ASSURES THEM OF 


Quality products manufactured under the most exacting conditions. 
Reputation of the company’s products and their good relationship 
with dealers. 

Nationally advertised brands on a sustained year-round program. 
Exclusive selling features . . . exclusive sales territories. 

Sales Aids from Webster field representatives. 


A complete line of carbon papers to fill every typing need. 


Sell the Profit Line 


Sell Webster’s 


F. S. WEBSTER COMPANY, 13 Amherst St., Cambridge 42, Mass. 


Webster warehouses in: 
New York « Chicago + Philadelphia « Pittsburgh « San Francisco » Cambridge 
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These advertisements present the products 
of the leading manufacturers in each di- 
vision of the industry. Because of the 
ground for honest differences of opinion, 
the publishers obviously cannot undertake 
te guarantee transactions between adver- 
tisers and customers, They do, however, 
offer their services in resolving any dis- 
agreements which result from relations 
established through the journal. 
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For the benefit of the subscribers the lines 
advertised in this issve ore here classified. 
Many of the requirements of the modern 
business office are represented. Should sub- 
scribers be interested in any article of of- 
fice equipment not listed here, they are in- 
vited te communicate with the service 
bureau, through which the information will 
be promptly and cheerfully given by letter 
without obligation. 
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The rate for classified advertise 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 


adaress is used. 








ADDITIONAL LINE WANTED by established manufacturers rep 

entative with successful sales background covering Pacific Coast. 
Strong te wing with both ovder and retailers. Address Offi e 
Appliances, Box C-130, Chicago 6 





SALESMAN WITH HEADQUARTERS IN DALLAS and traveling 
the Southwest seeks anothe ne t ell to dealers in same area. 
Well versed in high-grade office furniture and various other office 
products. Interested in one additiona ne, which can be furniture 
r supply. An opportunity ft get first-class coverage in an im 
portant area. Address Office Appliances, Box C-131, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE covering Illinois, Indiana, 
Wisconsin and Minnesota has capacity for an additional major line, 
which can be stationery or drawing and drafting equipment. In 
position to give good and frequent coverage. Address Office Ap 
pliances, Box C-132, Chicago 6 





SALES REPRESENTATIVES WANTED 





NATIONALLY KNOWN MANUFACTURER of Office Specialties 

r Office Furniture and Stationery Dealers, desires commission 
representatives. When answering, kindly state territory vered and 
type of products now representing. Address Office Appliances 
Box P-155, Chicago 6 





ESTABLISHED NEW YORK MANUFACTURER of wire staples 
wants representatives with non-« nflictina lines + ver stationery 


trade on West Coast. Address Office Appliances, Box P-154, 100 
East 42d St., New York 17, N.Y 





WANTED TO BUY MANUFACTURING BUSINESS 





MANUFACTURING BUSINESS WANTED. Interested in buying 
manufacturing busine now producing some item or items sold 


through stationery trade. Sma r medium operati preterred 


Address Office Appliances, Box P-156, Chicago 6. 





PARTNER WANTED 





OFFICE SUPPLY & EQUIPMENT STORE Partnership for experi 
enced man to help with expanding business in Northern Illinois. 
State age, experience, capita available. Address Office Appii 
ances, Box P-157, Chicag C 





RETAIL BUSINESS FOR SALE 





YFFICE SUPPLIES & FURNITURE, Established over 18 years. Store 


near p. Volume $140,000 year; all advertised brands. Reason: 
Want ¢ retire. G 4 pportunity for ne with # wina. Address 
fice Appliances, Box P-158, Chicago 6 








WANTS AND FOR SALE, Continued on page 8 








WANTS AND FOR SALE, Continued from page 
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O4's Press-“Time Bulletin 





- HANSON, well known manufacturers’ 
presentative of Evanston, I1ll., has 
appointed by Columbia Steel 
ipment Company of Fort Washington, 
as sales manager. Mr. Hanson is 
ving to the East and discontinuing 
the other lines which he has repre- 
ented. 


name © 
BANL De 





AMERICAN VOSS CORPORATION has been formed 

r Bert Swanger to handle shipping and 

billing of the Voss typewriter to Amer- 

an dealers. New firm's address is 

18097 Sorrento, Detroit, Mich. Re- 

placement parts will be stocked by dis- 
tributor. 





CARL M. FRIDEN AWARD is being offered in 

1956 to the person who makes the great- 

t contribution toward improvement of 

ffice methods in American business as 

rt of the era of automation and mass 

production. The Friden Calculating 

Machine Co., Inc., is offering $1,000 

the prize. Names of entries may be 

ibmitted by the persons themselves or 
their employers. 





EMMETT L. TABAT has been elected executive 





vice-president of Old Town Corpora- 
tion. He joined the firm in 1955 as 
-e-president in charge of sales and 
esearch. A. 0. P. Leubert has been 

med treasurer of the firm, succeed- 
Borden R. Putnam who has resigned 
director, vice-president and treas- 

rer. Mr. Leubert continues as secre- 


nufacturers board of directors has 

ppointed Robert L. Strauss as execu- 

secretary, with offices in Chi- 

The first annual convention of 

group will be held in Chicago at 
Palmer House on March 22 and 23. 





HE NATIONAL ASSOCIATION OF STORE FIXTURE 


. HUMPHREY has been made a member of the 
3 ard of directors and vice-president 
charge of operations for the Wagner- 
enzy-Fisher Company, Cleveland, 
hio. He first joined the company in 
1935 as a warehouseman. 
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Late and Important News for Our Readers 


PAILLARD PRODUCTS, INC. has announced the 
appointment of John M. Cooper, Jr., as 
sales manager of the Hermes division. 
He will be in chargeewf all sales activ- 
ity for Hermes typewriters in the 
United States, with sales headquarters 
in New York. 





THE MCBEE COMPANY, division of Royal McBee, 
has appointed Robert W. Williams as 
director of business shows for the 
company. He will be associated with 
R. C. McCormick, customer relations 
manager, and will have his headquar- 
ters in Athens, Ohio. 





STOCKWELL & BINNEY STATIONERS, San Bernar- 
dino, Calif., announced that Sam W. 
Ryan has been appointed assistant 
sales manager, stationery and equip- 
ment division, of the Riverside dis- 
trict, and Tom Brashears has been named 
assistant sales manager, machines di- 
vision, for the Pomona district. 





A. PEARSON'S & SONS, Inc., 168 Van Brunt 


St., Brooklyn, N.Y. is celebrating its 
100th anniversary. The office furni- 
ture dealer organization began its op- 
eration in 1856. 


SCRIPTO, INC. gave jobber salesmen primary 
credit for its growth in the past nine 
years. In a statement, J. Wally 
Brooks, vice-president in charge of 
domestic sales, said the company has 
multiplied its sales six times since it 
was eStablished in 1947, and the credit 
goes to the wholesalers who have co- 
operated in the company's expansion 
programs. 





TOTAL RETAIL SALES in the nation, pushed 





by tremendous Christmas purchasing, 
reached for a new high of $186 billion 
in 1955, an increase of 9% over 1954. 


THE PENTAGON is discontinuing 19 office 
equipment repair shops as a result of 
a House Appropriations Committee rec- 
ommendation, says NOMDA's "Keeping 
You Posted.” 











—= Tudustry 


@ Minimum Wage Goes into Effect. Attention of the L. Clary, president 


stationery and office equipment industry is called by declared at the Stanford Univ 


the U.S Department « of a tbor to the fact that on tute’s industrial economic 
March 1 a $1.00 minimum wage will become ay When men learned 
plicable to all jobs where previously 75 cents wa not cease wanting more 


the minimum. This chanc ; made by the Fair he said, in a parallel exam} 


Labor Standards Amendments of 19 He believes that both 
The change covers all employees engaged in in tronic data-handling will 


terstate commerce or in the production of goods for [his own company called f 


interstate commerce, including any closely related phere 
process or occupation directly essential to such 
production. Any dealer questioning whether or not 
his employees are involved in the new minimum of prost Ls 39 firm 


should consult the Wages and Hour Division offices . Paola notes: “A aeciles 
> iad 


of the U.S. Department of Labor located in Boston }c to ahout £15 hillic 
New York City, Philadelphia, Birmingham. Ala dan 29 ete yi ail acl 


Cleveland, Ohio, Chicago, Kansas City, Mo., Dallas oe ae ee ee crue tes the 


San Francisco or Nashville nel werslned eriemntl. tral 

Coupled with the minimum wage of | hot "ee ee wigan y 
is the fact that not less than time and one-h 
the regular rate should be paid for overtime 
40 hours a week. The act vers both men 





women employees and applies regardless of the pe A ig A aig hapa =. otal 


number of employees in an establishment , oo. © ee 
f such help will probabl 
terest + onic comrt 


@ Equipment Has vin He Interest. 


Management Association reveals that interest in new machines and equipment. And 


office equipment and office machines is at one of the will continue to account 
highest levels in soice ry. In tabulating results of larger dollar volume of 
survey it was found that of those replying 72% | 
office machines and equipment as of primary 
portance with less than £ ndicating “less than 
normal” interest 

New office equipment was found from the lf 
office executives queried as being tl p item. ' 
tems and procedures” ranked second and ‘‘method: 
third in total mentions. Second highest in first place 
mentions, however, wa iccounting”’, with ‘sys 
tems and procedure rd in first ice n or 





@ Pencil Jottings. The Eagle Per mpany is t 
year marking its 100th anniversary and it is of mc 
than passing interest that officials Albert, Alfred 
and Henry Berol are fourth and fifth-generation men PC Asta pale — 
of the Eagle ponnily Page 12. 
Kenneth Berol is quoted in the New York Herald NOFA 
Tribune as saying “that Eagle's biggest customer 
not the school but the whit rr employees using 
an average of 18 pencil: I 
cause of the great increase i! rporate px 
the pencil industry, according to Mr. Berol, has beer elling effe 
growing faster ‘than Gr National Produc 18. 
An interesting deve nt of t Eag 
Company is reported 
in charge of eraser manufacturing. He has de 
eloped an abrasive-free eraser w h will enable 
art dealers and museu en t ean rare docu Page 24. 
ments without fear that d tte paper r parc to a 
ment will be t rr 


Page 20. 


Page 26. 
@ New Fields Ahead. New electronic devices 
computing and data-handling w pen ut 
fields and expand present methods and accomplish 

ments rather than replace existir yuipment, Hug! xys Will Pala 


saat Page 32. | ld pr 
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O44 Editorial 





Ten Commandments of Good 
Communication 


When management's communication breaks down 
somewhere along there can never be the desired action 
or reaction. Clarification of ideas, choice of language, 
consideration of the other fellow’s point of view—these 
are all part of the whole communication picture. 

The American Management Association has presented 
these ‘Ten Commandments of Good Communication”’ 
which are worthy of study: 

1. Seek to clarify your ideas before communicating. 

2. Examine the true purpose of each communication. 

3. Consider the total physical and human setting when- 
ever you communicate. 

4. Consult with others, where appropriate, in plan- 
ning communications. 

5. Be mindful, while you communicate, of the over- 
tones as well as the basic content of your message. 

6. Take the opportunity, when it arises, to convey 
something of help or value to the receiver. 

7. Follow up your communication. 

8. Communicate for tomorrow as well as today. 

9. Be sure your actions support your communications. 

10. Last, but by no means least: Seek not only to be 
understood but to understand-—be a good listener. 





What is a Better Term? 


A manufacturers’ representative in the stationery and 
office equipment industry recently had an interesting con- 
versation with a man who was formerly a purchasing 
agent and now is an office supplies’ dealer. This indi- 
vidual voiced strenuous objection to the term ‘“‘list price’, 
saying that it always suggested that there was a ‘‘dis- 
count’’ involved. He inferred that as a purchasing agent 
he had learned to dislike the term. Now as a retailer he 
likes it even less. 

lt was this dealer's contention that the phrase ‘‘list 
price’’ has been overworked, abused and generally has 
no meaning unless in a negative way. He suggested that 
perhaps a better term would be ‘‘selling price’’ or just 
simply ‘‘price.'' Manufacturers, he contended, could do 
well to eliminate the phrase ‘‘list price’’ entirely from their 
sales literature. 

Has any one a suggestion as to the proper nomen- 
clature? Let us have your ideas, or vote for ‘‘list price’’, 
‘selling price’’ or ‘‘price’’ in want of a better term. 





Is Retailing Losing Its Grip? 

‘Creative selling is disappearing from the retail coun- 
. in the long run will prove to be a detriment 
to our expanding economy," declared Harold B. Wess, 
marketing professor at the American University, in a re- 
cent speech. Tide magazine quoted Professor Wess as 
saying, ‘retailing no longer attracts promising young 
people . it is losing its impact and influence on the 
consumer at the point of sales and relies more and more 
on the pre-selling job done by the manufacturer.”’ 

Therein, a finger is pointed at a neglected area in 


ter and 
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the chain of merchandising—training of the salespeople 
to be more alert to their opportunity of convincing a cus- 
tomer that he should buy the goods which a store offers. 

If salespeople conduct themselves as mere package 
wrappers and order takers, the stationer as well as any 
other retailer fails in his obligation. Training in selling 
remains a primary duty today. When that area is neg- 
lected there is a definite limit placed on the amount of 
goods and services which can be moved in American 
economy. 

Are you losing your grip, Mr. Retailer? 





The Old Desk Speaks 


(Guest editorial by J. H. McKeever, McKeever Press, 
14 Third Ave. S. E., Aberdeen, S. D.) 


Got myself a new desk. One of those handsome Shaw- 
Walker steel desks, silvertone color and broad rounded 
edge linoleum top. A place for everything. I’m all puffed 
up with pride of ownership and it’s a lot easier to work 
at. The morning after it was in I found the following 
from the old desk upon the top of the new: 

So you have a new desk in my place, eh! Well, OK 
but you are going to miss me. You push me out and call 
me secondhand. Never mind, | still have a lot of use for 
somebody. 

As you broke our old ties, didn't you feel just a bit 
of regret? Remember all those years you sat at my side 
and wrote and planned and figured? What a lot of 
work has gone across my broad top. And the ideas 
you worked out with my help. The letters you wrote, 
the checks you signed, the orders you placed. 

| was your most intimate associate. | shared your 
thoughts, your dreams, your joys. | was close to you 
in sorrow. | was always there with you. You could de- 
pend on me. 

At last | have been cleaned out. The hodgepoge 
of my drawers! Why did you keep me filled with all 
that junk? How did you ever find anything? My drawers 
never stuck unless they were crammed with the clutter 
of treasures you thought that maybe sometime you would 
need or use. . .and never did. You say that your new 
desk is organized and | hope that you will be more 
orderly. | admit that it is more efficient but | did the 
best | could. 

And so we part after all these years. Good luck to 
you with your new style and new efficiency. | brought 
you a long way and now good by and happy days 
with a better desk than I. 





SELLORAMA Can Help You 

On pages 14-16 of this issue, OFFICE APPLIANCES 
publishes the second installment of the SELLORAMA 
directory of sales aid sources. Here is your source of sup- 
ply for ideas in the fields of sales planning and control, 
sales and sales training, awards and incentives, adver- 
tising and sales promotion. Use the handy ‘Tell Me 
More" coupon to gain information. 

SELLORAMA is designed to help in the all-important 
area of selling. It can work for you, Mr. Dealer. 











Kiel Auditorium 


OFFICE FURNITURE 
event of the year 


@ THE 1956 NATIONAL Office Furniture Associatior 
annual trade convention and exhibit heduled to be 
held at the Kiel Auditorium in St. L Mo. on March 
3, 4 and 5. 

"With the reaction to the program, the number 
advanced registrations coming in and the enthusiasm of 
the exhibitors — this promises to be the greatest 
convention held’, stated n Gray, executive secretary 
of NOFA. 

The display features of interest include over 225 ex 
hibits with many new numbers designed t attract im 
mediate sales acceptance, as well as many redesigned 
pieces along with the old standbys still in current 
mand. The booths wil! Fu > j 
and ideas. Manufacturers realize the importance of dis 
playing their merchandise which has many new deve 
ments and features to meet today trends and are 
anxious to have their products displayed to the Nationa 
Office Furniture Dealers Association members who wi 
number better than 2000. 

Model Offices 


+ = meio “il 
nTangidvie it 





The six model office 
each possessing individuality, speaking the 
guage of color, and designed with the character 
grace that becomes the highest executive and the eft 
ciency of a controller. Some of the foremost office furni 
ture dealers in the nation have planned and designed 
these offices which also show today’s trends in executive 
offices reflecting the personality of the user or hi 
ganization. Self selectior killfully keynoted 
signing these offices to help the merchanaise sell itself. 
Data on these offices and the five executive office 
will be packaged in book form for NOFA 
a sales tool... ... . photographs, floor plans, new te 
niques in perspectives, d tior 1 intormation 


12 





NOFA 
annual convention 
and exhibit 
MARCH 3, 4, 5 


,., . | . rc j 
etticiency teatures will be available Tor aealers and 


(SEE PAGE 38 FOR PICTURES) 


Credit goes to these dealers for planning and designing the 
model executive offices: Regan Furniture Corporation, New York; 
Desks Inc., New York; Farnham Stationery & School Supply Co., 
Minneapolis; S. G. Adams Co., St. Louis; Holscher-Wernig Office 
Furniture Co., St. Louis; Burdett Green, Executive Secretary, 
Fine Hardwoods Association; Irwin E. Douglas, Retail Paint & 
iI allpaper Dealers Association and the exhibitors of the conven- 
tion. 


Planned Progress Program 





Here is one of the most important programs ever 
resented by NOFA. This is a major program, in book- 
form, on professional management... a vigorous 
to-date program to provide sound planning. High- 
ghting a tew of the subjects are — increased sales 
ume, strengthenea customer relationships, improved 
sarnings, specific goals and performance standards, bet 
turn on investment, evaluation of strengths and 
weaKknesse na torecasting Tt pr 


Three Separate ‘Workshops’ 








Here, the dealers, manufacturers and manufacturers 
agents will find stored a wealtt information. 

For The Ladies 

Never re has such an interesting and exciting 

hedule of nts been set up for the ladies — all done 


Special Social Gathering 





Here's a new twist — no customary banquet — just 
fun' event. This will be the Dixie Jamboree on Satur- 
light a wholesome program of terrific South- 

rn Merriment followed by dancing. 
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exhibitors 


A Flex Lat M Frank Scerbo & Sons, Inc 

Sun Engineering 
& Mfaq. Cc Inc. 

Shelbyville Desk Co. 


r D ! co Semcec 7 
McDonald Products Cor; co 


G The BLL Marble Chair * 


Martin Parry Corp. 


tg ere Maso Steel Products In e Furniture Co. 
Mf Herman Miller Furniture Co. ota Equipment C 
, phe Milwaukee Chair Co. — tandard Furniture Co. 
B 7 Milwaukee Metal Furniture tar Steel Equipment Co. 
Mona Furniture Co., In turgis Posture Chair Co. 
nt Move-A-Wall Stee! Partitior preme Steel Equipment 
Murnt M Metal Arts Co. Ir 
KA ~ ; ~ 
i 
V k ¢ 


» Steel Product N Taylor Chair Co 
. Tiffany Stand Co., Inc. 


C 
Jeiman otee!l Cquipment ‘ < , 
e T Hover Corr , cA | re edo Metal Furniture 
y -orp. J nsurance Plan ' ' 
De k C N rat+ £ nitur * wer Su Tes In 


tery Leather Group 


Va Co. 
fictor Safe & Equipment 
Vogel Peterson Co. 


& a i f P, | + 
k Co. Stee! Equir t ( 
sper Office Furniture C ar Mfg. C Ww 
r San Py r f~ € -_ ~ 
pe Sea > 4 e . 4 - We Chair Co. 
Chair © f tacta ate 
. " . , W « tern Mta . 


E W est rt Co 
mer K M. G. Wheeler Cc 


* ‘eu R S shtlight Div. 
5 Company |. K. Rishel F Nood Office Furniture 
Royal Metal M 2 Institute 
L 
. Ju 
ee S Y 
1 Sa & C k Sa and Lock 


convention program 





SATURDAY, MARCH 3 


Hotel Jefferson Mez 


9:00 A.M. Registrat 


zanine 


Mezzanine 
Flect n at Officers 
Constitutional Amendmen} 


10:30 A M. Manac T Clinic 
Salesmen's Compensation 
F 


Convention Business Session, Ho 


8:45 A.M. 
9:00 A.M. 


9 


9 


MONDAY, MARCH 5 


Breakfast 
Chairman 
Hotel Jefferson Mez- 


Mrs. Mo- 





Manufacturers 
zelle Meal: 
Registration 
zanine 
Dealers’ Workshopo—Rm. !—Hotel 
Jefferson—Leader, Melvin Levin, 
Business Equipment Corp., Boston 
Manufacturers’ Representatives’ 
Workshop, Rm. 9 Leader, Roger 


700 A.M. 


700 A.M. 


W. Young, Detroit, Mich. 

Report of Workshop Groups—Crys- 
tal Room, Hotel Jefferson 

1:00 - 6:00 P.M. Exhibits—Kiel Auditorium 


REGISTRATION 


Members ''Package"’ registration, includes luncheon and 
a il ee ae ee $10.00 
including luncheon and jam- 
no charge 

Non-member ‘'Package’ registration $12.00 
Non-member registration, not including luncheon and 
$1.00 per day or $2.00 for three days 


= 
~ 
— 
4 
=. 


) 


ecruit Salesmen 
t Doing Business 
1:00 6:00 P.M. Exhibit Kiel Auditorium 


7:15 P.M. Dixie Jamboree, Hotel Jefferson— 


11:00 A.M. 


OL 
) I 
Jw 


Member registration, not 


boree 


VU 


jamboree 
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Trede Merk Registered 








A Directory 
of Sales Aid 
Sources 











To help our readers plan and administer 
their selling and advertising activities, 
OFFICE APPLIANCES presents | this 
directory of sources of supply for ideas 
and equipment in the fields of Sales Plan- 
ning and Control; Selecting, Hiring and 
Stimulating; Sales and Sales Training, 
Awards and Incentives; Advertising, Sales 
Promotion and Publicity. 

Our handy “Tell Me More” coupon on 
page 16 makes it easy for you to get 
further information on any item and serv- 
ice listed. Just circle the corresponding 
code numbers following each item and *Entire contents copyright 1956, SELLORAMA SERVICES 
mail the coupon. 


SELLORAMA is running in three parts. 
Part II, presented now, deals with Selling 




















Effectiveness. 
PART II—SELLING AND PERSONAL DEVELOPMENT 
Part | of SELLORAMA dealing with Sales Management appeared in the February 
issue. Cir No. 51 on the "Tell Me More’ coupon if you missed it and desire reprint. 
A. Selling Effectiveness BOOKS 
How to Develop Your Sales Ability, | 
Just before the Dempsey-Tunney fight, one of Demp- Shows how to create scores of 1 ; niqu 
sey’s scouts came to him and said, “Boss, he’s a push- ways 1 ease your poise tidence and speaking f 
over—I saw him reading a book!” A 
Of course, history proved that the scout was 100% Salesmen’s Book Club 
wrong, proved, if nothing else, that you can read a A book club devoted exclusively to the interests of the sale 
book and still be a champ—which is all by way of mar t Brings you the outstanding new books in sales field 
introducing a question. . 
“How long has it been since you or your sales people Big League Salesmanship, by Bert H 
have read a good book on salesmanship?” A complete handbook of ways and means to raise your score 
Herewith are listed many books dealing with various ndreds of sales helps and pre-tested ideas. (54 
phases of selling. You'll also find a number of maga- Open the Mind end Close The Sele, by John M. W 
zines and courses—all available to help the ambitious A fin L on sollina by the sales head of Netione! Casi 
person do a better selling job Register Company. (55) 
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Five Great Rules of Selling, by Percy H. Whiting 
f selling by + na dir 5 } 
Secrets of Closing Sales, by Ci R 
n'¢ , book w. (57 
America's 12 Master Salesmen 
f i ns recount the selina toc 
ntributed Jividua 
4s [58 
Psyc yy of Successful Selling, by Richard W. Husk 
RR ge te were are 5 
59 
How to Sell By Telephone, | 
er 3 é ad T 
>| 60 
How to Overcome Objections in Selling, by Walter H 
andr } Ts tad 4 hnique that how yvOU 
The Retail Salesperson at Work, | nald K. Beckley & Wm, A 
| . 
Human Side of Selling, by Robert E. M 
‘ 4 +} + + ? vs xper WM 
How to Make Your Sales Sizzle in 17 Days, by £ WwW 
} N | ; te you how 
Successful Telephone Selling, by Merrill DeV 
£ tactad ny; edur c a 
Dy Te pnone 65 
Tested Retail Selling, by Eln 
te { nd id 
" ; bé 
Personal Power Through Creative Selling, by Elmer G. Letermar 
Ar 5 yreat re 5 mer how y + Ww 
67) 
C.S - The Dynamic Key to Sales Success, by Maxwell! |. Schult 
tw me The + + nm imple , e text 
rea Jer + put what hea 
How to Sell Quality 
: 9 salesmen e Juality. (69) 
How to Develop Creative Selling Habits 
nts from FFICE APPLIANCES (69A) 
yy Cc 
potion ' 4 
P 
ar | 
How to Satisfy Customers and Win More Sales 
et helint 3 1 TT ynly er yvadDie ¢t kiet that 
. ini 
Reta Sale smanship 
Ina ments and k Ww 
Better Retail Selling 
tisf k be 
Getting Ahead in Retail Selling 
tn dnapenetitiatlite J opportun 
How to Develop a Sales Memory 
How to Sell Carbon Paper & Ribbons 
ynua mpiled est to 5) ry 
76 
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Office Duplicating Supplies & Equipment 


The stationery salesman gets valuable help on the commof 


methods ot off ce dup atina fr maiiy sola Dy tationery and 
office equ pment retailers 

Local Selling Course 
Fundamentals of selling taught interestingly in local courses. 
(78) 


Retail Selling Memos 


Every retail salesperson w t t over-the-counter sales with 
this refresher course in consumer selling techniques. (79) 
American Salesman 
Monthly magazine for salesmen, Helptul and interesting arti 
es by the best mind n selling 80) 


B. Personal Development 





The ability to sell stems from something more than a 
knowledge of product and a group of sales techniques. 
It gains from a wide range of personal abilities, such 

Turn Page, Please 




















PROMOTION 





SELLING 





OA Co-Sponsors SELLORAMA 


at Two Conventions 


The use by OFFICE APPLIANCES of SELLORAMA in 
print is an extension of co-sponsorship at two upcoming 
industry conventions where a ‘‘live’’ display is made of 
the same subject matter, presented on six large tables 
and six panels. 


See SELLORAMA in action at the Wholesale Stationers 
Convention of America, Inc., convening in the Drake 
Hotel, Chicago, March 1-5, and at the National Office 
Furniture Association convention in the Kiel Auditorium, 
St. Louis, Mo., March 3-5. 








as a strong vocabulary, faster reading habits, a knowl- 
edge of psychology, good health and the kind of per- 
sonal security that comes from a properly budgeted 
personal home life. 

Listed are a number of aids to this all-around personal 
development. 


BOOKS 


How to Live 365 Days a Year, 4 
A tested method for 
o* nervous Tension 


This Will Kill You, by Char 
The executive healt 
is a ‘deadly 

How to Be A Successful Leader 


The practica 


ities of leacershirc Q2 


BOOKLETS 
The Salt Lick 


Tips on Making Change 


akes at the ; ter and help please 


C. Public Speaking 


The ability to speak well before groups of people is a 
ereat asset to a business man. Not only does it serve 
well in the handling of groups of employees; it also 
leads to more effective participation in community 
affairs. This latter point leads to important public 
relations opportunities. 

















The Best Things in Life, by Ha BOOK 
Will develop your pers; How to Telk Well, by James fF. Bonde 
How Am I Doing, by Robert | ae ve 
Self-appraisal for tt Public Speaking As Listeners Like It, | 
places. (85 tk e book Profe Bord acts as ft ithpiece 
The Power of Positive Thinking "193 
The best-seller wh } 
tives in your life How to Write a Speech, by Edward 
How to Read Better and Faster ape “ he 4 mired { : 
ing speec * 5 c 
How to Double Your Vocabulary, by ~ 
Make Your Business Letters Make Friends Mak y for you to kr 
rd WwW + write attar that f 
areater gq ag Ww oe 
COURSES 
Sizing Up People, by C Course in Public Speaking 
How to make q + attending ‘ a 
day contacts by } power. 
simple. (89) 
The Toastmasters Club 
Your Family's Security, | Any ambit man with rea educational preparat 
Here is help y jve be } r 
planning for your fan ~ ? 
COMING NEXT MONTH! 
Watch OFFICE APPLIANCES next month for PART 
lll of SELLORAMA, dealing with the subjects of Ad- 
vertising, Sales Promotion, Public Relations, Equip- 
ment and Supplies, and Display. 
“—_ i] ai 
ee eee * SELLORAMA x 
Please send me more information a ae 
on the items circled below gti. 
51 52 53 54 55 56 $7 Sponsored by OFFICE APPLIANCES 
58 59 60 61 62 63 64 
65 66 67 68 69 694 70 NAME 
71 Ta 73 74 fe 76 77 COMPANY 
78 79 80 81 82 83 84 
85 86 87 88 89 90 90A _ ADDRESS 
i 93 9 Q5 9 Q7 
91 692 ; 4 6 9 CITY STATE 
Copyright 195¢ 
c id af June 1 . . P 
ee Mail to SELLORAMA Services, 439 Madison Ave., New York 22, N. Y. 
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Beware! 
Dangerous 


DOGS! 





90? SALE 206 








Our Definition of DOGS — 
ODDS "NW ENDS of ducon 
sho 


STATIONERY SUPPLIES 











These DOGS are on the DOG TABLE inside, on the Ist floor 


Lighters. Were $14.50. Now ..... $4.95 
Desk Pads. Were $ 2.50. Now ......... -.. $1.00 
File Folders {letter size). 100 for ivous wees $1.00 
Construction Paper. 100 sheet Packs . .... ...... $ 49 


Many Other “DOGS” at Ridiculously Low Prices 


OFFICE ENGINEERS 


116 So. Michigan St. Phone CE3-3118 











CLEVER AD .. 


ing power. 


@ THE “DOG SALE” held by 
Office Engineers, South Bend, Ind., 
reminds all retailers to post a warn- 
ing sign in their operation pol- 


icy, reading, “Beware! Dangerous 
Dogs!” Unless cleverly handled 
each item of “Dog” merchandise 


that requires a _ clearance price 
reduction, really means a reduction 
in the fair profits for the store and 
a reflection upon the operation pol- 
icy of the firm. 

[he South Bend firm selected 
quite a number of odds and ends 
of discontinued, overstocked, shop- 
worn and dog-eared items from 
their stock and held a clearance 


Dog Sale — referring to the items 
as “Dogs”. A 5% x 7'%-1inch news- 


paper display ad was used to an- 
nounce the event. 


Curiosity Whetted 

Part of one of the large window 
displays was used to sharpen buy- 
ing curiosity in the event. Thirteen 
large pictures of dogs, represented 
as making some pithy comment 
about themselves, and six good- 
sized toy dogs were presented in 
the window space without including 


any of the clearance items of mer- 
chandise. The window card told the 
curious public, “These ‘Dogs’ are 


on the Dog Table inside, On The 
First Floor.” The items with their 
special prices were waiting for the 
public to pick and buy them. 
Chere are times when it seems to 
be absolutely impossible to prevent 
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the accumulation of such unwanted 
“Dog” items. However, in many 
instances the number of these 
“Dogs” can be kept at a very low 
point with better planning and pro- 
motion. 

One store dates and price-marks 
each item of merchandise when 
placed in stock. For example, if the 
item were placed in stock in June 
of 1955, “65” in a circle was placed 
with the price. The “65” meant the 
6th month of the year or June in 
1955. One glance would tell how 
long this had been in stock. 


Make Careful Check 


Each month a check is made of 
all merchandise price and date no- 
tations to catch the shelf-warmers 
that are not moving the way they 
should. At the end of two or three 
months, if still in stock, promotional 
attention is given to it. At the end 
of four to six months promotional 
action is taken. At the end of nine 
to twelve months drastic action is 
taken to dispose of those “Dogs” 
before becoming really dangerous. 

Display or “floor-model” mer- 
chandise often becomes dangerous 
“Dogs” for the store. To prevent 
this one store make a practice of 
selling the displayed item and then 
replacing it with a fresh one from 
the handy stock nearby. Thus no 
“display-item Dog” develops and 
incidentally the displayed merchan- 
dise has a fresh look. 

“Tl just let you have this one! 


. admits sale items are 
“Dogs” but stresses the value of the odds 
and ends available. Such ads have draw- 


I got it out just this morning!” sug- 
gested by the salesman, will please 
both the customer and the store. 

“Push It Forward! Don’t Put It 
Back!” is an operation slogan used 
by another store, when it comes to 
the last of the box or of a previous 
shipment. The thoughtless tendency 
is to set the one or two remaining 
items back to a less prominent place 
to give room for the new, different 
or at least fresh merchandise. Each 
time it is “put back” that merchan- 
dise comes closer to becoming an 
unwanted “Dog” 


Kept on Move 


One store makes a practice of 
presenting a group of small mer- 
chandise displays near the location 
of the cash register. These displays 
are presenting merchandise that 
might otherwise go closer to the 
“Dog” state. The proprietor com- 
mented, “It is surprising how 
quickly many of those odds and 
ends are picked up in impulse buy- 
ing by the customer, and we are 
free from another Dog.” 

Some of these unwanted dogs 
arise because of merchandise in the 
window display becoming “yel- 
lowed” or shopworn. One retailer 
guards against this by changing the 
display frequently, thus not leaving 
one group of merchandise any great 
length of time where it can become 
“yellowed”. Then when merchan- 
dise is removed from the window, it 
is given first place for sale in the 
stock in the store. 

One retailer makes use of a 
“Suggestion” list for the sales force 
in his store. These lists contain two 
or three items to be suggested 
casually or mentioned while talking 
to a customer. A “Dog” possibility 
is placed on the list and often is 
disposed of without any price-reduc- 
tion clearance. 


"Time to Buy” 


Another retailer has a wall clock 
in the store and also one in the 
display window. Beneath it is the 
reminder, “Time To Buy—” with 
a small blackboard space for print- 
ing in some item of merchandise. 
He leaves chalk and an eraser near 
each of these. As soon as the sup- 
ply of the listed item has been sold, 
he promptly erases the reminder 
and replaces it with another “Dog” 
possibility. 

“Dogs” may be used to attract 
buying traffic to the store. The 
prices may be reduced slightly to 
still show a profit—-LED 
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HOW TO 
HANDLE 


THE dibhicull 


CUSTOMERS 


Successful office equipment dealers 
know that ''difficult'’ customers tend 
to fall into several different "types”’. 
Knowing these types—and the stimuli 
to which they respond—as well as 
their thought habits and patterns, can 
help develop the answers and tech- 
niques necessary to complete the sale. 
Pictured in the accompanying se- 
quence are a number of common "‘dif- 
ficult"’ customer types, with sugges- 
tions offered by experienced retailers 
who have learned to cope with them. 


How many will you meet today? 








BUSY BERTIE. . .says “Sure, go on 
bub, I’m listening.” Try bringing him 
back with something startling like— 
“Look, your pants are on fire!” 





TIME IS IMPORTANT. . .to this 
fellow. If he sets a time limit, hit him 
hard. No details, just benefits to him. 
He'll forget the time to hear about 
the benefits. 





HE’S ALOOF. . .the company did him a 
dirty trick once and he won't forget. First 
task—convince him people aren't “no 
darn good.” 
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PRICE COMPARER. . .it’s all a matter 
of figures to him. No use talking quality 
or performance. Stick to the dollar saving 
or compare your price with competitors. 





at ae. S 
THE INTELLECTUAL. . .don’t waste 
time with emotional appeals here. Skip 
the side issues and get down to well- 
reasoned points explaining why. She'll 
buy it! 

S 





GULLIBLE GUSSIE. . .her pocketbook 
is open and you can Sell her anything. 
But go slow! She'll make an enemy if 
you give way to temptation. 
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BELLIGERENT BESSIE. . .anytime 
your ideas run counter to hers, you're 
in for an argument. Handle with def- 
erence and soft soap. She’s a cinch 
sale if you sell her the idea that you 
know she’s right. 





6 


“YESSER”. . .is a tough type. She 
agrees right down the line—even 
that she should buy—but doesn't. 
Swing the sale with a hurry-up note 
of urgency. It helps. 





DUBIOUS DORIS. . .finds it hard to be- 
lieve two plus two equals four. Get her 
into a “yes” frame of mind by posing 
questions that can only be answered by 
agreement. 
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Get Up and Let 
‘Em Have It! 


Don't Wait for the Count of 10... 


Combat the Discount House Threat NOW 


The referee’s 1 — 2 3 re- 
sounds deliberately — the fighter 
stirs — sweeping the haze before 


his eyes with his clumsy hand. The 
audience’s bated murmurs transfer 


to his ears — making an enormous 
roar... ... their wisps of tidings 
encourage him to rise on 4 but 


at 5 his knees almost accept the 
buckling comfort the “boos” en- 
courage. 

Sting of the fall forces to his con- 
sciousness a realization, “from this, 
my lowest point, I can only go for- 
ward.” No more harm can be done 
MR . . ws the round is lost by the 
fall. The defeated rounds must be 
put aside or his attempts at a be- 
lated success will be fruitless. 

For a moment you be the fighter, 
with your customer the “pro-audi- 
ence”, the supplier, your “anti-audi- 
ence” and the DISCOUNT HOUSE, 
your opponent. 

Throughout the United States 
generally, and in every nook of our 
industry, the DISCOUNT HOUSI 
is playing the lead in “Eternal Tor- 
mentor”, and enduring play by the 
big operators and the cut-raters. 


New Economy 


Big business in our United States 
has grown more vastly than any of 
us realize. From our point of dis- 
advantage — that of our four walls, 
where journeys outside are thwarted 
by bonds of a work-a-day routine, 
it is hard for us to reckon with the 
economic picture as it is today. It 
is different — overwhelmingly so in 
scope! 

After World War II, as conver- 
sion to peace time needs was made 
possible, the demand for maximum 
out-put became essential 

Our appliance, automobile, and 
other monarchial industries were re- 
quired to double, triple, even quad- 
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ruple their production to supply de- 
mands. These demands ,were cre- 
ated by long abstinence the con- 
sumer endured due to lack of avail- 
ability. 

As the manufacturers produced 
to supply the demand, their volume 
increased in outsize proportions. As 
their volume increased, the demand 
continued to increase unendingly. 

In their indulgence, a market 
large enough to absorb big busi- 
nesses’ output was created — how- 


ever, as their volume snowballed 
into this gigantic size, the middle 
man no longer could satisfy these 
“big operators” with his efforts in 
their behalf. 


by Eugene Barnes 
Merchandising 
Advisory Service 


Washington, D.C. 


Once a business becomes a vol- 
ume business, overhead becomes a 
percentage with which to be reck 
oned. Unless volume continues to 
increase, overhead swallows it up — 
and the business folds. Hence, after 
these “big operators” reached the 
saturation point through the medium 
of the middle man’s sales, with need 
for increased volume staring them 
in the face, they turned to (and 
created) discount houses. 

Thgugh we don’t relish the dis- 
counter or his existence, his part in 
our economic picture of today is 
one of importance. The additional 
volume he affords big business is 
invaluable to them. 

Since our situation is that of fight- 
ing a losing battle, due to the 











strength of our opponent and our 
inbred weaknesses, caused by these 
discount practices, the road around 
seems a likely means to survival. 

Our lackadaisical mode of oper- 
ation — our disregard for merchan- 
dising principals — our refusal to 
discard old obsolete business prac- 
tices allows us three points from 
which to depart on our forward ap- 
proach. 

Few of. us can claim a compre- 
hensive personnel analysis has been 
done on our operations. It is a lazi- 
ness on our part to neglect it. A 
personnel analysis quickly shows 
flaws in an operation that holds vol- 
ume down or increases overhead. 

If overhead is too low for volume, 
percentage wise, you are only under- 
staffed. Stop believing you’re a good 
business man — by holding per- 
sonnel overhead down to abnormal 
you are only crippling business, not 
building it. 

A dealer in the Midwest recently 
balked at a suggestion he engage 
another man in his prospering office 
planning and decorating department. 
The man was suggested to handle 
the new control systems 





Employ System 


These controls were new and rev- 
olutionary to him and to our industry 
generally. In a picayune manner he 
felt the cost excessive. Finally suc- 
cumbing, at the insistence of his 
manager, he now is a great advo- 
cate of the systems. 

Fast selling merchandise is pro- 
moted — slow sellers are moved 
at reductions. His business is doing 
well at a 45° increase 

The same dealer has found his 
old, obsolete methods of a_ six 
months, or two-period, inventory 
held him back. His present perpet- 
ual inventory keeps his stock down 
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and his volume booming. Wryly he 
remarked, 

“Now I seem to have what the 
customer wants when he wants it!” 

In the forward approach, selling 
merchandise instead of discounting 
it away, the rosy vistas you have 
dreamed of become easily attain- 
able 

\ store must be cheerful. When 
you feel bad you stay home — 
you're not in the mood to go shop- 
ping. A store in order to create a 
happy, healthy mood must keep 
alive. Look around you, — do you 
feel happy? Is your store effervesc- 
ing with excitement? It should! 
Competing with the discounters on 
this basis gives us the lead. 

Does the merchandise on your 
new self-service fixtures cause your 
spine or cash register to tingle as 
they should? Does the merchandise 
invite lookers or provoke inquiry? 
I'll bet not! 


Unattractive Display 


This lack of attractiveness in our 
merchandising practices was demon- 
strated recently, when a dealer was 
conducting me through his new 
store. I asked if he carried the “Rol- 
ladex.” 

“Of course,” he said, as he con- 
ducted me to a shelf and lifted one 
down. It was unpacked from a drab 
gray box that bore a style number 
and a crayon pencil price mark. 

“One of the best items in the 
store,” he said. 

lo put over my point, I per- 
suaded him to take one out of the 
box, put it attractively on the shelf 
and place two or three around his 
furniture floor on desks. He did. 

[he next time I saw him he told 
me, 

You know that Rolladex is 
the best item in the store — it’s 
the hottest number we’ve ever had.” 

Rolladex or any other item re- 
quires your confidence and belief, 
plus your ability to see oversights 
in proper merchandising. 

If you spend $10 to dramatize a 
desk, get full price, you have 
still done better than selling at a 
discount, and you have not lowered 
the prestige of your operation. 

Discounters must wait for their 
big business suppliers to innovate 
their styles so they can continue 
their rosy path as our opponent. We, 
however, have the vantage point in 
this instance. We need only to turn 
our heads for the light to go ahead. 

Incorporate into your business 
the long lacking imagination. Make 
it work into your store to help you 
get your increase. Big business’ in- 
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novations are their way of increas- 
ing volume as well as retaining it. 
Let their lead be your boost! 

Speaking freely of imagination, 
and its application to business, pre- 
sents an immediate rebuttal in our 
routine thinking. It is its nebulous 
quality that frightens us. Observing 
other businesses where imagination 
is already a factor can easily banish 
the fear, for its application is readily 
seen. 

Take a day off..... shop the 
dress shops, furniture stores, and 
boutiques. Go to the most off-beat 
shops you can find. 

To find this intangible “imagina- 
tion”, determine first what is being 
sold. Look at the garnishments em- 
ployed to bring out the sales fea- 
tures, create a mood, attract atten- 
tion. There you'll find the imagina- 
tion. 

Many metal furniture companies 
are showing their merchandise in 
vivid colors. Stores throughout the 
country have this merchandise on 
their floors. These companies are 
advertising their product in full-page 
color ads, which certainly tell the 
“importance of color” story — yet 
these ads could easily, with fantasy 
portray the “imagination of color.” 

By comparison to this matter of 
fact advertising our industry could 
profit by the gross figures derived 
from the fantastic advertising gim- 
micks the liquor industry employs. 

Ads Create Mood 


Their ads don’t bother even to 
show the commodity, only to create 
the mood for the commodity. 

Imagine a_ beautiful sea-foam 
green desk being washed over with 
sea sprays, with a lavish mermaid 
pulling jewels out of the drawers. 

Our smug attitude — “this is 
what I’ve got to sell — buy it” — 
manufacturer or retailer, is what 
segregates us from the balance of 
the merchandising world. 

It is making people want what 
we are selling that serves us best 
in our battle for survival against 
the discount house. 

Try increasing your unit sales, 
by retaining legitimate markups. 





You can get them by making your 
merchandise irresistible. 

In a store in the South recently, 
the owner of a chain told me he had 
put in an office planning and in- 
terior department. He invited me 
in to see its operation. 

“I was always a horsetrader — 
getting the most out of what | 
bought, before we got hoodwinked 
into this new-fangled operation,” 
he said, as he adjusted his necktie 
and continued, “but now, this de- 
partment has awakened the entire 
store to merchandising. We're 100% 
or so ahead of last year — right 
now. Most of it is due to this new 
forward approach to business.” 

Pulling papers out of his desk, 
he started, “Here, look at this. We 
doubled our typewriter business in 
December just by a Christmas tree 
have sold more, if we'd believed in 
merchandising, but we sold out be- 
fore Christmas.” 


"Plus" Business 


“Here in our decorating depart- 
ment we have done about $35,000.- 
OO at 100% mark-up in its first 
two months. That’s all plus busi- 
ness and business the discount 
never entered into. Our ability to 
perform and the services we offer 
do not require a discount to sell it.” 

“Close watch of stock — con- 
trolling it with proper unit controls 
and displaying the merchandise 
properly that these controls desig- 
nate ‘best sellers’ is our best means 
of driving out the horrors of the 
discount threat.” 

Let’s direct our blows in the right 
direction for the duration of our 
fight. The past can not be regained 
‘setae hence, putting it out of mind 
makes our mind clear to think only 
about the future. 

The future is brilliant for those 
of us who dare to be frivolous 
enough to believe it will be — 
while the shadows of the discount 
menace still hover over us. 

Come out from the shadows... . 
come out fighting ..... victory is 
yours after you have brushed the 
haze before your eyes away. 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 


Marvin Green reports this bit of 
Cape God humor. A man pokes his 
head into the barber shop — sees 
five people waiting — says, “Will 
I lose my turn if I go down the 
street and come back” “Not at all,” 
was the answer, “you're last now 
and you'll be last when you come 
back.” We’re sure there’s a moral 
in this somewhere but we're not 
sure just where. 

* * * * * 

From Jack O’Connor, sales man- 
ager of Philip Morris, here’s an 
idea he used when a salesman in the 
field. He says, “I made an imaginary 
sign reading HAVE YOU FOR- 
GOTTEN ANYTHING? and when 

















I went in to a store I’d hang it on 
the inside doorknob where | could 
see it coming out. When | left the 
store I'd pick up my sign, at the 
same time stopping to answer the 
question, ‘Did I do my job right’ 
All of it? Did I forget anything?” 
% * 
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The Real Thing 


They used to say of David Belas- 
co that if he put an ash can on the 
stage, it was full of ashes. That’s 
no doubt an exaggeration, but it’s 
an index of a man who was to be- 
come the dean of the American 
theater. He was a crank for “real- 
ism” in his shows. 

That same realism helps a mer 
chant put on his business shows. 
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Harry Small of Springfield, Mo., 
sold a seedless raspberry jam by 
shaking an envelope beside pros- 
pect’s ear. “Hear that?” he would 
say, “them’s the seeds.” Then, 
pointing to his product, “no seeds 
in the jam.” 

Now I suspect the envelope was 
full of buckshot. But that small 
deceit was pardonable in view of 
the essential honesty of his sales 
story. 


Forget-Me-Not 


Getting back lost customers is a 
problem we all face. One interest- 
ing way to do it is furnished by the 
New Method Cleaners in Denver. 
An imitation forget-me-not is at- 
tached to their letter which reads, 
“if humans spoke the language of 
flowers we could just pin this little 
forget-me-not to our letterhead, 
without any letter at all. What it 
really means is that we’ve missed 
you — it is quite some time since 
we have had the pleasure of serv- 
ing you.” The letter goes on to tell 
about New Method dry cleaning and 
asks for an opportunity for another 
trial. 

Money isn’t everything, and don't 
let anybody tell you it is. There are 
other things, according to the Mary- 
ville Advocate, such as_ stocks, 
bonds, letters of credit, travelers’ 
checks and drafts. 

* * & & & 


Hall of Blame 


The late Joe Mead of Borden’s 
in Chicago had a swell way to dis- 
courage careless driving. When one 
of their trucks had an accident they 
had a cartoonist do a little drawing 
of the way the accident happened. 
This drawing was posted on the 
bulletin board in the locker room 
with the driver’s photo pasted right 
in the drawing. This art gallery was 


By Zenn Kaufman 


one that no man was anxious to 
crash. 

* + * * 
various trips “over the 
line” to Canada, I’ve always been 
a by a certain gracious 
friendliness that seems to character- 


On my 


ize the Canadian business man. 
Somehow he finds the time — and 
the will — to take those few extra 


seconds needed to ease the tension 
of his busy day. Hence, it was no 
great surprise to find a wonderful 
essay on courtesy in the current 
bulletin of the Monthly Letter of 
the Royal Bank of Canada. They 
say: 
Courtesy is the best single 
quality to lift one above the 
crowd. It can be summed up 
in a sentence: be considerate 
of others in little things. Its 
essence is thoughtfulness. It 
spreads, under this general 
principle, into every hour of 
the day and every social act; 


using a friendly voice, saying 
“thank you” to colleagues, 


messengers, elevator operators, 
people who hold doors open 
for us, people who serve us at 
counters, people who step 
aside to let us pass, and, 1 
deed, upon the slightest excuse 
given us to show appreciation 
of even a required act. 

Courtesy is refraining from 
doing things that irritate 
others. 


Courtesy will prevent our 
launching into a_ tiresome 
monologue when someone 
makes a casual remark about 
health, weather, or any other 
of the social small-talk topics. 

Courtesy will prompt us to 
arrive on time when we have 
arranged to meet someone or 
to pay a call. Courtesy will see 
that we do not pick out spe- 
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cial cronies at social gather- 
ings, excluding all others. 

Courtesy, no less than the 
law, will prevent the motorist 
from blocking the sidewalk at 
an intersection, sounding his 
horn to voice his exasperation 
in a traffic jam, splashing mud 
on pedestrians. 

Courtesy will impel pedes- 
trians to walk on the right of 
the sidewalk and the protect 
pedestrians against the 
danger of an umbrella, open 
or closed. 

Courtesy will prevent people 
from breaking into a queue, 
pushing ahead of other already 
vaiting to board street cars 
and elevators, blocking door- 
ways and sidewalks, scattering 
rubbish on the streets and in 
the parks. 

Courtesy will lead us to 
treat every person with such 
consideration that his memory 
of us will be pleasant. No mat- 
ter how exalted we may be in 
the hierarchy of industry or 
business, we may blend that 
greatness with gentleness, mag- 
nanimity, and absence of ar- 
rogance. 


otnel 


Courtesy is most effective when 
by custom and long habit it has be- 


come subconscious. 


: 
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Know Thyself 


When Paderewski, the world’s 
most famous pianist, died and they 
went through his pockets to examine 
his personal effects, they found a 
battered old wallet and in that wal- 
let was a clipping. Just one clipping 
that dealt with his piano playing, 
one newspaper clipping. 

Now here was a man at the very 
top of his profession and yet this 
clipping was a story that panned 
him unmercifully. Here was a man 
who had dominated his profes- 
sion all over the world, the greatest 
of the great, and he had seen story 
after story saying that he was 
wonderful, but the one that he 
chose to carry with him, to look at 
once in a while, as you will take 
a yellow old clipping out of a 


pocketbook from time to time be- 
cause it means something to you 
— was this one that said that he 
didn’t do a very good job. 











a - 

The reason that Paderewski car- 
ried this was that he knew, as you 
and I do, too, that we don’t learn 
from our successes as we can learn 
from the things that we don’t do 
right. 

* * & & 

Don’t expect miracles from this 
page. The ideas won't work unless 
you do. 


Start Spring Spade Work Now 


As you read this and consider the thermometer readings, spring 
may seem far away. But only a few days will take you well into March. 
Then, plans for spring sales promotions need to be ready. 

While you are merchandising along at the usual midwinter pace, 
you can find time to be working on the program for your big drive in 
the spring season when retail demand opens up vigorously. There is 
the mailing list to revise, the plans for advertising of spring lines, how 
it is to be done and what is to be featured—also the display of the 


goods. 


Early preparation of the spring program will add to the power of 


your sales drive. 


—Hardware Trade 
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A “LOST-SALE” Quiz 
Tactless Thomas 


“THE RUDE RAVEN’’ 


takes unnecessary liberties while with 
the prospect. 


... He loses sales because... 


a)...his lack of courtesy irritates the 
prospect. 





b) ... he is too ‘‘chummy’”’ with the pros- 
pects. 


c)...he is careless in using his presen- 
// tation material. 


As you imagined (a) his lack of courtesy and 
flippant remarks made such a poor impression 
that many prospects wouldn't even listen to 
Tom's presentation. His ‘‘chummy"’ attitude and 
carelessness with his presentation were only 
indications of his lack of common courtesy. 


As you know, courtesy always pays sales divi- 
dends. It pays to be tactful and sincere in any- 
thing you have to say. And remember if you do 
bring along something to demonstrate, always 
leave the prospect's office as neat as you found 
it. By always being well mannered the prospect 
will be sold on you as well as your product. 
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are you on a 


SUCKER LIST? 





Avoid Falling Prey to ‘'Professional" Solicitors 
Who Victimize Businessmen in the Charity Racket 


+ THE QUESTION is somewhat 
academic. The very fact that you're 
in business establishes you as the 
principal legitimate target for fund 
raising efforts for innumerable 
“worthy” causes. Demands are usu- 
ally out of all proportion to relative 
ability to pay. If he supported all 
requests for contributions, an office 
appliance dealer could _ readily 
“donate himself” out of business 
in the course of a year. 

There are three principal reasons 
for this special vulnerability. First, 
every business man has tangible 
and impressive physical assets which 
are visible evidence of wealth. Sec- 
ond, he is assumed to be under 
special obligation to the community 
which supports his business by buy- 
ing his merchandise and services 
Third, he is more readily accessible 
than, for example, the doctor or 
dentist who may earn several times 
his net income. 


Contributions Generous 


The amount of money annually 
contributed by business men alone 
for various national, state, and local 
“causes” cannot be accurately esti- 
mated. But it is no secret that the 
average small business man con- 
tributes with exceptional (and some- 
times extravagant) generosity. The 
office supply retailer, presumably, is 
no exception. 

Many dealers make additional 
“hidden” contributions which are 
listed in their books as advertising 
This is done because there is an 
advertising “gimmick” attached to 
the donation. In such cases the gim 
mick rarely gives practical promo- 
tional benefit. 

In addition to money, an office 
appliance dealer may contribute 
generously of his time as well. Every 
dealer is forced to answer and de- 
cide on several appeals for contri 
butions every week. The amount of 
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time required to say “no” to a per- 
sistent solicitor can be a source of 
profound irritation. 

Your policy on_ contributions 
therefore can have a vital and direct 
bearing on your success as an office 
appliance retailer. Just how much 
you want to contribute and to 
whom, is an entirely personal con- 
cern. A number of causes will be 
entirely deserving of your support. 
\ few—very few—other appeals 
may offer legitimate promotional 
benefit. How, then, can you deter- 
mine which appeals to support and 
which ones to reject? 


Follow Suggestions 


The problem can be satisfactorily 
solved by application of a few fun- 
damental rules and _ procedures. 
Turn down all telephone 
solicitations. 

Observation of this simple rule 
will effectively keep you out of reach 
of one of the most unscrupulous of 
all fund raisers—the so-called “boil- 
er room operator”. This operator 
works with a team of professional 
telephone solicitors, who make their 
calls from a room or suite of rooms 
in a cheap hotel, or from a rented 


house. 


Work From List 


Each solicitor works from a list 
of names, usually in the form of a 
card file. On each card is noted the 
name, address, and phone num- 
ber of the prospective contributor 
as well as the pertinent personal 
and business information. This en- 
ables the solicitor to assume some 
personal familiarity or sometimes 
pose as a casual acquaintance whom 
you cannot, of course, quite remem- 
ber. He is persistent in a friendly 
and wheedling way, and does not 
hesitate to use the hoariest emotion- 
al and patriotic appeals to win your 
sympathy, and cash. A good boiler 





room solicitor will make 75 to 100 
calls a day. 

Another important member of the 
team is the “runner’’. If you should 
weaken to the extent of muttering 
a qualified “yes”, the solicitor sends 
the runner to your place of busi- 
ness to pick up your contribution 
before you change your mind. Of- 
ten, the runner will arrive within 
15 minutes after you have hung up 
the phone. 

The boiler room operator always 
makes his appeal in the name of a 
worthy local charity or public serv- 
ice organization. 

In some cases the tie-in is purely 
fictitious, as a call to the organiza- 
tion would reveal. In many others, 
the solicitor is genuinely working 
as the fund raising agent for the or- 
ganization. Even in such cases, 
however, the professional gets the 
lion’s share of the “take”’. 


Just Say No! 


The easiest way to avoid being 
drawn into such schemes as a con- 
tributor is the simple and direct 
one of refusing to give contributions 
solicited by telephone. If the solici- 
tor is persistent—as he will be if a 
professional—simply interrupt his 
performance, state your explanation, 
and hang up. 

One form of refusal can be this 
simple statement of policy: “Pardon 
me, but it’s contrary to the policy 
of this firm to make any contribu- 
tion or take any advertising over 
the telephone. Thank you very 
much. Goodby”. Then, hang up! 
Check with the appropriate local 
business organization before 
contributing to any unfamiliar 
solicitation scheme. 

There are three such organiza- 
tions in most cities which will gladly 
advise you in this respect. One is 
the Chamber of Commerce through 
its Retail Trade Bureau, another 
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the Better Business Bureau, and a 
third your trade association. 

Che Retail Trade Bureau, for ex- 
ample, issues an endorsement to any 
organization attempting to raise 
funds, which can meet their quali- 
fications. Endorsement is_ issued 
only after a thorough investigation 
and approval by a secret committee 
of business men. The unscrupulous 
promoter will not even make appli- 
cation for such approval. By in- 
sisting on endorsement, therefore, 
you automatically eliminate him. 


Chamber on Guard 


[he national charity campaigns 
likewise come under the scrutiny of 
the organization. Where the objec- 
tives are not questioned, the quota 
for your community which has been 
set may be open to question. If this 
is excessive in the opinion of your 
local Chamber, you will be justified 
in scaling down your own contri- 
bution 

It should be emphasized that the 
above organizations do not have 
policing powers and depend wholly 
for their effectiveness on the volun- 
tary co-operation of the individual 
business men. Their investigations 
are fair and competent and on a 
scale which you as an individual 
cannot afford to undertake. It will 


pay you to take full advantage of 
their services. 
Beware of schemes which “polish 


your ego bump”. 

Outstanding examples of such 
schemes are many statewide “Who’s 
Who in the Business World” publi- 
cations. These attractively bound 
volumes give the usual “Who’s 
Who” information on many leading 
business men, together with others 
who are not prominent. If you are 
exceptionally prominent you can 
probably place a short biography 
and perhaps your picture, without 


payment. Otherwise, you pay for 
the publicity. In addition, the book 
will sell for a handsome price (one 
such volume sold for $15.50), 
netting a satisfactorily profit for its 


publishers 


Stay Off List! 


[Inclusion in such volumes is flat- 
tering to any man’s ego. It also 
places your name and personal his- 
tory within convenient reach of the 
professional solicitor, who promptly 
the information onto a file 
card in his “sucker list”. Any simi- 
lar medium, including also bio- 
graphical sketches of members pub- 
lished by private clubs, will have the 
same result. 

Ke ur contributions separate 


Copies 
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from advertising expenditures. 

Many a donation has been ex- 
acted from business men because it 
combines support of a presumably 
worthy cause with advertisement in 
a medium of questionable value. 

The advertising benefit of such 
things as the firm’s name in a list of 
contributors to a high school annual, 
an ad in a monthly or annual pub- 
lication of fraternal, religious, or 
school organization, or ads in pro- 
grams, or cook books is almost al- 
ways exactly zero. 

Entering such contributions. as 
advertising accomplishes two things, 
both negative. First, it conceals the 
amount of your actual donations, 
making them appear smaller than 
they actually are. Second, it dilutes 
the effectiveness of your advertising 
budget. If you spend half of your 
budget in concealed contributions, 
your advertising program is only 
50% effective. 

Your annual contributions should 


city. This man made it a practice 
never to contribute until at least 
$200 had been collected. In this 
way he kept his name off the head 
of all contribution lists, and re- 
duced the number of requests for 
donations. 

Don't take your obligation to the 
rest of your community too 
seriously. 

An exaggerated feeling of obli- 
gation may be just another symp- 
tom of an oversize ego bump. A 
business transaction creates no ob- 
ligation on the part of either buyer 
or seller. When a customer buys a 
filing cabinet from you, he does so 
because he wants the cabinet more 
than he wants the money. He may 
be “supporting” your business, but 
you are supplying him with the mer- 
chandise and services he needs. 

There is also the question whether 
it would be bad publicity not to 
contribute. Actually, it can be worse 
publicity to contribute in some 





help you protect yourself. 


ditures. 


influence your decision. 


Ss oe: Se 


become exaggerated. 





PROTECT YOURSELF 


As a business man it is assumed you are under a certain amount of special 
obligation to the community which supports your business. This does not 
mean you must offer yourself as a ‘‘sucker'’. The following suggestions can 


Turn down all telephone solicitations. 

Check with your local business organization before 
contributing to unfamiliar groups. 

Avoid ‘“‘Ego Polishing’’ schemes. 

Keep contributions separate from advertising expen- 


Don’t let prominent local names on list of contributors 


Don’t let your obligation to community solicitations 








preferably be budgeted in advance. 
If that isn’t possible, they should 
at least be listed separately in your 
bookkeeping 

A request for funds should be 
considered solely on its merits as 
a contribution, or as an advertising 
promotion, never as a combination 
of the two. 
Don’t let names of local leading 
citizens on a list of contributors 
influence your own decision. 

Professional solicitors invariably 
try to line up as many prominent 
citizens first, as possible. They know 
that use of their names often has 
a magical effect in inducing con- 
tributions from others. If you are 
prominent locally yourself, you may 
want to emulate the method of one 
man, a leading citizen in a small 


cases, than not to do so. Ten organ- 
izations with equal status, for ex- 
ample, may ask for contributions. 
You can’t afford to help all of them, 
so you pick one or two. The re- 
sult is that you make enemies of 
the eight or nine whom you did 
not support. Had you refused all 
of them, there would have been no 
justifiable hard feelings toward you 
from any of them. 

Finally, you may still find that 
you have a constitutional inability 
to say “no” at the critical moment. 
In this case, your best solution is 
to turn the entire problem over to 
your wife. As professional solici- 
tors well know, the female of the 
species is less easily moved by sen- 
timent in money matters than is 
her more open-handed mate.—ERL 
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by VICTOR N. VETROMILE 


@ ALTHOUGH MANY stationers 
never think of it in this light, the 
fact is that advertising, as an influ- 
ence on the reputation of their 
stores, means much more than mere 
newspaper copy and window dis- 
plays. 

Advertising is more than printing 
—in fact, it includes all the impres- 
sions, good or bad, which the com- 
munity receives from every activity 
of the store so profoundly affecting 
the firm’s reputation. 

Advertising impressions can be 
changed through personal attitudes, 
subtle words and tacit acts. The 
customer who is always well served 
advertises the stationery and appli- 
ance dealer beneficially. Vice versa, 
the salesman who is impolite or in- 
competent advertises the dealer 
harmfully, because buyers compare 
service as much as they do mer- 
chandise. 

When buyers utter good words 
concerning their stationery supplier, 
valuable word-of-mouth advertising 
adds dollars to a firm’s cash drawer. 
But, when they voice dissatisfaction 
about a store’s facilities, service or 
merchandise, there is no way of 
measuring with certainty the many 
dollars lost to better-managed stores 


Revenue Producer 


By its selling power, good ad- 
vertising produces the sales revenue 
that the stationer needs today o1 
tomorrow. Likewise, prestige-build 
ing and dynamic advertising pub- 
lished today will produce business 
for some tomorrow when the firm 
may not be running an ad. 

One of the strongest prestige 
builders is an exclusive franchise 
possessed by a local dealership of 
long tenure. It identifies the business 
with a trade-accepted product or 
machine of national renown. In this 
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way, it contributes much to both 
the prestige and sale value of any 
long-established stationery and office 
machine outlet of good reputation. 
For this reason, the conditions of 
such a dealership should be zeal- 
ously observed. 

The identifying symbols of such 
dealership advertise their authen- 
ticity to the buying public and like- 
wise inspire confidence. Customers 
know that the merchandise is sold 
with dual guarantee of the manu- 
facturer and dealer. The guarantee 
of the factory, reinforced with the 
guarantee of the dealer who has 
been selected by the manufacturer 
to represent the machine in_ his 
locality, is always a strong adver- 
tising point. 


Names Sell 


You and I are aware of stationery 
outlets in which certain products 
have been sold practically since they 
first appeared on the market. Such 
products might be called name- 
guaranteed goods all experienced 
buyers know them and want them. 

It is, of course, necessary for a 
dealer to be open-minded and ready 
to infiltrate any apparently desirable 
new item into his regular stocks. 
In fact, it is quite important that he 
keep up-to-date in meeting any new 
demands fostered by the national 
advertising for such goods. 

The fact remains, however, that 
only about 50% of the innovations 
have remained on the market 
through the years while there is 
seemingly never-ending prestige and 
demand for the goods established 
permanently in the stationery and 
office equipment industry. 

Commenting on this, a veteran 
in the trade said recently: 

“Some stationers try this, that, 
and the other article or line of 





are on You 


ls Your Business Behavior 
Good Advertising? 


goods, flitting from one manufac- 
turer’s product to those of another 
who happens to be advertising 
heavily at a certain time. They fea- 
ture any one line or product long 
enough for the customers to identify 
it with their business and thereby 
feel assured of always finding the 
merchandise in their stores. 

“All the ‘big’ names and trade- 
marks in the stationery and office 
machine field have been developed 
by sound manufacturing methods, 
intelligent advertising and efficient 
distribution. Assuming fair treat- 
ment of the retail distributors, as is 
generally known to be the fact, they 
are the lines that retailers should 
feature. 

“The office machine dealer takes 
pride in the fact that he has been 
selling certain sundries and ma- 
chines for so many years that the 
names and trade symbols are iden- 
tified with his store. When addi- 
tions to the stock are contemplated 
they should be selected with special 
care from the viewpoint of becom- 
ing factors. 

“This is sound reasoning. A deal- 
er begins to realize profit on the 
reputation of well-known | trade 
names only when he has handled 
or displayed those machines or spe- 
cialties long enough to lay some 
claim to being the manufacturer's 
local agency, officially certified or 
presumptive.” 

Employees Help 

Constructive work in public rela- 
tions can be done by the personnel 
even when outside the salesroom. 
If employees are well trained and 
well treated, they can be remarkably 
efficient in profit-producing sales 
tactics. 

Even so small a medium of pub- 
licity as a business card can become 
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productive advertising. | am certain 


that it would be a good investment 
for any stationer to supply each of 
his employees with neatly printed 
business cards. Such recognition 


would prove a powerful stimulus to 
pride in the store. 

The cards should, for the best 
effect, have the salesman’s full 
name. If they carry the store’s tele- 
phone number, the quick accessi- 
bility of that number might often 
result in the salesman’s getting the 
first opportunity for an order. 

The strategic distribution of bus- 
iness cards by salesmen while pur- 
suing diverse outside-the-salesroom 
social contacts is a cultivator of 
patronage. 

Yes, employees who are really 
“sold” on the store, and who really 
like their employer, can do a busi- 
ness a lot of good even outside store 


hours! 
It's Advertising 


[That’s advertising, too, even 
though it is not the product of a 
newspaper or job press. 

Isn’t display a form of advertis- 
ing, too, come to think of it? Of 
course it is—advertising at the point 
of purchase. Display is designed to 
remind buyers of some reasonable 
requirement, or inviting their atten- 
tion to something new—right on 
the spot where they can buy it. 

Speaking of the advertising value 
of displays, an old-timer in the sta- 
tionery field said this: 

I believe that we should always 
have enough stock so that customers 
will know at once that we have 


plenty of everything that is currently 
in demand. For this reason, I be- 
lieve in good, large displays that will 
remind customers to buy now. 


| believe in displaying the mer- 
chandise in my store so that the 
place really looks like a salesroom 

as inviting as automobile show- 
rooms. I like to make my store a 
place where persons want to visit 
the various departments and look 
over the merchandise. 


Display Everything 


My rule is to place something 
of everything that I carry in the 
front half of my store so as to make 
an imposing show—special em- 
phasis placed on items that are new 
and perhaps not being shown by 
other stationery outlets. 

This policy not only lets my 
customers see that I have all these 
goods in stock, but such a display 
system also serves to keep my sales 
personnel alive to the fact that all 
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this merchandise has been put there 
for them to sell.” 

There are many attractive fea- 
tures about the stationery and ap- 
pliances business. One important 
advantage is that, because of the 
diversity in the stock, stationery is 
the one line that never needs any 
so-called sidelines to pay the rent. 

It is, however, practicable to use 
on infrequent occasions a modifica- 
tion of the store-wide special sale 
idea, should turn-over rate of stock 
be retarded. 

Such stock-bound merchandise 
can be used as the theme for a 
special sale, but it would not be 
ethical to represent the  trade- 
stimulation promotion as a store- 
wide sale. 

So long as all goods offered are 
exactly as advertised, there is no 
requirement of honesty that neces- 
sitates informing the public of the 
exact stock-composition of the sale 
—that is, what percentage has been 
reduced in price. 

There certainly, however, should 
be a reasonable dollar volume and 
variety of the stock-bound goods 
being offered at reduced prices so 
as to register a definite merchandis- 
ing impression on the public. 


Sales Okeh 


Such merchandise, if not dam- 
aged or shop-worn, will by such 
procedure eagerly purchased by 
economy-minded buyers. Good will 
is thus strengthened. 

Such an event might well be ad- 
vertised as stock-adjusting sale for 
that is really what it is. I would 
advise against using the hackneyed 
term “Clearance Sale” because it 
is too suggestive of a riddance of 
odds and ends long accumulating 
in stockroom or salesroom. 

Personally, the words “Clearance 
Sale” seem always to make me 
hyperconscious of defect or obso- 
lescence. I would counsel, therefore, 
that when any items to be disposed 


remember... 


A Community Judges 
Reputation by — 


@ Public Relations 
e Employee Relations 
e Competitor Relations 


of are outmoded or damaged, the 
stationer should so describe such 
items. Sell the goods for what they 
are. To do otherwise, invites dam- 
ages to the store’s reputation. 
Careful thought must be given to 
the economics of the advertising 
of comparatively small disposal 
sales of this kind. About $25 should 
be sufficient to pay for one insertion 
of a newspaper advertisement de- 
signed to dispose of about $500 
worth of odds and ends. This es- 
tablishes a 5% ratio of advertising 
cost to gross sales value and, al- 
though this would be too large a 
percentage for any retail store’s 
over-all annual advertising appro- 
priation, it is not excessive for this 
particular purpose. Especially is this 
true in view of the expectation that 
the stimulation of extra store traffic 
will result in profitable sales of 
many other items not advertised. 


Play Up Values 


If, however, the stationer is a 
regular contract advertiser in his 
local newspaper, he can achieve ad- 
vertising economy by making the 
special-price items the lead-all fea- 
ture of his advertising, playing up 
the values to stimulate store traffic 
on the day of the sale. 

With the exception of such spot 
announcements, in which a reduced 
price is the stimulus to immediate 
returns, every experienced retail ad- 
vertiser knows that the most prof- 
itable results of sustained local ad- 
vertising derives from what is known 
as the accumulative effort. 

In order to obtain such effect, the 
dealer’s advertising should be indi- 
vidualized in some manner. One of 
the best—and the most neglected 
—individualizing comes from an il- 
lustration of the store, or a picture 
of the proprietor, or both. 

There is no logical reason why 
any progressive merchant — espe- 
cially the man who is striving to 
build personality for his individ- 
ually-owned business — should hes- 
itate to use such illustrations in 
newspaper advertising, or in hand- 
bills. There was a cycle in the evolu- 
tion of retail advertising during 
which this practice was quite prev- 
alent. It certainly possesses merit 
as a device for trademarking the 
store’s advertising, thereby strength- 
ening the accumulative effect. 

A strong nameplate of the reverse 
type—white against a black field— 
also serves as an identifying symbol 
of the business. Identification pro- 
vides continuity of the stationery 
and office appliance advertising. 
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@ HOW DOES AMERICAN 
management feel—off the record— 
about the American secretary? Is 
she really the indispensable right 
arm of the nation’s commerce and 
industry? What qualities above all 
others does the composite Mr. Ex- 
ecutive seek in the better-than-aver- 
age Girl Friday? Precisely what’s 
needed to become an ideal secre- 
tary, the Girl with the Halo? 

To find authoritative answers to 
these and other questions important 
to the secretarial profession. Under- 
wood Corporation recently obtained 
a cross section of confidential opin- 
ion from executives themselves 
throughout the country. 

Assured of anonymity, the boss 
was asked, “What secretarial quali 
ties would you wish for if Alladin’s 
Magic Lamp were suddenly yours?” 

And, to alert all secretaries and 
would-be secretaries about the pit- 
falls to be avoided on the path to 


success in the business world, the 
survey also posed the guarded 
query: “What, if any, is your pet 
peeve about secretaries?” 

Generally, the image is a flatter- 
ing one. Except for a few candid 
and stinging rebukes (“Too many 
incompetents claim to be secre- 
taries!”) most employers were at 
a loss to mention a pet peeve (“No 
peeves. My secretary is a jewel.’’) 

To the $64,000 question—What 
one characteristic do you personally 
consider most important for a per- 
fect secretary?—executives volun- 
teered a variety of answers ranging 
from typing accuracy to company 
zealousness. One employer cited cul- 
ture as the prime criterion for the 
paragon of secretaries. Another, 
somewhat less demanding, would 
settle simply for brains. 

But the most highly prized and 
sought after characteristic in the 
scale of secretarial values was initia- 
tive. Forty six percent of all the ex- 
ecutives responding placed initiative 
at the top of their “must” list. As 
the head of a manufacturing firm 
phrased it: “The ability to think 


Rental-purchase plan offers incentive 
to customer interested in typewriters 


@ A HIGHLY EFFECTIVE means 
of stimulating typewriter sales in 
both portable and upright brackets 
is the “rental-ownership plan” which 
was recently introduced by Harbin, 
Kelly & Dean, Inc., office machines 
dealers of Montgomery, Ala. 

Under terms of the plan, the 
rental customer may readily rent or 
buy any typewriter, or use a com- 
bination of both, according to 
Frank Dean of the management 
Thus giving the customer three op- 
tions, the plan is based on the ap 
plication of the entire rental amount 
at any time to the purchase of the 
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typewriter, or return of the pur- 
chased machine with previous rental 
simply “written off’ as rental ex- 
pense. 


One Difference 


“The major difference is in the 
amount which the customer pays a 
month,” Frank Dean said. “If the 
customer rents a typewriter, he pays 
$5.50 per month. If, on the other 
hand, he is thinking of purchasing 
the machine, and wishes to enter 
the rental-ownership category, he 
pays $6.30 per month. 

“The customer is, of course, re- 


and the initiative to act.” 

In most instances, initiative was 
coupled with “loyalty to the com- 
pany.” Employers would like to take 
for granted such office fundamentals 
as telephone etiquette, neatness, 
punctuality and thorough working 
knowledge of the English language. 
If held to a single magic wish they 
would ask the Genie in Charge of 
Personnel to provide a secretary 
with generous measures of initiative 
and loyalty. Of such sterling stuff 
is the Girl with the Halo made. 

Listed as the second most desir- 
able characteristic was typing speed 
and accuracy—the ability to turn 
out crisp, clean correspondence and 
flawlessly written reports. Manage- 
ment knows, the survey confirms, 
that a neat well balanced letter 
doubles in top brass as a good will 
ambassador in the court of cus- 
tomer relations. The lot of the 
American boss would be a much 
happier one if his secretary were 
equally aware of this basic busi- 
ness truth. 

While still aloft on cloud No. 7, 
the boss would also have it known 
that his office angel is the secretary 
who can quickly find and file in- 
formation. To paraphrase the Con- 
federacy’s General Nathan B. For- 
rest, he’s delighted with the dream 
girl who can “get here fastest with 
the mostest of the rightest.” 


quired to notify us at the time the 
transaction is set up that he is con- 
sidering purchase of the machine, 
which automatically moves him into 
the $6.30 per month classification. 
The $5.50 per month rental charge 
is not applicable to purchase of the 
machine, and thus, we make it 
plain to the customer that he must 
make up his mind before the type- 
writer is delivered.” 

At any time in the future, the 
rental-ownership customer may elect 
to buy the machine, whereupon the 
total amount of rental paid in to 
date is applicd to the purchase 


OA—3 /56 


price, the customer merely paying 
off the balance or setting up a time- 
payment plan if he wishes. 

In contrast to other plans, where 
only the first three months of rental 
payments can be applied against the 
purchase price, this system gives 
the customer plenty of time to con- 
vince himself that he wishes to own 
the machine, Mr. Dean pointed out. 


Exchange Possible 


If the customer decides he does 
not want the machine, he can make 
an exchange, or simply turn it back, 
the $6.30 per month applying 
simply as a rental charge. In this 
way, the additional 80c per month 
invested amounts to a considerable 
incentive to make the purchase, Mr. 
Dean pointed out. 

The new system has 
particularly attractive to 


proven 
business- 


men who do part of their work at 
home, 


professional men and stu- 





dents, it has been found. Since the 
rental-ownership system provides 
for accruing ownership of the ma- 
chine as it is being used, but im- 
mediate return at any time without 
further obligation, it is highly attrac- 
tive to students who are dubious as 
to whether they can finish a course, 
to the lawyer, doctor or real estate 
agent who is anxious to experiment 
with working at home, but hesitates 
to make an over-large investment 
in the equipment. 

Since its introduction with a min- 
imum amount of advertising, the 
program has grown by the prover- 
bial leaps and bounds, the Alabama 
office machines retailer said, and it 
has been equally effective in selling 
rebuilt typewriters and brand-new 
machines. Probably the area in 
which response has been greatest 
is in connection with portable type- 
writers, both new and used, per- 
mitting customers who are not al- 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 





INSTALLMENTS TAX EXEMPT 


@ CONTRACTS BY a manufacturer 
of vacuum cleaners with its distrib- 
utors provided for the sale by the 
manufacturer of furniture and office 
fixtures to the distributors with pay- 
ments of 5% of the sales price 
monthly for 20 months, chargeable 
to the account of the distributor with 
the manufacturer. 

These monthly installment payments 
were held by the Collector of Internal 
Revenue to be taxable income and 
the manufacturer sued for a refund 
of the tax which it had paid. In this 
agreement it was also provided that 
should a distributor discontinue his 
contractual relations with the manu- 
facturer he should not be entitled to 
the furniture but instead receive a 
credit of 25% of the amount that 
had been paid under this agreement. 

In a decision holding this purchase 
clause not to be made in good faith 
the lower court decided against the 
manufacturer, denying it a recovery 
of the tax. In its reversal of this de- 
cision the Federal appelate court 
said 

The provisions for their sale pre- 
served a lien if not a reservation of 
title as security for the unpaid pur- 
chase price and we see no bar to 
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the undertaking nor infirmity due to 
the repurchase agreement, having in 
mind that such repurchase is of used 
furniture and fixtures at a standard 
percentage of the original sale price. 
There was not wanting other indicia 
of sale. Insurance and personal prop- 
erty taxes were included in the ob- 
ligations of the distributor. 

“While the repurchase price was 
without regard to the existing value 
the method of fixing it had the merit 
of simplicity and uniformity in wind- 
ing up a distributorship and there 
was provision that upon resale a re- 
appraisal was to be made. We see 
no ground for striking down the pro- 
visions of the contracts because of 
bad faith in their execution." 
Air-Way Electric Appliance Corp. v. 
Guitteau, 123 Fed. 2d 20 





INJURY FROM ABSENCE 
OF FLOOR MATTING 


@ On a winter morning a woman 
entered a New Jersey banking room. 
Considerable snow had fallen during 
the night and this soft melting snow 
had been tracked onto the floor of 
the room. As she crossed the room 
she slipped and fell. 

In the trial of the lawsuit by the 
injured woman against the bank it 


together convinced that a portable 
typewriter will stand the hard usage 
to which they intend to put it and 
thus, make use of the plan as a 
“test period”. 


Loss Slight 


Even if the customer returns the 
machine after three or four months 
use, the plan has cost him only 
$.80 per month over standard ren- 
tal charges. Thus, the customer has 
actually made only a slight addition- 
al investment for the privilege of 
buying the rental machine. 

For this reason, rental machines 
on display along the counter at the 
left side of Harbin, Kelly & Dean’s 
showroom all bear price cards as 
well, on the theory that if a cus- 
tomer can quickly identify both the 
sales and rental prices, he will simp- 
ly switch from straight rental to the 
rental-ownership theme.—RAL 


appeared that no covering or matting 
had been placed on this tile floor, 
which had become very slippery from 
the melting snow. 

In its defense the bank maintained 
that this woman upon entering the 
room assumed the risk created by 
this wet and slippery floor. From a 
judgment against it an appeal was 
taken by the bank. In an affirmance 
of the judgment a New Jersey ap- 
pelate court said, 

“The testimony here shows that 
the floor was wet, that when it was 
wet it was very slippery and that this 
condition had existed for an hour 
and a half before this woman fell. 

“As to the assumption of risk it 
is sufficient to say that there is no 
evidence that the injured woman was 
aware that the floor was wet. If the 
jury could have found, as apparently 
they did, that she was unaware of the 
risk, that is enough. If one is to be 
charged with the assumption of risk 
it must appear that such person real- 
izes the imminence of the hazard or 
that reasonably he should have real- 
ized it and that nonetheless he risks 
it.”* 


Picariello v. Linares & Rescigno Bank, 
21 Atl. 2d 343, New Jersey 
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Elaborate 
Display 
Ups Pen Sales 


for Colorado Firm 


Extra Business Is Reward 
for Many Hours of Work 


@ WRAPPING UP in a single dis- 
play all answers to any questions 
which the fountain pen prospect is 
likely to ask, is the purpose of an 
elaborate display unit used by Out- 
west Printing & Stationery Com- 
pany, Colorado Springs, Colo. 

Built of heavy artboard, the dis- 
play has been continuously in use 
in a side window at this Colorado 
store for more than six months and 
because of the thoroughness with 
which it does its selling job, the 
store set new records on fountain 
pen sales during 1955. 


Takes Full Window 


Built by Mrs. Mary Dussex, Out- 
west Printing & Stationery Com- 
pany’s display director, the fixture is 
6 x 5 feet and takes up almost all 
of the space available in a window 
immediately to the right of the 
store’s main entrance. 

Mrs. Dussex, who built the fix- 
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ture herself, concentrated on one 
popularly-priced fountain pen line 
which has been a leader for the 
store for many years, and designed 
it specifically to give the sidewalk 
passerby complete information at a 
glance. 

Central Feature 

The central feature of the fixture 
is a sunburst disc at the top center, 
flanked by two huge blow-ups of 
typical fountain pen points. Ranged 
around the disc are 16 blow-ups of 
typical pen points, each identified 
with printed letters immediately 
below, with its specific purpose such 
as general writing, bookkeeping, 
student use, medium manifold, fine 
writing, board writing and shaded 
writing. 

Across the center of the display 
unit, a sign points out “Choice of 
more than 28 point styles”. Shown 
across a strip below are 26 models 
of the pen line which are available 
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SUNBURST DISC at top center of Outwest Prtg. & 
Staty. Co. display is flanked by two huge blow-ups of 
typical fountain pen points. 


in the Outwest store and which can 
be quickly repaired, parts replaced, 
without a factory return. 

Above each sample of the pens, 
which incidentally, give a good idea 
of the color range possible, are 
three or more words written out in 
various colors of ink. 

Below, across the bottom of the 
card are four “Stop Signs” done 
in the familiar bright yellow of traf- 
fic safety signs, which serve to at- 
tract immediate attention to the dis- 


play. 
Sales Double 


While many hours went into the 
preparation of this unique display, 
it has had the effect of more than 
doubling sales in the fountain pen 
line involved, according to Mrs. 
Dussex. It serves to tell tourists 
the fact that Outwest Printing & 
Stationery Company is seeking their 
fountain pen business.—RAL 
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Use “PICTURE FRAMES” 
to Display Office Equipment 


@ A HIGHLY UNUSUAL ap- 
proach to office supply merchandis- 
ing is reflected in the new store of 
Truman Ralston Office Supply 
Company, in Globe, Ariz. 

The Ralston store moved from 
another location in this historic 
Arizona copper mining town, six 
months ago. In making the move, 
owner Truman Ralston capitalized 
upon the fact that the main street 
store building which he occupied 
was originally designed as a gift and 
advanced furniture store. He vis- 
ualized that many of the fixtures 
which had been built into the store 
could be modified for display of of- 
fice furniture, small office machines, 
and general office supplies. 

Certainly one of the most unusual 
store fronts in the southwestern 
industry was included in the move. 
Alongside a 15-foot broad all-glass 
front, the entrance to the store is 
finished in rustic, diagonal tongue 
and groove knotty pine planks, with 
a heavy ornamental iron latch and 
doorknob. The door is divided into 
two sections horizontally, half way 
up its length, to swing open “Dutch 
door” fashion during mild weather 


Lamb Bros. Adopt 
New Window Policy 


One window of Lamb Bros., Philadelphia 
stationers, is now given over to a per- 
manent display of office furniture such as 
the all Peerless Steel Equipment window here 
pictured. It represents an office equipped 
with executive desk, secretarial desk, filing 
units, matching chairs, telephones, costum- 
ers and other desk accessories. The floor is 
of Reyburn Mfg. Co, Plastex. The other 
Lamb Bros. window is featuring standard 
lines of offices needs and will be changed 
to give emphasis to seasons and items new 
on the market. The entire wall space is of 
perforated hardboard. In the photo are 
shown Maurice Lamb, president of Lamb 
Bros. and two attractive secretaries from 
neighboring firms. After Christmas the holi- 
day motif was removed and the window 
continued. 
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DISPLAYS 

. . at Truman 
Ralston firm 
are enhanced 
by this picture 
frame 
approach. 


and thus give passersby a clear view 
of the interior and its displays. 

Equally outstanding has been the 
use of “picture frames” along the 
walls of the store to present small 
items, where they are certain to 
command heavy interest. 

A typical frame is 7 feet high by 
5 feet wide. The frame was built 
of striated plywood, sprayed a 
light olive green finish, and trim- 
med with gold around the interior 
and exterior edges. Slanting out 








from the edges, the picture frame 
actually resembles a shallow wooden 
box, neatly framed in, and contain- 
ing six levels of adjustable glass 
shelving. 

With concealed lighting above the 
picture frame these are ideal to 
focus attention on such small of- 
fice machines as pencil sharpeners, 
staplers, rubber stamp equipment, 
daters, punches and small personal 
card files, according to Mr. Rals- 
ton.—RAL 
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... how to Sell 


Files and Systems 


(by WILLIAM F. DURCHSLAG, 
Stevens, Maloney & Company, 
Chicago, as told to Clarence O. 
Schlaver, managing editor of Office 
Appliances. 


@ THE FIRST ESSENTIAL in 
selling filing systems is education, 
knowledge and application of our 
product. We must know what we 
are talking about and also under- 
stand our customer’s problems. It 
is very simple to sell filing systems 
today, because the manufacturer 
puts a complete unit in a package, 
with simple instructions and with 
a picture of an installation. With a 
package of this kind you do not 
have to know too much about filing; 
the package itself tells the story. 
All we need is a little confidence 
in ourselves knowledge of the prop- 
er application of a filing system. 
Show the customer just how simple 
the system is. Tell him about the 
primary guides, the secondary or 
miscellaneous folders, and then the 
individual name folders. At all times 
stress the flexibility of the unit; how 
it can be expanded from 25 to 50, 
to 100 division installation. 
Starting out with the primary 


guide, show how it reads like a 
book, from left to right, and grows 
as needed. Point out how behind 
the primary guides are your sec- 
ondary or miscellaneous folders, and 
then your individual name folders 
line up. 

For example, let us use letter A. 
We know under Adams Express, 
we will have quite a little corre- 
spondence in the coming year; we, 
therefore, set up an individual name 
folder headed “Adams Express”. 
Our next group of correspondence 
will be for Ajaz Metal Company; 
under this heading we expect very 
little correspondence; we, there- 
fore, file this under “A” in the mis- 
cellaneous folder. 


Correspondence Grows 


Now as time goes on, we find 
that Ajaz Metal Company has ac- 
cumulated quite a little correspond- 
ence; we, therefore, separate all of 
this correspondence and give it an 
individual name folder. And as our 
file starts to expand, we find that 
our correspondence is getting ex- 
ceptionally heavy to fit in a regular 
manila folder. We, therefore, at this 
point can install in its place a leath- 
eroid expanding file to take its place. 
Now to expand this a bit further, 





not price. 





5 Most Important Things In 
Selling A Filing System: 


1, EDUCATION — Know the product. 
2 DEMONSTRATION — demonstrate. . .demonstratel!! 


3. APPLICATION — show how the system can be applied to 
( a particular filing need. 


4. SIMPLICITY — stress this attribute of a modern filing system, 


5. SHOWMANSHIP — that's basic to all selling. 
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“With package 
of this kind 

y from the manu- 
facturer you do 
not have to 
know too much 
about filing. . .” 


we can head 12 additional folders 
for “Adams Express”, heading these 
folders by the month and still filing 
behind primary tab “A”. 

At the end of the year when it 
is time to transfer all you need to 
do is to remove out of your current 
file the miscellaneous folders which 
has the alphabet printed on them, 
and the individual name folders, 
retaining in the current file the pri- 
mary guide. 

Now to start the next year’s filing, 
it becomes necessary to just pur- 
chase the individual folders and a 
set of miscellaneous alphabet fold- 
ers. It is just as simple as that. 

However, if you decided to ex- 
pand this installation from a 25 di- 
vision, let us say, to a 100 division, 
you could purchase 75 additional 
primary guides, plus a new set of 
alphabetical inserts, and you can 
readily see that you have expanded 
without destroying your original set. 

Keep in mind always that the 
sale is expandable. Don’t forget to 





“Let the customer see the roller 
bearings in the file cabinet. 
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sell folder labels, additional folders, 
and leatheroid filing pockets. 

Remember too, that this same 
filing installation can be done with 
the hanging type of folders. And 
again this gives you a higher sale 
and once installed you will find that 
you will enjoy repeat and additional 
business the same. 


Check the Job 


And be aware that we all miss 
the boat as salesmen when we fail 
to go to the customer’s place of 
business to see what kind of opera- 
tion the the filing cabinet and the 
system we sold are supposed to do. 

Do not sell an empty filing cabi- 
net. Sad, but true, that is still being 
done 

There must be a reason for the 
purchase of a filing cabinet, and 
that reason is the system with which 
it is equipped. The object of filing 
is to provide a means for locating 
the material instantly. You are pro- 
viding the tools for this - SELL 
THEM - DEMONSTRATE. 

Start your selling with the original 
filing cabinet, always keeping in 
mind that in about four years’ time 
the supplies that go into a cabinet 
represent larger investment than 





“Point out how behind the pri- 
mary guides are your secondary 


or miscellaneous folders, and 
then your individual name folders 
line up...” 


the original cost of the file. 

In selling the file, pull the drawers 
out; bang it around; let the cus- 
tomer see the roller bearings; talk 
about the Z-bars, the L-bars, the 
U-bars; show them how these bars 
strengthen and reinforce the file; 


Four-Sided Window 


Ideal for Office Furniture 


[MINATIN G the “one- 
of the usual office furni- 
ture display window during a recent 
remodeling is paying dividends in 


@E! 


sidedness 


the form of more complete office 
sales at Luther Skinner Office 
Supplies-Office Furniture in Mont- 


gomery, Ala 

Located on Montgomery’s busi- 
est downtown shopping avenue, the 
Luther Skinner store features a 
“double entrance”, separated by a 
huge stage-like window some 14 
feet in width. The areaway con- 
tinues down each side of the win- 
dow and then meets at a single 
entrance to the store. Consequently, 


any customer who enters the store 
at all, passes around at least two 
sides of the window display, Luther 
Skinner, head of the firm, has dis- 
covered 

Che huge capacity of the display 
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window and its uninterrupted vision 
in all directions has made it pos- 
sible to work out intricate ensem- 
bles of executive offices and work 
centers, which have far more un- 
usual sales appeal inasmuch as the 
prospective buyer can get a thor- 
ough picture of how the office will 
look in every direction simply by 
walking around the window. Price 
tags for this reason, are made to 
face in two directions and the cus- 
tomer is encouraged to “buy the 
entire outfit”, through selecting each 
accessory independently, on walking 
from point to point around the dis- 
play. 

A steady “parade” of office fur- 
niture is rotated through the win- 
dow, switching from typical modern 
reception rooms, to executive of- 
fices, conference tables and chairs, 


demonstrate the ease of opening 
and closing a suspension file, in 
comparison to the non-suspension 
file; demonstrate how the tiny ste- 
nographer can roll out the drawer 
of a suspension type file with just 
one finger. 

Show the advantages of the full 
cradle arm file. Pull the drawers 
out. Make a racket; show that the 
cabinet has strength and stability. 

Explain, demonstrate, sell, and 
the customer will forget about price. 

Forget Price 

Too many times, salesmen be- 
come more price conscious than the 
customer. Forget about price and 
your customer will, too. Remember- 
ing always to be a good salesman, 
you must love selling, and love 
people. As your enthusiasm is gen- 
erated, sales resistance melts and a 
consciousness of price disappears. 

You are over the hump when you 
sell the filing cabinet —- you are on 
the straightway when you sell the 
filing system for the file — and you 
are home free when you get that 
customer coming back every year 
for the supplies which make that 
filing cabinet essential to an office’s 
smooth operation. 


professional men’s and _ business 
offices. 

An important facet of the mer- 
chandising program associated with 
these windows has been tying each 
model office directly to local Mont- 
gomery businesses and professions 
and then running a co-ordinated 
newspaper ad, inviting the business- 
man in the field to visit the Luther 
Skinner windows for a “prepack- 
aged office” suggestion. 

Along with three top nationally 
advertised lines of steel and wood 
office furniture, Luther Skinner Of- 
fice Supply-Office Furniture offers 
a complete planning and engineering 
service, to expedite this phase of 
setting up a new office, plus a wide 
variety of credit plans and a refin- 
ishing department to make possible 
smart, modern offices for business- 
men in all income categories ——RAL 
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Novel Window Display 
Sells Steel Desks 


@ THE TYPE OF “mass display” 
normally associated with small elec- 
tric appliances and gift items has 
been effectively put to work in pro 
motion of office furniture at Office 
Furniture, Inc., division of the A 
B. Hirschfeld Press in Denver, Colo 

When the Denver firm built its 
handsome showroom at  Speare 
Boulevard and Broadway in Denver 
a few years ago, the emphasis was 
on “complete visibility”, permitting 
every section of the street-level 
showroom to be clearly seen from 
passing automobiles. Here, however, 
it was found, a factor developed 
which is not the least uncommon 
in the use of “all-glass fronts” 
which make the entire store a dis- 
play window. 

Not enough attention could be 
focused on a single piece of furni- 
ture, for example, when the passer- 
by saw scores of examples of every 
type of office furniture on display 
simultaneously. 


Platform Window 


Consequently, a “platform win- 
dow” was developed, which runs 
around the curved front of the store, 
behind the glass, extending back 
some six feet, and raised slightly 
above the level of the floor. 

This curved platform has made 
possible one-item displays which 
show the complete price range, or 
variety of styles and materials which 
is offered in a single type. For 
example, during one month, the 
lengthy window platform was used 
to show 11 varieties of steel desks 
featured in Office Furniture, Inc.’s 
complete line and included one 
sample from every price line 


Use Accessories 


To drive home the suggestion that 
Office Furniture, Inc., is “steel- 
desk headquarters”, Manager Paul 
R. Johnson made elaborate use of 
eye-appealing accessories, including 
a convenient, versatile lamp on each 
of the 11 desks, matching ash trays, 
personal files, smoking stands and 
desk pads. 

As might be expected, the “mass 
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display” of desks likewise provides 
the opportunity for a similar com- 
prehensive group of posture chairs, 
one to each desk, which readily fit 
into the “complete inventory” 


“Exploded” File 


in Window 
Attracts 
Additional Sales 


@ THE FACT THAT the average 
businessman is woefully ignorant of 
what goes into a standard drawer 
file’s construction was the basis for 
a clever display window which was 
used by the Clark-Peeper Company, 
office equipment dealers of St. 
Louis, Mo., to build volume. 

The window was a large one, 
some 10 feet wide, and included 
a dozen samples of leading brands 
of four-drawer files as featured by 
Clark-Peeper’s large file department. 
In the center was an “exploded” 
file, with drawers removed, a sec- 
tion of interior wall construction, 
and associated hardware on the 
carpeted floor. 

At the. top of the “exploded” 
file, a small sign indicated “More 
For the Money” with a red arrow 
pointing toward the right of the 
window. 

From the top of the-file, bright- 
colored ribbons, varying from red 
through blue and green, led inde- 
pendently to statements on a 312 x 
242 foot artboard sign, at the right. 

With the headline “This is What 
Makes It The Best Value Avail- 
able”, the sign indicated features 
of the exploded file, with the colored 


theme. 

The same theme is followed with 
all types of office furniture from 
simple tables up to such luxurious 
items as leather executive couches, 
reception room furniture and files. 

Rapid Growth 

These twists in window mer- 
chandising have had much to do 
with the swift growth of Office 
Furniture, Inc., into one of the 
largest volumes sold in the Rocky 
Mountain States.—RAI 
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x-rays a file. 


window 


ribbon leading directly from the 
statement involved to the actual 
element in file construction. Listed 
as advantages for which the office 
equipment should look were such 
points as easy slide suspensions, 
case hardened and ball-bearing rol- 
lers, cadmenized plated drawer 
slides, steel case channels, electri- 
cally welded “ladder“ frame, sturdy 
cross-bracing, and engineering for 
strength and durability. 

The window, with the sign in 
black, red and white contrasting 
effectively with the dark colors of 
the files shown within, proved ex- 
ceptionally attractive, as evidenced 
by “stopping” a much larger num- 
ber than usual of passersby. 

That the “word to the wise” 
involved in the display took effect, 
could be seen from the fact that 
many drawer file customers were 
noticed scrutinizing the mechanical 
details of the files which interested 
them. These were studied in the 
same order which had been listed 
in the window display sign.—RAL 
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Knowing Customer Needs Sells Safes 


@ ONE OF THE MOST important 
in successful merchandising 
of safes and associated equipment 
yncrete understanding of the 
customer’s problems, according to 
Ralph I. Peterson, president of 
PBSW Supply & Equipment Com- 
pany, major office supply retailers 
of Phoenix, Ariz. 

In staging specialized monthly 
training classes for the firm’s staff 
of 17 salesmen, who cover the en- 
tire state, PBSW has encouraged 
every salesman to make a close 
study of the money-handling prob- 
lems of the prospect, with an eye 
toward tailoring the exact system 
which will show greatest safeguards 
with minimum cost. 


Wrong Ideas Hurt 


Often, it has been found, the 
prospect is “struggling along” with- 
out appropriate protection due to a 
misconception as to the cost of 
safes, while on the other hand, a 
prospective customer may be invest- 


factors 


IS a Cf 


ing far more than necessary in order 
to obtain similar protection against 
thefts or holdups. 


“We enjoy pointing out to a pros- 


pect that obtaining complete safety 
need not be an expensive proposi- 
tion,” it was stated. “When the 


manager of a small firm, for exam- 
ple, discovers that he can effectively 
foil safe-crackers and eliminate the 
danger of holdups at much less than 
the cost originally anticipated, he 
can be depended upon to become 
an enthusiastic booster.” 

With one man on the sales crew 
acting as a fire-and-theft protection 
specialist, PBSW has built its safe 
department tremendously over re- 
cent years. As is normal with sud- 
den population expansion, the inci- 
dents of crime has risen sharply in 
Phoenix and other large Arizona 
cities. For that reason, PBSW main- 
tains a complete file of safe-crack- 
ings, loss through fire and holdups, 
which indicate readily that a few 
dollars invested in a_ properly- 
designed safe will pay for itself in 
freedom from worry, if nothing else. 

Perhaps the most outstanding 
example of “prospect investigation” 
and proper recommendation, has 
been the recent completion of an 
overall dual safety program in one 
of Phoenix’ largest supermarket 
chains. Operating 29 stores, the 
chain had been plagued with hold- 
ups and likewise, suffered several 
disastrous fires, which resulted in 
complete loss of currency and rec- 
ords. 
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Through close investigation of 
the causes and effects involved in 
such losses, PBSW became con- 
vinced that the ability of stickup 
men to force company personnel to 
open the safes was the “weak link”. 
Therefore, an unusual combination 
was developed, which has com- 
pletely eliminated the possibility of 
such loss in the future. 


“Double Control” 


Under the plan, each  super- 
market has been equipped with 
“double control” fireproof safes, 


well safeguarded against fire, and 
likewise, capable of being opened 
only by the simultaneous use of a 
combination lock and a key. This 
makes it impossible for the super- 
market manager to open the safe, 
without the presence of a collector- 
driver from a service handling the 
store’s receipts, as explained by a 
large sign posted over each safe. 

Net results are that even the most 
determined thug will be unable to 
obtain the contents of the safe, 
while at the same time, an extended 
system of fireproofing will eliminate 
the destruction by flames or heat 
of valuable papers and money with- 
in.—RAL 


Lovisiana Company 
Uses Frontier Steel 
Shelving for Self- 
Selling Displays 

The Journal Ptg. Co. of Shreveport, La., 
used Frontier Mfg. Co. steel shelving for 
effective display to make stationer's sup- 
plies self-selling. The self-service island 
shelving with graduated shelf display was 
selected for this purpose. Placed in a cen- 
tral aisle it is accessible to customers who 
can find their purchases quickly and are 
pre-sold before the salesperson arrives. For 
increased working area the firm added 
ledge type commercial shelving made by 
the Dallas manufacturer and found that 
when attached in front of the shelving ad- 


jacent sections add 9 inches to the shelf 
depth. These stand 39 inches high. 
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INVINCIBLE METAL .. . Furniture Co. pro- 
vided this grouping of office furniture in 
the Worthen Bank, Little Rock, Ark. Dailey's 
United Supply Co. of Little Rock installed 
the Modernaire desks and Modernease 
chairs made by Invincible. The furniture is 
driftwood tan. Another section of the bank, 
not shown, has an equal amount of In- 
vincible equipment. 





IDEAS, INC. of Detroit, Mich., was the 
supplier for this modern reception room 
furniture in the offices of Drs. Davidson & 
O'Linn in Detroit. Salterina chairs and 
sofas provide comfortable seating for the 
physicians’ patients. 



















Chairs, Desks Fill 
Varied Office Needs 


THE BALCONY SCENE is an impressive one 
at the Perpetual Building Assn. in Bethesda, Md. 
Here, W. H. Gunlocke Chair Co., has supplied the 
comfortable seating. Desks are Jasper Office Furni- 
ture Co. The installation was handled for the finan- 
cial institution by Charles Sebastian of W. D. Camp- 
bell Co., Washington, D. C. 
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MASSIVE . . . for directors’ use are the 
desk and table in the Cosmopolitan series 
supplied by Jasper Desk Company for the 
Metropolitan Federal Savings & Loan Assn., 
Seattle, Wash. The de Voss Desk Co. of 
Seattle was chosen to install this Jasper- 
built equipment. 
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Art Metal Supplies 
Work Stations 


Work station principle which Art Metal Construc- 
tior applied in the Naperville, Ill. engineering 
Jepartment of Kroehler Mfg. Co. has now been util- 
zed in equipping three other Kroehler offices— 















Kankakee, Ill., Xenio, Ohio, and Dallas, Tex. Pictured 
at left is installation of Art Metal New Century 
Jesks in gray at Naperville. In many desks, a second 

a! file drawer has been added in place of two 
box drawers. Supplementary two-drawer letter files 


minated and floor space saved. Seating is pro- 
by Art Metal aluminum posture chairs with 
Tilt-action"” seat for all-day comfort, 





PERSONNEL . . . manager at Dallas office 
of Kroehler has New Century desk with 
recessed back for greater comfort and 
ease in interviewing personnel. Interview 
room utilizes New Century table and alu- 
minum chairs. Desk and table are finished 
in Niagara green. Chicago representatives 
of Art Metal were called in at Naperville 
to set up the “work station" idea. 



















CLEAR TOPS ... on desks at production 
control office of Kroehler in Kankakee, Ill., 
ndicate the careful planning of each office 
work station. Drawer accessories were se- 
ected to facilitate maximum in-desk filing 

material that is normally found on top 
f the desk or in separate file. 










CONFERENCE ROOM . at Kroehler's 
Dallas office has New Century desk in 
Niagara green with Art Metal aluminum 
side chairs. Along wall are single pedestal. 
45-inch New Century desks with vertical file 
and box drawers for filing. 
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Quality and Atmosphere in Wood for Model Executive Office 





Pictured here in perspective drawing are two of the model 
executive offices to be on display during the National Office 
Furniture Association exhibit at the Kiel Auditorium 
in St. Louis March 3-4-5. Each office will be complete in 
itself, offering inspiration to the furniture dealer. Photographs 


will be distributed for use later as sales tools. 





®@ Steel Model Office Floor Plan Showing Lay-Out of Work Units 
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All-around steel frame, for strength and durability... sturdy, cast 
sublever segment for further reinforcement ... widely spaced rub- 
ber feet for stability. Smith-Corona portables are engineered for 
performance — and they require less service than any other type- 
writer in America! 


Smith-Corona 








OA—3 /56 39 














Joseph Dixon’s Niche 
in History Unveiled 
Joseph Dixon, long known in the 
industry as the founder of the Joseph 
Dixon Crucible Company, manufac- 
turers of lead pencils, is going to 
receive his justly deserved 
as one of America’s great men. 
Although his accomplishment were 
many and his status in his own time 


honors 





JOSEPH DIXON 
tory! 

very high, Joseph Dixon rates now 
among the unsung heros of our heri- 
tage, according to Frank G. Atkin 


.. a place in His- 


ADVANTAGES for an American youth to 
gain a college education today are fully 
appreciated by Chester Sniegowski, man- 
ager of the shipping and traffic depart 
ment of the Meilink Steel Safe Co., Toledo. 
Chet, whose parents came to this country 
from Poland, never -had more than a 
seventh grade schooling. His son, Donald 
C. Sniegowski (center) however, has been 
selected for a two-year's Rhodes Scholarship 
to Oxford Univ. in England. Here, Donald 
talks over baseball with his father who 
taught him to play basebal! at the early 
age of 3!'/2—a training that later paid off 
in athletic scholarship to Notre Dame. Pic- 
tured with Don and his father are his 
mother, his brother, Robert, 10, and his 
sister, Loretta, 17. 


40 


son, now president of the company. 

To correct this situation, the com- 
pany has initiated a campaign to fo- 
cus attention on Dixon's personal 
achievements. 

He is credited with the first major 
improvement in crucibles made since 
Biblical times when he combined clay 
with graphite to make the great melt- 
ing pots used today. Before he was 
21 years old he had invented a ma- 
chine that could cut files better and 
faster than by hand, and as a master 
chemist, he invented a method of 
printing banknotes in colors. 

According to Mr. Atkinson. Joseph 
Dixon should be credited with im- 
provements in inks and dyes, with 
the invention of a cylinder press for 
printing on fabrics on register, as 
the inventor of photo-lithography, as 
the first to install a reflector for 
cameras, and as the first to take 
portrait photographs. 

Joseph Dixon’s greatest contribu- 
tion, the process and much of the 
machinery for turning out machine- 
made pencils, was one of his accom- 
plishments he originally thought 
would not be too useful. 

All of the facts, and more, will be 
included in the company’s institution- 
al campaign to gain his rightful 
standing in history. 





Red Cross Appeals 
on 75th Anniversary 


The American Red Cross has en- 
tered its 75th year of service to the 
nation and the world with its annual 
appeal for funds to continue its work. 

This past year and even the past 
month has been marked with dis- 
astrous floods on both coasts which 
has cut the Red Cross’s disaster fund 
to a low point. Approximately 80 
cents of each disaster relief dollar 
goes for rehabilitation assistance. 

At the same time the many other 
activities of the organization, includ- 
ing the blood bank program and the 
first aid and safety projects, must be 
continued to insure the health and 
welfare of the nation. The Red Cross 
needs everybody’s help! 








The Most Beautiful (and Dutiful) Desk Set Ever! 


ESTERBROOK’S 


NE “MEDALLION” 


FOUNTAIN DESK PEN SET 












New, high-styled, functional beauty—a bright new 
addition to the Esterbrook line. Heavy, polished 
ceramic base in choice of azure, jet or lime. 
Matching barrels of stain-proof plastic. 


Trumpet is of lustrous stainless steel. 





Retails for $7.50. Complete with 


= 
Master Renew-Point. 
Thread the point into the 


barrel. A choice of more 
than 30 point styles. 


THE WORLD'S MOST PERSONAL FOUNTAIN PEN 


The Esterbrook Pen Company, Camden 1, New Jersey 
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{ New Products 





MODULAR UNITS 

Peerless Steel Equipment Co. 

6604 Hasbrook Ave. 

Philadelphia 11, Pa. 

"“Modulettes” is the 

company's line of modular 

are single pedestal 45 

letter and storage drawer 

drawers. Desks are 45 and 

typewriter mechanism. Unit 3nd 
interchangeable. (For more information write 
manufacturer, or circle No. 2! on inquiry card). 








HANGING FILES 


Jaco Co. 
P.O. Box 3048 
Washington 10, D.C. 


German mace 
letter holders are 
inverted in the 
lum filing cat 

ers with tastening 
nverted filing are 
nine c rs. Other 
ine include letter 
hang upright 
panding pocket ; 
folders. The 

plies filing 1Sé 
metal rod 
accessory tem 
system. (For more information 
write manufacturer, or circle No. 
18 on inquiry card). 





DESK SORTERS 
Amberg File & 
Index Co. 
Kankakee, Ill. 


jucea ft new 


iva 


heck (For more in 

formation write manu- 
facturer, or circle No. 5 
on inquiriy card), 





LOUNGE CHAIR 
Johnson Chair Co. 
Room 7109 
Merchandise Mart 
Chicago 54, Ill. 


New 


Available 


tion write manufacturer, or circle No. 


2 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 





(For more informa- 





























Design 


Smart 


and al 


ACCOUNTING MACHINE 
Underwood Corp. 

One Park Ave. 

New York 16, N.Y. 





lew Und 4 Sundst nttnc ona 
u | 
sd 

vat ) | 

J . 3 

lated TOF 

= | r “ 
urnal } T ¢ T ria } Tr ICC unr 
ng tunct (For more information write 


manufacturer, or circle No. 3 on inquiry 
card}. 
las a fi 


w 4x ¢ 


lrawer 














SIDE CHAIR 


Hamilton Mfg. Corp. 
Columbus, Ind. 


nair wit 3s and 


22 L his desl 
t Uspensi 
fith loc! 


vers TANDAI 


(For more in- 
formation write manufacturer, 
or circle No. 22 on inquiry 
card). 









COLE’S “SPACE SAVING” UNITS 


the beauty of your office. 
ince. Constructed of heavy gauge steel 


ed lincleum. 


No. 1709 99950 


spension, letter size drawer. 2 drawers for 3 x 5 
7200 cap.) A comfortable arm rest plus a center 


Size: 40” wide, 29” high, 2638” deep. 


No. 1710 *9§™ 


ist a lifetime. Contains 2 full depth 
ze drawers plus a center drawer 


Size 40” w, 29” h, 26%” d. 


TANDARD COLORS: Mist Green, Desert Sand, Olive Green 


r Cole Gray baked enamel finish. 


No. 1711 $1395° 


The ideal work organizer. 

Contains 4 full suspension letter files plus a sliding 
door storage cabinet, heavy steel covered with lino- 
leum. Size 632” wide, 29” high, 19%” deep. 


The perfect desk companion. 
Contains 2 sliding door storage 
cabinets under lock and key 
Heavy steel top covered with lino 
leum. Size 632" wide, 29” high 
19'4" deep. 


A bookcase, three full suspension 
letter size files, plus 2 double 
drawers for 3x5 or 4x6 cards, 


Steel top covered with linoleum. $13475 
Size 63%" w, 29” h, 1914" d. No. 1713 


COLE’S “WORK TABLE” 


Smart in appearance for use 
No. 1714 alongside Cole’s Space Saving 
; Desk. Heavy steel covered with 


$5950 linoleum trimmed with aluminum. 


Size 40” w, 29” h, 19%” d. 


No. 1715 40” wide, 29” high, 263%” deep $72.50 
No. 1716 58” wide, 29” high, 26%” deep $79.95 


SEND FOR OUR LATEST CATALOG 





COLE street EQUIPMENT CO., INC. 


~ 


NEW YORK 285 MADISON AVENUE * CANADA [305 )ffpnd cteeet toronTO. ONTAs 








Top quality “RECORD-CARD” files 
at rock bottom prices... 







































These units are convenient for those desiring a combination file for both index ca 
and other records. Full suspension letter size drawers glide smoothly on ball bearipesig: 
rollers. Made of heavy gauge steel. Olive green or Cole gray baked enamel finipyigde 


doubl 
< DESK HEIGHT tion). 


Contains one letter size drawer, two drawers for 3x5 or full su 
cards (7200 cap.) also for cancelled checks, plus a sliding sh 


1434’ wide, desk high, 24’ deep. Olive 
No. 321 43 
Available with plunger type lock that automatically locks all draw 
No. 321PL $32 Contai 
safety 
2658" 











No. 


With ac 
bil drav 












COUNTER HEIGHT > 


Contains three letter size drawers plus two Contains two letter size drawers plus two 
drawers for 3x5 or 4x6 cards (8000 capac- drawers for 3x5 or 4x6 cards (8000 capac- 


ity). 1434" wide, 52'4"’ high, 26 deep. ity). 1434’ wide, 40” high, 265s’’ deep. 

No. 323 62 No. 322 54 
With plunger type lock that automatically locks With plunger type lock that automatically locks 
all drawers No. 323PL $72.50 all drawers No. 322PL $63.95 











RECORD-CARD File 


9 double drawers will house 3x5 


or 4x6 cards (36,000 capacity 
14 wide, 52 high, 2658 
Green or gray 


No. 1234 $77.25 








CHECK-DRAFT File 


9 drawers will house records up 
to 1012” wide x 414” high. Cabi 
net size: 1234’ wide, 52'4” high, 
26 deep. Green or gray 


No. 1209 $73.95 
























COUNTER-HEIGHT 

Same as above but with 6 double 
r3x5or 4x 6 cards 
ap 1434 Ww 40” h 
No. 1244 $69.50 



























With plunger type lock that auto- 








matically locks all drawers 


No. 1209PL.. $83.95 





ith plunger-type lock 












atically locks all 


$10.00 add’! 





METAL TABBED 











GUIDES 
Celluloid windows, 
Ato Z movable inserts 
INDEX GUIDES Te i Sa 
Price per set _ 
Size Pressboard | Celluloid Tip No. per set 
3x5 index guides $ .40 $1.20 225 AtoZ 25 division $ 3.85 
4x6 index guides 55 1.60 240 AtoZ 40 division 6.50 
5x8 index guides 1.15 | 2.40 280 AtoZ 80 division 11.50 
6x9 index guides 1.50 | 2.95 410BL Blank Tabbed Guides per 100— 12.50 








CUTS OR t-APHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 


COLE steet equipMeENT CO., INC. 





NEW YORK 285 MADISON AVENUE * CANADA 55) 5c ercein steetr TORONTO, ONTARIO 


Safeguatd - 


VALUABLES and VITAL PAPERS........ 


rd your important papers and other valuables. 
nd away from prying eyes is a secret vault, 


y a 4” dial lock (only you know the combina- 


than the ordinary lock and key. Equipped with 


earing letter size drawers. Heavy gauge steel. 


gray baked enamel finish. 


COUNTER HEIGHT > 


drawers plus 
wide, 40” high, 


$§Q9>30 


pe lock that locks 


2003DL $68.50 


DESK HEIGHT 


Contains tter size drawer plus 
safety vault k high, 1434” wide, 
24" deep 


no. 20020 "49° 


With addition k for bottom drawer, 
2002D : 
O2DL $54.25 Contains three full size letter file drawers plus the 
safety vault. 14%4’’ wide, 5214" high, 2658’ deep. 


No. 2004D $65 


With additional plunger type lock that locks all drawers. 
No. 2004DL $75.95 


Also available in Grained Walnut, Mahogany or Knotty Pine finish at $15.00 add'l 


les “DESK-SIDE’ CABINET 


Features a safety compartment with lock and key for 
storing important documents, books, confidential rec- 
ords, etc. Lower half contains a letter size ‘Air-Flo”’ 
file drawer equipped with a double suspension cradle 
for smooth, quiet operation. Will accommodate hang- 
ing or regular folders. Heavy steel, green or gray 
Desk high, 1434” wide, 2858” deep. 
A to Z FILE GUIDES 


~ gulation letter and legal size, will fit letter $499 
ae : No. 5002 


drawers in above cabinets and all other 
letter or legal size drawers. 
Price pe s 
letter 
size ive Also available in 
Pressboard $1.95 Grained Walnut, Mahogany or Knotty Pine finish 


Celluloid Tipped 2.75 . at $12.00 additional 
With Metal Tab 3.95 





SEND FOR OUR LATEST CATALOG 


COLE steei EQUIPMENT CO.., INC. 


NEW YORK 285 MADISON AVENUE » CANADA ‘°!E SIE INTERNAT 











wrong way 


Records thrown on shelves are 
hard to find, collect dust and 
take up 50% more room. 


in a jiffy.. 





FOLLOW 
BLOCKS 
95c¢ ADDITIONAL 

Made for any size file 





LETTER SIZE $370 
LEGAL SIZE $455 


CHECK size $950 


Prices slightly high 
Colorado, West of t! 
and outside of U.S 


PRONTO FILE 


CANADA: COLE 


#1254 


right way 


Records in Prontos can be located 


. Stay neat and orderly 
Doubles your filing space. 





transfer to pronto 


Save money, transfer into low cost Prontos 
and use your expensive cabinets over again. 





SANITARY BASES 
for all size files $395 


...- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 
last a lifetime. 


STORAGE FILES 

















CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


ERNATIONAL, LTD 


e 329 DUFFERIN ST., TORONTO, ONTARIO 
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I’m so thankful for my new CLARY !” 


‘lary Adding Machines have the prettiest ‘“salesmen’”’! 


VV ¢ 


Clary Business Machines than any other make. The girls who’ve 


A vy 
‘ 


\ 


REATORS OF MODERN ADDING MACHINES AND CASH REGISTERS FOR AMERICA AND THE WORLD 
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"On busy days like this, 


mean the loyal girls in nearly 160,000 offices who'd rather use 


ped Clary dealers ring up record-high sales this year 


And now color, too! + 


th Clary 10-Key and Full Key models are now available in 











erica’s smartest office colors—blue, gray, green, beige 











i turquoise. Still another plus for every Clary dealer. 4 


imited number of Clary franchises are still open. Write to 
ler Division, Dept. A-36, Clary Corporation, San Gabriel, Calif 


BUSINESS MACHINES DIVISION, ARY RPORATION, SAN GABRIEL, CALIFORNIA 




















SETTEE 


Wilcox-Gay Corp. 

743 N. LaSalle St. 

Chicago 10, Iil. 

Company's line of oc 

cludes the upholstered 

here. Hardwood frame 

cushion glides, plast 

cluded among features st 47 
inches long and 23 inches deep. (For 
more information write manufacturer or 
circle No. 32 on inquiry card). 


TYPEWRITER RIBBON 

Leedall Products Mfg. Co. 

Milltown, N.J. 

New "“Eradicable Typewriter Ribt 

been introduced by firn 

binations. Both pure silk 

able for manuel and « t nact 
(For more information write manufacturer 
or circle No. 10 on inquiry card). 


ELECTRIC LETTER OPENER 
General Stationers Supply Co. 
1020 S$. Wabash Ave. 

Chicago 5, Ill. 





New electric letter 
Posto-E"' feature 


ing only 6 x 8 inche 

Letters of all size 

opened quickly with 

chine. Letters are re ving 
waste strip. Priced below $ (For 
more information write manufacturer, or 
circle No. 9 on inquiry card). 


TAPE CUTTER 


Permacel Tape Corp. 

New Brunswick, N.J, 

An adjustable cutter f with hea 
duty strapping tapes W able ¢ 
the company. The t+ nad f hea 
molded plastic wit! 

and is designed for 

or %-inch tapes. It YT Japted 
either size. (For more information write 
manufacturer, or circle No. 25 on inquiry 


card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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TERNATIONAL, LTD. @ 329 DUFFERIN ST., TORONTO, ONTARIO 





BALL POINT PEN 
Scripto, Inc. 

P.O. Box 4847 
Atlanta 2, Ga. 


(For more information 
write manufacturer, or circle 


No. 31 on-inquiry card). 








Sf 


DESK LAMP 


Prescolite Mfg. Corp. 
2229 Fourth St. 
Berkeley, Calif. 


(For more infor- 
mation write manufacturer, or 
circle No, 30 on inquiry card). 


OE —— = 2 





NEW PRODUCTS continued 






TYPE CLEANER 
1.7. Morris Co. 


Box 126 
Canadaigua, N.Y. 
Compa has introduced w type 
3 a orner c 
( arco n 


°| v yrease and 
{ t. (For more information 
write manufacturer, or circle No. 35 on 
inquiry card). 


STORAGE CABINET 
Borroughs Manufacturing Co. 
3002 N. Burdick St. 
Kalamazoo, Mich. 


{For more in- 
formation write manufacturer, 
or circle No. 7 on_ inquiry 


card). 














_ tO naga’ ~ezzzyilh’\uzsstll ~agayi yell ele 


Get into the swim and win! 


. Make your store headquarters in your town for 
the great Royal Portable trade-in promotion 


. See your Royal Portable Representative for 
a complete kit of store and advertising material 


. Increase turnover . . . increase sales . . . reap profits 


RQ YAL portable STANDARD * ELECTRIC + Roytype® business supplies 


Royal Typewriter Company, Division of Royal McBee Corporation 





SYSTEMS MACHINE 
Rex-O-Graph, Inc. 
7840 W. Hicks St. 
Milwaukee 14, Wis. 
&: if; tp a 3 is Mar 


NEW PRODUCTS continued 





nagnetic blockout t, (For more in- 
formation write manufacturer, or circle 
No. 6 on inquiry card). 


SECURITY BAR 


Reed Manufacturing Co. 


PORTFOLIO CLIPBOARD 





Lexington Leather Goods Co. Dept. W-1 
12 S. Jefferson St. . 
Chi 6, Il 1045 Main St. 
cago 6, Ill. alta O8 deus. COIN SORTER 


J. B. Carroll Co. 
319 N. Albany Ave. 
Chicago 12, Ill. 


J 
(For more information write 
manufacturer, or circle No. 15 
on inquiry card). 





Company has intr 
in its Spring line 


Writingboard P 





tion to the usu 

equipped with a 

b ard, TI e pC TABLE 

eutside for use a a f Ohio Chair Co. 
inilecarin envelos SS Ree a ff 408 N. Meridian Road 
available. (For more information write method { k Youngstown, Ohio 


manufacturer, or circle No. 8 on in 
quiry card). 


BOOK HOLDER 
AKAY Corp. 

4034 N. Kolmar Ave. 
Chicago 41, Ill. 


, (For more 
information write manufac- 





turer, or circle No. 29 on in- 

















quiry card). 
_ 
tal ¢ nov being A ar \ 
BALL POINT PEN preter gi Aaigdttesstes Mor 
Waterman Pen Co., Inc. reucreg of ; . 
551 Fifth Ave. wer 
New York, N.Y. 
and one halt i ihn PF srg fice furnitu Lea are 
and impact-p “thie so raid ] — aa jard Base me 
‘ it el : ef at $2 {For more in- ‘ 
compa race and ‘ : plete rang zes. (For 
A 2 . r formation write manufacturer, or circle No. , , , 
angle. Suggested r ; For more in 17 : ; d] more information write manufac- 
formation write manufacturer, or circle No. ae ee turer or circle No. 14 on inquiry 
card). For 


4 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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THE FELT TIP PEN 
COMES INTO ITS OWN- 


WITH THE NEW-REVOLUTIONARY 


Flo-master 


Here it is—at last—a BETTER felt tip pen... unsurpassed in appearance and performance. 


LOOK AT THESE EXCLUSIVE FEATURES OF THE ADVANCED FLO-MASTER: 


* New streamlined beauty —the size of * The matching valve section and cap end 
the finest fountain pen. come in a choice of colors. 


e New increased ink supply—actually one * Perfectly balanced—fits the hand like a 
third more. fountain pen. 


* The barrel and cap are beautifully * New slip-on cap, slides on and off. 
finished in two-tone chrome. 


A Standard Flo-master All other features which have made the Standard Flo-master the preferred felt tip pen, are retained 
B ADvanced Fio-master in the ADvanced Flo-master: a complete range of felt tips; valve control; sets of many combinations; 
inks in eight colors—black, red, blue, green, purple, orange, yellow, brown; fine mark adapter. 


THREE FLO-MASTER INKS FOR EVERY PURPOSE 


TRANSPARENT —A pure dye, oil-based ink for general Set 4AD-2A (at right) 
purpose marking on any light colored surface. It is water: —Flo-master Colorcraft 
proof, instant-drying, non-toxic. 8 colors including black. Set. Four ADVANCED 

FLO-MASTERS, 16 felt 
OPAQUE —A pigmented, oil-based ink for use on any tips, four 2-oz. cans of 
light or dark non-porous surface and certain other materials Transparent Flo-master 
such as rubber, glass and many plastics. It is weatherproof, Inks (choice of colors), 

fast-drying, non-toxic. 10 colors including black. 2-oz. can of cleanser. $15.00 


BRITE-LINE—For use in the ADVANCED FLO-MASTER 

only!—A clear dye, water-based ink for use on light s 

t AD-22A (at left)—One 
| rd. eo 

powcr aaitnwt Posilable for felt Pageants 8 tod ADVANCED FLO-MASTER, 
: Pa. = 4 felt tips, Fine Mark Adap- 
Line Inks are non-penetrating, odorless, fast-drying, sor, ene 2 en, ean Trent 
won't transfer to other surfaces (as do oil-based inks). erent Flecnaster tok te : 
8 colors including black. 2 oz. size only. - pian ay vardinion.4 
color), 2 oz. can cleanser. 


$3.90 
nformation on the ADVANCED FLO-MASTER and all three Flo-master Inks write to: 


LAN & DENISON MANUFACTURING CO. «© Dept. T, 625 Eighth Avenve, New York 18, N.Y. 
VISIT US AT WHOLESALE STATIONERS CONVENTION 

















SECTIONAL GROUP 


Kenmar Manufacturing Co. 
East Palestine, Ohio 
Lawson sectional grour 
Saran. Pattern is availat 
pastel and decorator 
threads of Raynold's n 


For more information write manufacturer 
( 


circle No. 24 on inquiry card). 





INDEX TAB 
Universal Paper Goods 
3510 S$. Garfield 

Los Angeles, Calif. 


S. L. Hatct president 
Mfg. Co., announced 
index tab made 
Similar + the Sel-T 
made of ‘'Tenite 


than angled a 

will accommodate. 

insert, Company 

(For more information write manufac- 
turer, or circle No. 16 on inquiry card). 





or 


more information write manu- 
facturer, 
inquiry card). 


LETTER OPENERS 
United Cutlery & Hardware 
Products Co. 

108 E. 16th St. 

New York 3, N.Y. 





29 + 54 


{For more infor- 
mation write manufacturer, or 
circle No. 26 on inquiry card) 


DRAFTING TOOL TRAY 
Draftray Co. 

1316 E. 24th St. 

Minneapolis 4, Minn. 


AX 


ary (For more 
mation write manufacturer, or 
No. 27 on inquiry card). 


MESSAGE CENTER 

A. C. Davenport & Son, Inc. 
311 N. Desplaines St. 
Chicago 6, Ill. 





NEW PRODUCTS continued 


M 30 
} 
r, (For 
: suseESTiON 
or circle No. II on pox 





CHECK RECORD WALLET 
William Exline Inc. 

1270 Ontario S}. 

Cleveland 13, Ohio 


FEBRUARY 


JANUARY 
MECKS AND BAK STATEMENTS 





{For more 
information write manufacturer, or circle 
No. 20 in inquiry card). 





BALL POINT PENCIL 
Koh-I-Noor Pencil Co. 
Bloomsbury, N.J. 


{For more information write manufac- 
turer, or circle No, 28 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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and still the best friend 
a secretary ever had 


He got his first job in 1896, helping secretaries turn 
out neat, crisp work. Since then, he has been 
employed in almost every modern and efficient office 
across the nation. He chases fatigue so that office 
gals can enjoy their “after five” hours. He helps them 
take pride in their daily work ...and they are happier, 
the boss is happier, the clients are happier, everyone 
is happier. 


His name is 


Panama-Beaver 


For 60 years, PANAMA- 
BEAVER has helped combat 
“eye fatigue” that strikes at so 
eo many secretaries during the 
& course of the day. All 
PANAMA-BEAVER products 

are Vision Engineered, from Hypoint colored carbon 
papers to Lustra Colorful Inked Ribbons that 
harmonize with all papers and letterheads. The EYE- 
SAVER and NEW Ebony Unimasters (for spirit 
duplicating) have tinted jackets to avoid glare, relax 
the eyes, relieve harsh contrast, and permit faster work. 





Find out how PANAMA-BEAVER can become a 
) non-salaried hard working experienced employee in 
your office. Call your local PANAMA-BEAVER 
Man, always a live wire! 


PANAMA-BEAVER 


MAnIFOLD Suppuies Co. 
19 Rector St. New York 6, N. Y. 
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W hitest-white typewriter paper made! 





Don’t underestimate the demand for 


EATON’S DIAMOND WHITE BOND 


Since the introduction of Diamond White, this 
whitest-white of all bonds has secured an important 
place for itself as a basic seller in the Berkshire 
Typewriter Paper line. Customers are quick to 
appreciate the new brilliance Diamond White Bond 


gives to typing, its appealing crispness, the quality 









feature of the slight cockle achieved by air drying. 
In addition to its whitest-white selling feature, 
Eaton’s Diamond White Bond represents outstand- 
ingly fine quality for its modest price. Give it special 
promotion this year and rewarding sales are sure to 


result in your store, too. 


Eaton’s Diamond White Bond 


Available in letter and legal sizes; 
in 9, 13, 16, 20 and 24-lb. weights. 
In 100-sheet packets and 500-sheet 
reams. Moderately priced. 


There’s a Berkshire Typewriter Paper for Every Business Requirement 


Eaton’s Berkshire Parchment Bond—for the best letter- 
heads and all permanent documents. 

Eaton’s Berkshire Linen Bond—where permanency is wanted 
but the highest grade is not essential. 

Eaton’s Berkshire Bond—quality with economy. Very pop- 
ular, especially for legal work. 


Eaton’s Corrasable Bond—the unique Berkshire Typewriter 
Paper that erases without a trace—with a flick of a pencil eraser. 


Also Manifold Papers + Duplicate Copy Papers + 


Manuscript Covers «+ 


Eaton’s Souvenir Bond—for all work where great perma- 
nency and toughness is not needed. 

Eaton’s Eminence Bond—the leader among the low-priced 
typewriter papers where quality appearance is desired. 
Eaton’s Cascade Bond (Wove)—Eaton’s Gloria Linen 
(Laid)—-very satisfactory for work where low price is essential. 
Eaton’s Stalwart Bond—suitable for many uses requiring 
large volume, at a minimum cost. 


Air Mail Specialties + Envelopes 


EATON'S 
BERKSHIRE TYPEWRITER PAPERS 


EATON PAPER CORPORATION && 
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Punch pages in 






Open Your Doors to 


Every business .. . every industry .. . 
is a prospect for these handy “’Plastico 
Twins”! Manufacturers, Banks, Insur- 
ance Companies, Schools, Art and 
Photo Studios . . . all can use these 
handy, do-it-yourself, office-size Units. 
And every sale means a constant 
source of repeat business on PLASTICO 
Bindings and Covers! 


J / 


EASY 2-STEP OPERATION! 


Exclusive 


Smooth, powerful 


Shearing Action! 





multiple, 1‘ to 12” on binding side. . . 


Portable 


PUNCHING and BINDING UNITS 


PLASTICO Features! 


Positive Guide Rails for 
perfect-alignment binding! 














Constructed of heavy-gauge steel 
the 12-inch Punching Machine features 
smooth, easy-to-operate shearing ac- 
tion. The sturdy, efficient Binding 
Machine is amazingly exact, with 
unique Positive Guide Rails to assure 
perfect alignment. Both Units are guar- 
anteed! 









SS 





Always ready for fast, easy binding of rush jobs 
... beautifully, professionally PLASTICO-BOUND! 


® Needed in Every Business © Size: Punching Unit — 1642" x 1642” 


® Compact... Portable... Easy 


Binding Unit — 142" x 16%” 


to Operate @ Takes Genuine PLASTICO BINDERS 


Your inquiry will receive prompt attention. 
Write for details. 


wer 
tZ 


tongue” 





Insert pages, covers and PLASTICO Binder 
in Binding Unit . . . pull lever . . . that’s all! 


PLASTIC BINDING CORPORATION 


Originators of Plastic Binding in America 


Dept. OA, 732 Sherman St., Chicago 5, Ill. + 15 West 24th St., New York 10, N. Y. 
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NEW PRODUCTS continued 


GOLD STAMPING MACHINE 
Approved Devices Co. 

525 Woodward Ave. 

Detroit 26, Mich. 


TaDI€ yen Cx >. CQuIDE 1 with 





: nd t } (For more informa- 
tion write manufacturer, or circle No. 

PORTABLE PHOTOCOPY UNIT 23 on inquiry card). 

Copease Corp. 

270 Park Ave. 

New York 17, N.Y. 


i 





A compact, lightweight port 
Sniaaae has lheen developed by i! TAX COMPUTER 
ee ones Se REFERENCE BOOK sage Pa 

i 12> |b peratina A 
baer go ; ee Ottenheimer: Publishers Box 1081 
and DC current. Copy su } X Wilmington, Calif. 
14% teaches. tekina ' 23 S$. Howard St. 
Silom comulete te $79! (For more in- Baltimore 1, Md. 


formation write manufacturer, or circle 
No. 12 on inquiry card.) 





ASH TRAY 
Aluminum Cooking Utensil 
Co., Inc. 


New Kensington, Pa. 





El ee ay a f tax snaed for $14.95 | 
‘ j (For more in- 
formation write manufacturer, or circle 


No. 19 on inquiry card), 





New Wear-Ever ast 
been édded 16% 
line ne witt 
matching g ues § rs, weights, mea 
iin aad S eeniiaien’ hortcuts. (For 
fol with wire f more information write manu- 
facturer, or circle No. 33 on in 





contrasting 10ld 

are fitted with felt quiry card). 
inate ratching. 

inches in Jiamet 

packed one to the { Far 


more information write manufac- 
turer, or circle No. 13 on inquiry 


card). 








INDEX TAB 





Labelon Tape Co., Inc. DUPLICATOR 
450 Atlantic Ave. Milo Harding Co. 


Rochester 9, N.Y. 500 S. Monterey Pass Rd. 
' Monterey Park, Calif. 


he bl 
' - 


x ncr nq. Ava py 


ly (For more information write u (For more information 
manufacturer, or circle No. 34 on in- write manufacturer, or circle No. | on in- 
quiry card). quiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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again... STYLE-APPEAL combinet a 
SIT-APPEAL adds upto 


EXCLUSIVE | 8; ‘ : 


_ Fine seating for business and | 
and women, their guests and « 


cencvlcevieh 6p Sine droftones ah a ; 
experts. eae 
These chairs express a feeling of good taste and — 

discernment that reflects credit on the office that — ; 
installs them. They represent wood workmanship _ 

at its best—painstakingly produced by a factory 4 
vi cael omnes Sn eee B 
— sea 2 or at 





1933UA 
SF 17" to 20//4" HB 17” 
OW 25" WA 19/4" SD 20” 





ere 


1934UA 


a THE SIKES COMPANY, INC. ; PS, 
* n to our Standard Walnut Finish #1, co ee 
w available, two exciting NEW 20 Churchill Street Buffalo 7,N.Y, 


t No extra ay . . . Sikestone Walnut 
# nd Sikes Fr rosted Walnut Finish #3 


A SESS ¥ 
¢ oe | es ; 
ee C sntame ea 
eas {Ce nte c ary Styles. 3 rs Be a 
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COLUMBIA RIBBON & CAR- 





Card No. 122) 


MILLS Co., 968 Weyside Road, Cleve 
land 10, Ohio— Mills Movable Metal Wa 
provide Space Cont 
the new M ata 
tailed workbook 
typica nstallat 
n construct 


detail drawings. (Inquiry Card No. |0! 


PARKER 


LhLAEEES 





Janesville 


PARKER PEN co. 
Wis. —New ] 


74 a Herent 


pilter-pr 
hinges down 
ales per 


in front 


equippea per 


Frame finished 
with red base r 
holds 48 (Inquiry 


Card No. 125) 


WENDELL-NORTHWESTERN, INC., 2432 
E. Franklin Ave., Minneapolis 6, Minn.— 
New 32-page catalog trat { 
ing booster butt 
police badges and award 
abie. Price booklet 
tion for mprintina 


(Inquiry Card No. 102) 


MOSLER SAFE CO., 320 Fifth Ave., New 
York I, N.Y.—Revised 

panys condensed 

Safe Classifications 

dealers boost sale 


premiums earn 
equipment. Cata 
ures nn the meanir 


with risk classificat 


tions. (Inquiry Card No. 104 


BON MFG, CO. 
Road, Glen Cove 


Warren St., Providence, R.I.— 
act (Inquiry Card No. 
121) 
INC., Herbhill 
gee ARROW FASTENER CO., 
vers INC., One Junius St., Brooklyn 
12, N.Y —N Jisplay sra i? 
(Inquiry 


{Inquiry Card No. 


124) 





yn 


(Inquiry Card No. 103) 


W. A. SHEAPTER PEN Co. Ft. _ Madison, 


lowa— 


(Inquiry Card No. 106) 


ART METAL 
Jamestown, N.Y.—N 


quiry Card No. 107) 


Saiph® 


SERVICE 


— 





SCRIPTO, INC., P.O. Box 4847 
Atlanta 2 Ga—R 


? } { Inquiry Card 
No. 126) 


A. T. CROSS PENCIL CO., 53 


HIGGINS — CO. 271 Ninth St., Brook- 


CONSTR THO <2. 








WEIS MAE AT TRING co., wonres, 
Mich.—New } 
ompany ze } pplie tiling 
(Inquiry Card No. 108) 
ACME JOBBING CO., 406-408 N. Van 
Buren St., Green Bay, Wis.—Literature de 
or r re + _ T ] ‘ > c A 
namepiat vailable trate piate 
snd nta ( Inquiry 
Card No. 105) 


BERKEY LEATHER FURNITURE CORP., 


595 Broadway, New York 12, N. Y.—ha 
book tea 
3 and 


(Inquiry Card No. 109) 





HASKELL MANUFACTURING 
Co... INC. 303 E. Carson Tape 
Pittsburgh Pa. _ ; f 


6c 
et i a (Inquiry 
Card No. 123) 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Dealers, Manufacturers 


Profit by Idea Exchange | Weatch This Desk Grow! 
at Trade Shows 


Office furniture dealers and manu- 
facturers who attend Trade Shows 
to keep abreast of new product de- 
velopments and more effective sell- 
ing techniques are seldom disap- 
pointed. The meetings offer both 
groups a rare opportunity for the ' 
exchange of selling ideas and the se a! 
discussion of product information. This space-saver ” *9Ogevc ee bee »* 
For example, the expandable fea- may be perfect for you now... 

ture of the Steel Age Correlation 
Desk Line, which is being featured 
in the company’s March business 
paper advertisement on the right, 


Camacitaae ee 









“Correlation” *:.. 
gives youextra 
working space, just; 

as you need it... 






. but when you need 
more work area, you 
can add to it in minutes . . . 








will be demonstrated “in person” 
to dealers at the Corry-Jamestown 
booths at the NOFA Show in St. | 
Louis March 3-5. 
The Steel Age exhibit will occupy 
Booths D-240 and D-241 at Keil 
Auditorium, and a full staff of home | 
office and branch sales office per- | 





... and if you need more 
cabinet and shelf space, you can 


sonnel will be in attendance to quickly convert to this arrangement. 
answer dealer questions. 
Ms epresentation of Steel Age prod- MAGINE a desk that actually keeps pace with your growing needs 
ucts and personnel at the St. Louis for office work space! That’s ‘‘Correlation’’ by Steel Age, the ex- 
ee citing new desk line that eliminates the expense of a completely 
no a new investment each time you need additional desk space. 
In a matter of minutes you can add correlated pedestals, tops, 


| 

book shelf units or cabinet units to basic desks. And you can 
establish dozens of types and sizes of work stations which will save 
floor space and increase employee efficiency. 

Correlation offers you the most advanced design innovation in 
the history of fine office furniture creation by Steel Age, yet these 
new-concept desks actually cost less than most conventional desks. 
Want more information? Mail the coupon below for a copy of the 
full-color, descriptive brochure and see your Steel Age dealer soon 
for an actual demonstration. 





Show wil —— an excellent op- 






Dept. C-6, Corry, Pa. 


portunity for both dealers and Steel 
Age men to freely exchange infor- | aia pt Aoi) adage ince yp ps 
mation on sales and production. ° Corry-Jamestewn 

° Mfg. Corp. 


The Steel Age sales department will 





utilize the occasion to introduce 
its latest dealer selling aids. 


We sincerely hope you will make 


Please send me a free copy of your “Correlation” 
Desk Brochure. 


“The Quality Choice 














08 
the Corry-Jamestown booths your | of Modern Offices Name ne 
first stop at the show—and learn | Branch Offices: + Company___ 
why this year, more than ever, Steel | Atlanta + Boston * Chicago: Street___ Pie Ag 
id is [he Quality Choice of | Dallas * Detroit » NewYork : City__ Sento 
eae eee | Oakland + Philadelphia + Seattle: |... cece ccc ceccceeces pakinda 
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why is FLAGSHIP 


first in every finish... 


The patented FLAGSHIP Line of metallic back 
carbon papers has earned its Number One Rating 
by superior performance. When you offer 
FLAGSHIP your customers get longer wear, 
cleaner copies without feed-roll streaks, and the 
non-slip and ease of handling features that only 
FLAGSHIP provides—all at no extra cost! Ask the 
dealer who has a FLAGSHIP franchise and he'll 
tell you that with patented FLAGSHIP you'll sell 
more carbon easier than you ever have. And re- 


“ 


and first in quality for every dupficating need? 





“ 


wa 


peat orders go to you because your franchise is 
protected. 

But FLAGSHIP is only a part of a broad line 
of fine Allied products—for every duplicating need 
from orange diazo carbons, a complete line of 
spirit products, to fluid-eradicable ribbons. 

Fhe franchise may be open now in your vicinity. 

Write today for more information on how to 
make your carbon and ribbon sales an important 
profit producing source for you. 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3404 So. Main, Los Angeles 7, Calif. 


OA—3 /56 














SUP 








56 


How to file 48% /~ « 








Let Super-Filer solve 


more payload 
floor space 





the problem of crowded files and limited space 


If you're crowded for room—if extra 
floor space is costly—here’s an easy way 
to expand your files! And a way that 
saves plenty of dollars, too! 


Replace your old 4-drawer files with 
new 5-drawer Super-Filers. By so doing 
you add 48% more usable filing capac- 
ity per cabinet. 

Here's how it is: The secret is in Super- 
Filer’s famous swing front. When you 
open a Super-Filer drawer, the front 
swings out to create a V-shaped work- 
ing space. This unique convenience 
permits you to file a full 26%,” of pay- 
load in every drawer and still have 4” 
of working space—as compared to only 
2214” of usable space in a conventional 
file drawer. 


In a 5-drawer Super-Filer cabinet—just 
a few inches higher than the usual 4- 


MODE-MAKER DESKS ® GOODFORM ALUMINUM CHAIRS 


SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF ADJUSTABLE STEEL SHELVING 


GF metal business furniture is a GOOD investment 


OA—3 /56 





drawer file— you have 134” of usable 
file space, compared to only 90” in the 
latter. That makes the 48% added filing 
capacity per cabinet which Super-Filer 
gives you in equal floor space. 


This one advantage has led thousands 
of businesses to standardize on Super- 
Filer. There are many other excellent 
reasons, too. To see them all demon- 
strated call the local GF dealer or 
branch. You'll find the showroom ad- 
dress in your phone book. Or write for 
a GF filing catalog to The General 
Fireproofing Company, Department 
X-52, Youngstown 1, Ohio. 


© GF Co. 1956 


— 


GENERAL 


FIREPROOFING 


Foremost in Metal Busine Pour 
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A.C. Allen ......... 
alas give fat le 


PH, MULTILITH, BRUNING, O YD SIMILAR DUPLICATING 
processes demand good master copies to produce sharp, clear reproductions. 


Allen Electrite is made especially for this purpose. The 


roflex Impression Contr adjustable to any duplicating system 


ments, permits better master pies than any other manual or electric 
ty er. It is electrified where 95 f typing actions are performed, 
nanual where 95% of electric service mplaints occur. Exclusive franchises 


in a few territories are still available. Write for deta 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 








TYPEWRITERS - CASH REGISTERS - ADDING MACHINES: SAFES-: FILES - BOOKKEEPING MACHINES TYP 
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H.C. Allen ............ 
ans ie sp final ac 


The Low Price of R. C. Allen Cash Registers is all the more amazing 
because of the many ‘“‘extra"’ efficiency features considered standard in these 
versatile machines. Most businesses, whether large or small, will find an 


R. C. Allen model suited to their requirements and satisfactory in both service and 


value. The preference for R. C. Allen quality makes an exclusive cash register 


franchise most profitable for dealers everywhere. Exclusive franchises in a few 


cities are still available. Write for details. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 





TYPEWRITERS + CASH REGISTERS +- ADDING MACHINES - SAFES: FILES - BOOKKEEPING MACHINES 
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in Other Lands 


NOTES AND NEWS FROM BRITISH ISLES 
BY S. E. Rhodes 


Lancashire Press Agency, 276-277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, February | 
Elliott Brothers (London), Ltd., have issued details relative 
to automation in the office, and the first unit-construction 
electronic computing system in Britain, known as the “Elliott 
405” is described by the company 

Unit-construction, it is pointed out, enables each computing 
system to be “custom-built” to meet the requirements of 
individual customers. There is a _ basic-unit, known as the 
system center, to which one or other units, input, output 
or storage, may be connected 

“The introduction of this unit-construction electronic com 
puting system represents the practical realization of an ‘au 
tomatic office’” an official of the Elliott Company explained 
to me. 

In order to meet the needs of the time, the company is 
establishing during 1956, a special electronic computing course 
which, after the initial course in the early months of this 
year, will be repeated several times before December. 
vr vr rv rT vr 

From the Macdonald and Evans, Ltd., publishing house, | 
have received the first four parts of ““The Manual of Modern 
Business Equipment”. 

The manual, I understand, will consist of 25 parts. Loose 
leaf binders will be available to purchasers 

I should emphasise that the company has published the 
manual on behalf of the Office Appliance and Business 
Equipment Trades Association It is possible to purchase 
individual booklets. 

The manual contains the fruits of many months of co 
operation by members of the Office Appliance and Business 
Equipment Trades Association, and forms a complete guide 
to the most modern types of business equipment and systems 
Each part is to be bound in its own paper cover and punched 
ready for filing. 

The first four parts cover continuous stationery and form 
feed equipment, correspondence filing systems, intercom 
munication equipment (mechanical) and punched card systems 
(mechanised and manual 

The other projected booklets will refer to typewriting 
machines, reproduction processes, safes, strong rooms and 
fire-resisting equipment, telegraphy in business, accounting 
and book-keeping machines (keyboard-operated) adding and 
calculating machines, (keyboard-operated, and rotary operated) 
wood office furniture, recorded dictation, visible record and 
reference equipment, loose leaf hand posting and machine 
accounting equipment, wall planning charts, addressing ma 
chines, intercommunication equipment (electrical), office and 
works metal equipment, seating, steel office furniture, retail 


cash, credit control methods and machines, time control 


systems, mail room equipment and ancillary machines and 
equipment for shops, offices and works 

A new and improved version of the unique Hadley “Multi 
com” intercommunication system is reported. The company 
Hadley Telephone and Sound Systems, Ltd., of Cape Hill 
Smethwick, Staffs—claim that this is the only equipment of 
its kind providing direct loudspeaking or telephone contact 
between all points up to a maximum of twenty. 

The unit has been completely re-styled and detail improve 
ments have been incorporated since the original was intro 
duced seven years ago. It now incorporates an entirely new 
principle. All units ar lentical and, being linked through an 
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MATTHEWS FAMILY 


* eX 


carries on in tradition of Ellis Mat- 
thews, founder of D. Matthews and Son in Liverpool, England 
in 1848. Pictured in one of the new director's offices in their new 
home are, left to right, David Matthews, managing director; 
Louis Matthews, chairman, and Phillip J. Matthews, director. 





automatic exchange, may call every other point, simply by 
pressing a switch 


2 
y 


| 
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w “ 


British envelope manufacturers are concerned at the con 
tinued rise in prices of paper. The Printing and Publishing 
Trades’ Section of the Manchester Chamber of Commerce, 
which includes envelope manufacturers, pin-points this prob 
lem and instances the danger of rising prices of raw material 
which is making it almost impossible for manufacturers to 
prepare advance costings. 


British pen manufacturers are becoming increasingly con 
cerned at pens which, made in Japan and Hong Kong, are but 
cheap imitations of the “real thing”. Apparently the Japanese 
are the worst culprits according to British pen manufacturers, 
and apart from overseas, I understand Japanese “copies” of 
well-known British-made pens are to be found on sale in 
Britain 

Efforts are being made to stop the sale of these imitation 
pens to overseas buyers, and in Britain, any foreign pens are 
being closely scrutinised to see that they are not imitation 
British but “made in Japan”. 


. 


= £ £ 3 

Talking of pens brings me to a new Sales’ gadget of Platig 
num Pens which appears to be obtaining results. It is a new 
pen showcase now available to retailers, and based on the 
motto that “psychology sells pens’, and is in effect a “‘pick it 
up, try it, buy it” idea. The unit is ““L” shaped and dispels any 
suggestion that the pens are for display only. Indeed, a feature 
is that pens are stacked in such a way that there is a lack of 
order, as compared with pens in a formal display unit. The 
pens stand up on end in the unit which carries them. 

Preliminary trials of the new display unit have proved its 
effectiveness. Sales have increased by between 25-100%, ac 
cording to individual reports. 

Ihe showcase measures 2 feet 6 inches in length and has 
five compartments, each of which contains a selection from 
the Platignum range. A scribbling pad is set in the centre of 
the base of the unit for the testing of pens 


<b 
ok 


ve 


+ + £ 
As I write, the National Stationery and Book Trades Fair. 


a ve 
rT 


Representatives of office equipment concerns 
abroad, visiting in the United States, are cordially 
invited to make the offices of this journal their 
headquarters. The staff at the main office, 600 W. 
Jackson Blvd., Chicago, and the staff at the branch 
headed by G. C. Wheeler at 1023 Pershing 
Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any pos- 
sible service. While the facilities at New York are 
not so many as at Chicago, there will be found 
the same desire to serve 
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THE BATES BATES 
ELECTRIC STAPLER MERCURY STAPLER 
e and Double Wide range of models 
tapler Heads for every requirement. 


BATES 

NUMBERING 
MACHINES 

The world’s 

standard for excellence. 


BATES 

SILENT STAMP PADS 
Reversible, renewable 
filler for long life, 

clear impressions, 


BATES 
AUTOMATIC 
EYELETER 
Feed 

inserts and 


BATES 

MODEL C STAPLER 

Makes its own staples from a roll of 
rust-proof brass wire. One loading. ..5000 
staples. Can’t jam or clog. 


BATES 
LIsT 
FINDERS 


Press 

++. presto! 
There's the 
address, 
phone number, 
recipe, etc. 
quick as 

a wink! 


BATES 
QUALITY 


means lasting 


eyelets 
automatic 


BATES 
PERFORATOR 
Easiest action, 

large waste container. 
Compact, economical. 


BATES 

END-ICATOR 
STANDARD STAPLES 
Red staples give warning 
towards end of strip. 
Save time and temper. 


satisfaction both 
to the seller 
and user of 


Bates Product 


BATES 
STAPLE REMOVER 


Removes all sizes 
of staples instantly 
without tearing paper. 


a 


the 


29:3 8 B-ariciaaiae 


‘ rs 
New York fice Vesey Street 















EASY OFFICE ARRANGEMENT 


fae a 

== 

” Oo 

83 WITH FLEXIBLE UNITS 
Oo 

+ © 

ae (1) 14 base units with every possible 

5 + CS role-fol-W-lale Mm ililace Msolaslolial- Lalor 

o ~ (2) Adaptable to the design require- 

oY ments of the executive office, or 

= & the efficiency needs of the general 

La office 
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THE JASPER DESK COMPANY, JASPER, INDIANA 












NAME 










ADDRESS 





ciTY 
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Here’s the lowest 
priced foam rubber 
swivel arm chair 
—_ jn the world! 


... it’s the 
Hnistaouod 


Comptroller No. 224 


TILTING SEAT AND BACK 





















40 ZONE | IN 
ELASTIC NAUGAHYDE 


All W ” Posture-Perfect chairs are fashioned in steel for strength, finished in Grey, Desert 
Sage or Mist Green. The perfectly balanced satin aluminum base glides smoothly on 
hoode d all bearing casters. Only thick, luxurious foam rubber is used on all cushioned 
areas and can be covered in your choice of soft enduring leathers, rugged almost indestruc- 

ble Elastic Naugahyde or the luxury of Gros Point Mohair or economical Newport Fabric. 
Available in one material or any combination 
of materials and colors. 


* ... and don’t forget, WELLS 


still pays the freight on shipments of 
100 pounds or more! 


°o 

ou are n ‘ mat 
‘ie profi ‘table line 

jisc 

11 be happ) to 7 

ership W ith you- 





, sone ly 
~ wiry to me - : 
ing to s. 
how J ou how. tocré t , ; 
s 
with Well’s At 7 ‘4 Paste 
Z : t 
Ser ro, P 
P ° 





4 P joserh 





WELLS CHAIR CORPORATION 


Michigan City, Indiana 
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due to be held at the Horticultural Halls, London, on Febru 
ary 6-10, looks like being an overwhelming success. All the 
stand space has been sold and buyers have indicated thei! 
as well as quite a num 


} 


attendance from all over the country, 
ber from overseas. 

One exhibitor will show 
unique. He is S. Freedman, who has a greeting card distribut 
ing business known as D. Freedman and Son, Ltd. The com 
pany has just moved into new premises at 40a- 43a, Grove 
dale Road, London. N. 19 

The business was established many years ago, and has been 
built up on a system of “personal recommendation”. Cus 
tomers are content to receive new cards 
as and when they appear, and there 
were placed many years ago 

Apparently customers are quite happy to receive new issues 
of cards as and when they are published, and designs include 
perfumed sprays of cut-out, pop-up blooms 

The company, of course, is connected with the production 
of all kinds of stationery products and associated products as 
well as greetings’ cards 

But the service which they operate, due entirely to provid 
ing value for money and specialised outlets, means “repeat’ 
business year after year 


service which is claimed to be 


issues Of greetings’ 


ire Standing orders which 


Imperial Typewriter Company 


Redesigns London Showroom 


The main London showroom of the Imperial Typewrite 
Company Ltd., at 85 Kingsway, W.¢ which was recently 
completely redesigned by J. E. Slater Ltd., Kibworth, Leicester, 
is an interesting example of how clever designing can turn an 
L-shaped room with a partially closed frontage into a modern 
showroom with maximum access for public viewing. 

The main problems presented by the original premises was 
one of proportion. It was felt necessary to open up the whole 
of the frontage and to bring down the ceiling level. This was 
achieved by fitting a deep mitred frame from the stone fascia 
of the building to a low stall riser and in width across the 
whole frontage — and bringing the ceiling level down to the 
bottom edge of the mitred frame. The frame is covered in 
grey Vynide and gives a very spacious effect to the window 
area which, on the outside, is finished with a narrow 
surround. 

With the exception of 
and a narrow transom, the 
rupted glass. The doors themselves are of unframed armou! 
plated glass with handles 
rial typewriter key-shap2 and color 


bronze 


centrally placed recessed doorway 
whole of the frontage is uninter 


which echo in design the new Impe 


Lettering is Unusual 

The lettering of the company’s name is,gfitted directly on to 
the glass above the window transom. An unusual feature is 
that the lettering has no definite background; during the day it 
shows up in color against the grey Vynide interior frame and 
at night it appears silhouetted in sharp contrast to the frame 
which is sharply and evenly illuminated from the diabolo light 
fittings on the transom 

Another design problem was to include in the premises a 
demonstration room which would be visible from the street 
but not itself a part of the main showroom. Advantage was 
taken of the oringinal L-shaped floor area to place the room 
almost centrally at the rear of the showroom, between two 


built-up wall areas, and separated from the main area by 
tubular pillars mounted 


an 


open screen of anodysed aluminum 


on a low V-grooved plinth 

The main showroom rear walls are paneled in Honduras 
mahogany. The com 
appears on the longer 


walls 


mahogany with flush doors in Sapele 
| 


pany’s name, in characteristic lettering 
wall section over a doorway and display panels. Other 
are finished in a linen-type wallpaper and a pleasing contrast 
is provided by curtains which were specially designed and hand 
printed. The floor is tiled in cork, with a two-tone carpet 

The demonstration room two side walls are papered, while 
the rear wal! fitted with a full-width mirror, engraved with 
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a world map in Mollweide’s Equal-Area projection. The mir- 
ror, Which was designed and drawn to full scale, and is so 
designed that the interior of the showroom can be seen from 


the supervisor’s office immediately behind 
Products on Display 


Ihe large illuminated wall displays and the smaller display 





INTERIOR of the redesigned Imperial Typewriter Co., Ltd., 
showroom highlights effective display arrangements and the Di- 
abolo lighting fitments in the window area. Ceiling light arrange- 
ments are also noticeable. 


units are components which the designers have used in Impe- 


rial Typewriter Company’s agents, premises in other parts of 
Britain, and which they feel are shown to their best advantage 
in the London showroom. 

Of most particular interest is the interior lighting, which is 
a mixture of diffused fluorescent and tungsten lighting in an 
unusually pleasant combination. The tungsten lighting is used 
to focus on the metalwork of typewriters on display, to give 
a sharp outline of highlights and shadows, while the softer 
fluorescent lighting provides overall illumination. 


50th Anniversary for London Firm 
Jones (Twinlock), Ltd. is celebrating its golden anni- 
this year, marking 50 years of service to the office 
the event has 


Percy 
Versary 
supply 
been published. 

From a very small beginning in 1905 when Percy 
a dealer in vertical filing systems, ribbons and carbons, and his 
wife, who formed the “& Co.”, took over the Twinlock agency 
in London, the firm has grown to a thriving business which 
exports to North and South America, Africa, Japan, Australia 
and New Zealand as well as Europe and Great Britain. 

Showrooms and warehouses are located in London, Glasgow, 
Scotland, Manchester and Birmingham. A three-story factory 
extension has recently been completed and a five-story office 


industry. An album commemorating 


Jones, 


block is now under construction 


German Machine Manufacturer Expands 

Kienzle Apparate GMBH, office manufacturer 
with headquarters in Villingen, Schwarzwald, Germany, reports 
the addition of factory buildings which enlarges production 
area and facilities by 60%. Kienzle machines are distributed 
in the United States as well as many other countries through: 


machine 


out the world. 


Clary Expands In Six More Countries 

Clary Corporation has added six countries in Asia, Africa 
Europe and the South Pacific to its world sales organization, 
Hugh L. Clary, president of the business machine manufac 
turing company, recently announced. 

The new dealerships have been established in India, the 
Belgian Congo, Hong Kong, Finland, Denmark and Australia 
[he company is now represented in 56 foreign countries 
according to J. W. Stallings, general sales manager. 
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Copease’ Expands to Meet Demand! 


New Dealer Franchises Opened! 


[he Copease photocopier is the original office 


photocopying machine which has revolutionized 
office procedures throughout the world. In the 
United States, it has become one of the most 
popular profitable office equipment items. 
In the face of a substantial and steady increase 
in sales, we are glad to announce that increased 
production and warehouse facilities now make it 
possibl us to offer additional franchises. Fur- 
thermore, this increased volume has also enabled 
us to offer a new discount arrangement to our 
more tl ) present dealers and to offer the 
same ] to new dealers. 

Many locations not now covered are now 
availabl lealers of proved reliability and ef- 
fectiveness. These dealers may look forward toa 
Stead e from the continuous sale of paper 
to their Copease customers. 
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All Copease equipment is backed by an uncondi- 
tional one-year guarantee and the quality of 
Copy-rapid paper by Agfa A. G., Leverkusen, is 
also unconditionally guaranteed. 

A substantial advertising program operates on a 
year-round basis in leading newspapers, business 
and office equipment journals and national mag- 
azines. 


For further details write to: 


COPEASE CORPORATION 


270 Park Avenue, New York 17, N. Y. 


OFFICES: New York, 270 Park Avenue, PLaza 3-6692 
Los Angeles, 3563 Wilshire Boulevard, DUnkirk 5-288] 
Chicago. 201 N. Wells St.. ANdover 3-6949 
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Wholesale Stationers 
Convene in Chicago 


The Wholesale Stationers’ Association will open its 40th 
annual convention in conjunction with a marketing clinic and 
sales promotion exhibit at the Drake Hotel in Chicago on 
March 1. The program and exhibits will continue through 
March 5. 

This year the association has obtained the services of The 
Personnel Institute, Inc., under the direction of Morris | 
Pickus, and this organization has the exhibits and clinic so that 
manufacturers and wholesalers will be able to derive the 
greatest possible benefits through co-operation. 

The Institute staff will give practical advice on keeping up 
sales volume, cutting unit costs, building good will, keeping 
balanced inventory and selecting profit-producing sales per 
sonnel. 

Members in attendance will be able to see a pictorial listing 
of dozens of sources for helping in planning and carrying out 
an aggressive program of sales management in the SELLO- 
RAMA exhibit sponsored jointly by OFFICE APPLIANCES 
and the Wholesale Stationers Association of the USA. Prob 
lems in planning, selling, training and promotion will be 
covered. 

The convention theme is “More Profits Through Dynamic 
Teamwork”, and the entire session will be geared to forging 
a stronger chain of economical distribution by the manufac 
turer, wholesaler and the retailer. 


Management Clinic Series 
Planned by Clary Corp. 

A series of two-day management clinics, reviewing 1956 
sales plans, methods and techniques, is planned by the Clary 
Corporation, San Gabriel, for the company’s branch managers 
in selected Clary cities across the nation, it has been announced 
by J. W. Stallings, general sales manager. 

Management clinics, conducted by Richard Dodge, assistant 
sales manager, and James Reed, personnel director, for the 
San Gabriel business machines concern, are being held in 
Washington, D. C., New York, Detroit, Dallas, Seattle, San 
Francisco and Cleveland. 

The first Clary management clinic took place in Washing 
ton, D. C. January 27 and 28, hosted by Washington Branch 
Manager William Wootton. Attending were branch managers, 
E. H. Wigand, Atlanta; Jack Spangler, Philadelphia, and Wil 
liam Joyce, Newark. 

A New York two-day session, February 3 and 4, was at 
tended by branch managers: John Walsh, host, Uptown Man 
hattan; Jose Castellanos, Downtown Manhattan; George 
Reight, New York-Queens, and William Larkin, Boston. 

Detroit’s management clinic, February 10 and 11, was at 
tended by W. J. Boylan, host, Detroit branch manager, Paul 
Reichle, Chicago, acting branch manager; Hal Drew, assistant 
Chicago branch manager; branch managers James Funke, 
Milwaukee; William Lang, Minneapolis, and Henry Blaime 
Chicago branch dealer representative 


Elect Offices of Pittsburgh Group 

The following were elected to head the Office Equipment 
Sales Managers Association of Pittsburgh: Paul M. Wick of 
the General Fireproofing Company, president; Thomas | 
Killeen, first vice-president; C. V. Long, second vice-president; 
and Paul J. Speck, secretary-treasurer. Membership in the 
association is limited to district sales managers for new office 
equipment and supplies in the Tri-State area——EEG 
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Louisiana Printers and Stationers 
Plan Annual Meeting April 13 

At a board of di- 
rectors meeting of the 
Louisiana Printers and 
Stationers Association, 
held at Shreveport, 
La., it was decided to 
set the annual meet- 
ing for April 13 and 
14. 

The meeting will be 
held at Hotel Heidel- 
burg in Baton Rouge 
and H. A. Kuhlmann, 
Jr., has been = ap- 
pointed general chair- 
man. 

PRESIDENT . . . F. P. Holiday The announcement 

of the annual gather- 
ing was made by Francis P. Holliday, president of the associa- 
tion and with the Franklin Press at Baton Rouge. 

Armand Breard, Monroe Office Equipment Company, Mon- 
roe, is first vice-president; Barrow Castle, Castle Printing Com- 
pany, Shreveport, La., is second vice-president; Mrs. Inez 
W. Land, Franklin Press, Baton Rouge, is secretary-treasurer 
and L. W. Tabb, Lake Charles Office Supply, is immediate past 
president. 

The meeting is open to all traveling men in the industry 
and also all stationers or printers are eligible to become mem- 
bers of the association. Application blanks may be secured 
from Mrs. Inez W. Land. 








12:30 Club Opens ’56 Meetings 


Ihe Stationers 12:30 Club of New York met for first ses- 
sion of the new year on January 23 in Rosoff’s Restaurant, 
New York. Newly-elected president, Harry Sills, Commercial 
Stationery Company, New York, presided. 

The annual report of the club’s finances was read by 
Treasurer Edward Leventhal, Biddle Purchasing Company, 
New York. He advised the members that half of all the 
dues collected for the year went into the association’s Ready 
Relief Fund. The money is used in case of the demise of any 
of the members. He hoped that it would not be necessary 
to make use of this fund. 

Reports were heard on the insurance plan and the annual 
outing which is to be held in June 


Credit Executives to Meet in St. Louis 


The 29th annual conference of credit executives associated 
with manufacturers of stationery, office furniture, school sup- 
plies, and kindred lines, will be held in St. Louis, Mo. Mav 
16 to 18 inclusive, at the Sheraton Hotel. 

[his announcement was recently made by National Chair- 
lady Mrs. Gladys Gill, assistant treasurer of Wallace Pencil 
Company 

The conference is designed to develop, crystallize and ex- 
press industry opinion in credit and collection matters, work- 
ing toward solution of common problems. 

All manufacturers in the field covered have been invited 
to have credit representatives present. 


Bulman Representative Addresses Stationers 


Thirty-four dealers and manufacturers’ salesmen attended 
the Boston Stationers Association meeting held January 16 
at the Smith House, Cambridge, Mass. 

Richard L. Buckley of the E. O. Bulman Company was 
guest speaker, detailing plans for modernizing retail stores. 
His assistant showed pictures of some of these installations. 

Annual banquet of the organization was announced for 
February 11 at the Hotel Statler, Boston. 
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THE ORIGINAL LOOSE-LEAF 
COVER WITH BUILT-IN 
FASTENERS 





200 South Peoria St., Chicago 7, Illinois 


LOOSE-LEAF 


Beauly with a Tanpose, 


STOCK and SELL 


COVERS 


America’s Fastest-Selling 


Binders 


A quick glance at the records after 
stocking Duo-Tang will show you 
they are always on the move. 


Then, take a look at the figures 
showing likes and demands. You 
will find that Duo-Tang is the ac- 
cepted loose-leaf cover... the 
binder your customers want for 
binding Briefs, Price Lists, Cata- 
logs and many other types of 
material. Don’t delay! Get your 
share of this business. 
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HANGING FOLDERS 
have been IMPROVED! 
































BONDED HANGER RODS 


Pendaflex hanging folders are now made with bonded-in hanger rods. This is no ; 
rods are first exactly centered, and then bonded permanently 


ordinary glue job. The 


in place. 
P 


These bonded rods assure perfect tracking on frames, longer life for folders, and 


: sane L } 7 ° ¢ M4 sol . a . . 
eliminate the need for occasional centering of loose rods. 


+4 


Only Pendaflex rods provide a wide, flat surface that can be permanently bonded 


+ 


to the paper. It’s a stronger rod, 


EMBOSSED TAB SLOTS 


You'll notice a raised ridge, like a mole-track, running across all the slots. This l 
ridge bellies out the slot, allowing easier, quicker insertion of the ears of Pendaflex 

celluloid tabs. ¥ like this new feature. Inserting tabs or changing tab positions 

will be faster and easier 

These two improvements are part of a continuing program of Pendaflex develop- 

ment. Our purpose is to provide r many Pendaflex dealers with the best hanging 

folder that can be made 3 ( 


OXFORD FILING SUPPLY COMPANY, INC. P= 


Garden City, New York - St. Louis 6, Mo. Kilgor 
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Storage 


“Cyclops” Swing-Door 











Here’s a new, smart looking, swing-door storage cabinet that 
takes the eye at a glance. Central handle. 3-point latching 
device. Enclosed throw-bolt mechanism. Smooth interior. Shelves 
adjustable on 1” centers without tools. No loose shelf clips. 
od Smooth ike swinging doors. An extraordinary value .. has 
, plenty of » appeal” for the customer... “sales appeal” and 
profit appeal” for the dealer. 
— 
i + ] 
UO 
1 handle 
does the 
work of 2 
* 
PATENT P D FOR 





3 “Cyclops” models to choose from 














Al convertible, with interchangeable interior parts. 
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COMBINATION WARDROBE 


STORAGE 
A odels are 36” x 78’—available in 18” and 24” 
Baked-on enamel finish—choice of 5 eolors. 


BORROUGHS 


A SUBSIDIARY OF THE AMERICAN 


METAL 


offers 2 types of 


Cabinets 


fle Sliding-Door 


And here’s a sliding-door storage cabinet with a double feature. 
Sliding shelves are adjustable on 12" centers without bolting or 
clips. Doors can be removed in a jiffy. Available with steel 
sliding doors in 3 heights—29”, 42”, 78’’—depths of 12” and 
18”. The 29” and 42” heights are also obtainable with glass 
sliding doors. They are all outstanding values—and thousands 
are in use today. 




















































































































a wide range of models 


Look at the sketches above..see how versatile these cabinets 
are. You can put a 29x12” cabinet on top of a 42” x 18” 
cabinet..or you can place two 29” cabinets side by side. 
Regardless of the combination, you create a good looking piece 
of office furniture. 





MANUFACTURING COMPANY 


PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


amp Plant 
Kilgore, Tex 


1 other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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STEELCASE regional sales meeting 
groups in Portland, Ore. (top) and Los 
Angeles, Calif., under sponsorship of Hunt- 
ing Roberts Co., distributors. 


Hunting-Roberts Company Conducts 
Steelcase Meetings for West Coast 

Two regional Steelcase dealer sales meetings were held by 
the Hunting-Roberts Company, distributors for Steelcase Inc 


The first meeting, at the Congress Hotel in Portland, Ore.., 


was attended by 75 dealer representatives of Steelcase from 
Idaho, Oregon and Washington. 

The second meeting, at the Biltmore Hotel, Los Angeles, 
was attended by 165 representatives of Steelcase from Arizona, 
California, Nevada and Utah. 

Each meeting was divided into three half-day sessions. The 
first session covered “Why are we selling Office Furniture?” 
and the changes and new developments in the Steelcase line. 
The second session was devoted to construction and selling 
features of the line. The importance of good dealer displays 
and the progress of the design department were covered in the 
third session. 

A very informative talk was given on the Steelcase advertis- 
ing and sales promotion program. This was handled in Port 
land by Cliff Boyce, sales promotion manager, and in Los 
Angeles by Gene Broene, advertising manager, both of Steel- 
case Inc. 

A high point of the afternoon session was a talk entitled 
‘‘Where Does Management Fit Into Selling” by Hilding Halver 
son of Bank & Office Equipment Company, Seattle, Wash.., 
and by Dick Nelson of Nelson-Thomas Company, San Diego, 
Calif. 

Bob Strawn of Strawn’s Office Supply, Boise, Ida., discussed 
“What a Salesman expects from Management” and Larry 
Brown of Mid-West Office Supply, Salt Lake City, Utah, 
covered the same subject at the Los Angeles meeting. 

The Saturday forenoon portion of the meeting was devoted 
to the work done by the Hunting-Roberts Design Department. 
A 30-minute talk entitled “Value to a Dealer of a Good Dis 
play” was given by Woody Cline of Puget Sound Office Equip 
ment, Tacoma, Wash., and by Joe Sheldon of Vroman’s, Pasa 
dena, Calif. 

As a final to the business section of both meetings the en 
tire groups were taken in buses to view the new warehouses 
and showrooms of Hunting-Roberts Company. 

Handling the meetings for both territories was, Russ Bassett 
of Hunting-Roberts Company, assisted by personnel from 
Portland and Los Angeles 

The following members of the Hunting-Roberts Company 
participated in the talks and demonstrations: 

E. H. Hunting, E. C. Roberts, R. L. Bassett, R. H. McElhose, 
A. F. Fretwell, Dave Kempston, George Benstead, Karel Bur- 
leigh, J. R. Poehlman, Pat Oettinger, Shirley Case and Fay 
McKee. 
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New York NOFA Chapter in Session 

The New York Chapter of the National Office Furniture 
Association met on January 9 in the Baroque Room of the 
Brass Rail Restaurant with President James H. Kahlert, Office 
Interiors, Inc., New York City, presiding. 

President Kahlert called upon Bernard H. Nemlich, Regan 
Furniture Corporation, New York City, President of NOFA, 
who reminded his listeners that the NOFA convention and 
exhibit will he held on Saturday, Sunday and Monday, March 
3, 4, 5 in St Louis, Mo. The exhibit will be housed in the Kiel 
Auditorium and indications are that it will be the largest ever 
held by NOFA, he declared. 

Hugh Morgan, president of Offureps Club of New York, 
Inc., told of the progress made by the Offureps whose New 
York Furniture Show will be held May 5, 6, 7 in the New 
York Trade Show building in New York City. He pointed 
out that the show will occupy the entire second floor, allowing 
ample space for exhibitors to display their products to ad- 
vantage 

The show hours will be Saturday, May 5, 12 Noon to 6:30 
P.M.; Sunday, 1 P.M. to 7:30 P.M., and Monday, 10:00 
A.M. to 9:00 P.M. Consideration of dealers and their con- 
venience has been of paramount importance throughout their 
planning and expectations are that dealers and their personnel 
from numerous points in the East will attend 

The next order of business was the showing of a new 
sound color film entitled: “People, Products and Progress 
1957”. This dynamic moving picture story was produced by 
the Chamber of Commerce of the United States with the co- 
operation of R. C. A. and many national trade associations. 
It is a preview of America in the next 20 years with miracles 
for its future way of life through the use of electronics, atom- 
ic power and other forces. 


Southeastern Business Machine, 
Equipment Show set for March 


The Southeastern Business Machine and Office Equipment 
Show will take place at the Radio Center, Charlotte, N.C. on 
March 27-29, under the sponsorship of the Charlotte chapters 
of the National Office Managers Association and the National 
Association of Cost Accountants. 

Admission to the show is free, but it is set up for “invita- 
tion only” to keep the attendance down to interested persons. 
Key firms in the area have been invited to send personnel, and 


a daily registration list will be kept to aid exhibitors. 


Burton T. Peake, Inc., is responsible for the co-ordination 
and general supervision of the show. 
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-éuother PROFIT PRODUCER 
for Shaw-Walker Dealers 


The 1956 OFFICE GUIDE is a 
profit-producing part of the 
most complete office equip- 
ment franchise in the world 
— 5,000 items. 






















The Shaw- Walker Dealer is distributing to office 
buyers this colorful, 292-page order Oey catalog — wi 
name imprinted on the front coyer. a 
The OFFICE GUIDE increases dealer business because it ¢ 
dealer's salesmen and the dealer's customers and prospect 
immediately complete information about 5,000 office items. 
Distribution of this impressive catalog spotlights you as th 
One” dealer in your community. If you want to be the ¢ 
city who has the privilege of distributing OFFICE GUIDES & 
name, write Shaw-Walker, Muskegon, Michigan. : 


GHAW-WALKER | MUSKEGON, te HIGA 4 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE 


Built Like a 








OA—3 /56 75 

















Leopold Company Holds Dealer Conference 


Dealers from all parts of the country converged upon Bur It was held in a room opening into the display quarters where 
lington, Iowa, for a conference at the plant of The Leopold Leopold designs were shown, mostly in individual office lay- 
Company held January 20 and 21. With an attendance over outs. 

200, the meeting set a new record for numbers and interest The program had to do largely with technical matters con- 


Personalities at the Leopold Sales Conference 
Held at Company’s Offices in Burlington, lowa 





1. George Lester, plywood manufacture nd supplier to Leopold Co.; Everett Barker & Hedman C St. Paul; Mrs. C Baumgartner, W nson Kewanee, I! Ed 
and Sterling Lord, Leopold C Henry J. Kaufman, Henry J. Kaufman & Ass Erickson, Hibbing Office Supply, H.bt Mina Ymer L. Baumgartner, Wilkin- 
ciates, advertising agency sion 

2. Mrs. and Mr. Frederic Leopold; Mr au; Lou J, entertainer 9. Clem Puhle, S. J. Olsen Co M ukee; Leonard Lafair Frank Wolf Co 

3. Robert Shortmeyer, Clark & Gibby, New York; Mrs hn Collins; John Philadelphia; Stuart Goll, Leopold resentative; Ef Joepke, S. J. Olsen Co 
Leopold Co.; George Clark k & Git Harry W. Heller, A. Pomerantz & ( Philadelphia 

4. Sam Plant, Parkin Prtg. & Stat ttle Rock, Ark.: Larry Chronister, W. | 10. R. D. Wellever, Wellever Business Systems, Battle Creek, Mich.; S. K. Lippen 
Chronister Co., Lake Charle S. K. Jor Leopold representative . Lippen Office Supply Co., Wausau, Wis.; Charles Gerson, Finger Office Equip. Co 
Whitmore, writer and sale nsultant; Wiley Wood, Clarke & Courts, Houston Houston, Texas; Edward J. Eggleston, General Office Equip. Corp., Pittsburgh, Pa 

5. Robert Opie, J. L. Hudson C Detr Arthur Hopkins, Clarke & Courts, Dallas ll. H. E. Halvarson, Bank & Office Equip. C Seattle, Wast toastmaster, song 
Robert Fleming, Leopold C Mrs. Fleming; Sam Plant, Parkin Prtg. & Staty leader st; Glenn Fouche, speaker of the evening; Mrs. Carl Leopold 
Co., Little Rock; Robert Fleming, Jr 12. Ray Baffa. Leopold Co.: Ronald Quandt. Whiting Stationers, Rochester, Minn 

6. Carl Leopold, Mrs. Lord, Sterling rd eopold Leonard Wilcox, Roberts Prtg. & Staty Hutchinson, Kans., past president 

7. James L. Heinrich, Heinr S i Staty. ( Rochester, N. Y.; H. Robert NSOEA; William Whiting, Jour hronicle, Owatonr Minn.; Kenneth C 
Terry, Leopold Co.; Wilbur H. Cooper, Heinrich-Siebold Staty Co.; John B. Dwyer Tomsche, Journal-Chronicle 
Leopold representative; W 1 Siebold, Jr., Heinrich-Siebold Staty. C 13. John Dwyer, Leopold representative: Robert H. £ joe. L. E. Muran Co 

8. L. G. Schermerhorn, Midy Beact Sioux Fa S. D.; R. S. Jerue, McClair Boston; Russell H. Scatterday, L. E. Muran C 
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Why the BIG money in rotary card files 
is going to Revo-File dealers! 








$4,550.00 PROFIT! $2,600.00 PROFIT! 4——= 


With Revo-Files in your line, you can promise a 





"Rene 


fashioned files ... drops em into Revo-Files “‘as is” 


00 to $400 saving to your prospect the first 37 ... and goes right to work! No other single-drum 
nutes he owns one. Reason? With Revo-File he’s rotary card file of its type lets himdo this. And 
faced with costly transposition to new cards, the more cards a prospect has, the more money 
vith the need for special key-hole punched this feature is worth to him—and to you. Actually, 
ds. He simply takes his present cards out of old- it sells the Revo-File for you! 


e histories below are proof of how Revo-File dealers are making big profits! 





Hit - “t+ + + ee 
ee 
































Ramsey, Inc., Philadelphia, Pennsylvania, The Horne Desk Company, Atlanta, 
rece 35 Model C58 Revo-Files, Georgia, made a sale of 20 Model C58S 
taku profit of $4,550.00. Many Revo-Files a short time ago, netting them 
an i r for one or two Revo-Files $2,600.00 profit. Mosler Revo-Files often 
turns kind of bonanza! sell in batteries, this way. 
pansion program is opening a limited number of valuable 
f dealerships to qualified dealers! 
Write, wire or phone The Mosler Safe Company, Hamilton, Ohio Dept. OA-3 
Only single-drum rotary card file of its e “Hottest” rotary file on the market— 
type that does not require attachment sales doubled in 1955! 
ract 
E, venetentedennd.cctentionnsiind e Big profit on each sale—with no service 
ihe headaches! 
f nts loss or mutilation of cards! 
Pr ally sells itself... produces 40% « Wide-open market—every firm or bank 
Jers! with 3,000 or more cards is a prospect! 
OA—3 /56 





Sahlin-Klassen & Company, Revo-File 
dealer in Los Angeles, California, sold an 
installation of 16 Revo-Files and made a 
profit of $2,572.80 on them. Other Revo- 
File sales by dealers have ranged from 
$440 to $17,000 profit ! 


The Mosler 


WUO/UE 


Another fine product of 
The MOSLER SAFE Company 
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cerning Leopold products, plus several appropriate talks on 
selling. Sterling Lord, vice-president of the company, presided 

Following addresses of welcome, Frederic Leopold, president 
of the company, told of conditions in Burlington favorable 
to the best woodworking traditions. He told of new personnel, 
of an orderly plant with modern equipment, the company al 
ways being on the lookout for something new and better, 
of many young men attracted to the organization since World 
War IL. 

Mr. Leopold asserted that the Document line introduced in 
1953, the company’s top grade, had been improved and ex- 
panded and that some dealers were doing remarkably well 
with it, some others just started. He expected a substantial 
gain in sales in 1956. He also told of changes including ex- 
pansion affecting Streamline and Modular lines, and the 
sales potential offered by new plastic tops 

Pete Iwema, representative of the DuPont Company, de 
scribed qualities of Dulux, the finish used on Leopold furni- 
ture which, he stated, is the best finish the DuPont Company 
sells. 


Desk Sales Up 

Robert Spelman, executive secretary of the Wood Office 
Furniture Institute, reported that wood desk sales in 1955 were 
39.6% over 1954, wood chairs 29.4%, wood furniture average 
34.5%. The key to success, he said, is pleasing the customer 
selling modern office design instead of just furniture. 

George Lester, general manager of F. Eggers Plywood and 
Veneer Company, had an interesting array of samples of ply- 
wood. He showed some of the steps made in handling and 
assembling plywood. For many years he has supplied the 
Leopold Company with its plywood and veneers. 

Robert Ervin, president of Pacific Desk Company, Los 
Angeles, was the first dealer on the program with a topic, 
“Selling Modular Furniture.” The first step, he said, was to 
decide on adequate inventory. His second point was advertising 
and promotion. Dealers should feature the force of fashion 
which, he declared, applies particularly to modular equip- 
ment. He told of good returns on direct mail advertising. His 
third point was flexible display. He does not hesitate to tear 
down and set up a special display for a single customer. Fourth 
had to do with training, the modular furniture requiring men 
schooled in selling the advantages of that type of equipment 

Henry J. Kaufman, president of Henry J. Kaufman & As- 
sociates, advertising agency, gave an excellent sales talk 
entitled “Opportunities Unlimited.” He reminded that profits 
come from selling. Mr. Kaufman observed that this decade 
has passed from its first emphasis on production to the selling 
phase, a gold mine awaiting the dealer who learns modern 
selling. Urging dealers to more active sales efforts, he said 
what is new in sales to office furniture dealers is old to some 
other lines of business. He added that considerable improve- 
ment had been observed in recent years. What with new build- 
ings and increased demands for paper work, his observation 
was that people want new modern office equipment. 


Hear Wilcox 


Leonard Wilcox, immediate past-president of National Sta 
tionery & Office Equipment Association, opened the second 
day’s program with an address “How Does Your Garden 
Grow?” He said we get out of office furniture selling just 
what we put into it, using a garden for example. The best 
way he knew was hard work, study, digging. He told of an 
outstanding salesman who in making a call always gave his 
customer or prospect some idea he could use. This salesman 
studied office planning, saw opportunities for creative selling, 
had something in service to offer when customer complained 
of rising costs, learned that customers were the best prospects 
for new equipment, made full use of manufacturers’ advertis 
ing. 

Mr. Wilcox told of possibilities in selling modernization and 
how new handling of Leopold products had brought a change 
in the sales attitude of his own staff. Commenting on ex 
periences when traveling for NSOEA, he discovered that few 
dealers themselves used the modern office furniture they were 
selling. He urged them all to do so. He told of the necessity 
of a profit on every sale and the danger of selling only for 
volume. 
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The designer of the Document suite, Charles U. Deaton, 
spoke on “Designing for People in Business.” The Document 
suite was awarded the first prize for design last year in a 
nation-wide contest conducted by the Hardwoods Industry 
Exhibit. In designing, he said, you must. have a philosophy. 
In laying out rooms or offices he figures on people, plans 
where people should be, puts chairs there. Design in planning, 
he said, solves many practical problems. He gave some in- 


teresting suggestions on colors in combinations. 


Whitmore is Speaker 

Eugene Whitmore, who has worked with office furniture 
manufacturers on various occasions over a period of many 
years, spoke on “Sales Program for 1956.” This was his fourth 
appearance at a Leopold factory convention. Much of his talk 
had to do with selling in depth. He said that while 80% of 
the orders from important companies may be signed by pur- 
chasing agents, 77% have been placed because of requisitions 
or recommendations of other persons. He gave examples to 
prove his point, showing how calling upon department man- 
agers and officers had led to valuable business which would 
not have developed without the close touch beyond purchas- 
ing agent level. 

Personalize every call, he said. Make it plain that you 
planned that call and had something definite to offer. Per- 
sonalize your promotional matter. It makes a good impres- 
sion and gets you in. 


Banquet Enjoyed 
[The banquet was a joyful occasion. The guests filled the 
ballroom of the Burlington Hotel. H. A. Halverson, of Bank 
& Office Equipment Company, Seattle, served as toastmaster, 
song leader and soloist, an expert in all three capacities. Louis 
Lau, introduced as a language professor from Germany, gave 
an interesting monologue on English as she is broken. Brief 
remarks were made by company officials. 
The speaker of the evening was Glenn Fouche, lecturer 
and former president of Stayform Company. He supplied a 
good mixture of humor and practical sales ideas. 


Gunvir Industries Hosts Meilink Dealers 

Gunvir Industries, Chicago area distributors of products 
manufactured by Meilink Steel Safe Company, recently were 
hosts to dealers attending Meilink’s sixth annual sales clinic 
at Gunvir’s Chicago offices and showroom. 

C. C. Penske, Meilink sales manager, directed the clinic. 


MEILINK CLINIC ., . . for dealers in the Chicago area was held 
recently in the Gunvir Industries office in Chicago. Shown left 
to right are, Virginia Wiesner, Gunvir; Lem Rempala, Office 
Furniture Clearing House; H. G. (Hal) Johnsen, Gunvir; Henry 
Jagow, Office Furniture Clearing House; Glen Bortner, Meilink; 
G. A. Fanslau, Walter Howard and Walter Koepke, all Marshall 
Jackson Co., C. C. Penske, sales manager, Meilink; H. W. Lack- 
land, Marshall Jackson; E. Siegfried, Harry Deutsch, Lester Gunder- 
son and John Egbert, all of Horder's Inc. 


He and Glen Bortner, Meilink, presented the company’s new 
sound film depicting plant operations in Toledo, Ohio, and 
explained the newest developments in the company’s line of 
safes, burglar-resistive chests, insulated files and business 
machine stands. 
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Cross Section of + UNMATCHED SOLUBILITY ~. HOLD POINTS LONGER offers steady repeat business. 
““ANADEL” lead ‘ Cust ical S 
Rounded hexagon, dozens in % gross boxes, and in ustomers come back for more 
8, 9, 12 and 24 color assortments. because Dixon Anadel offers 
more for the money” always! 
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STREAMLINED UNIT! 


Ideal for all small and medium 
sized retailers—a superb quality 
product in the low price class. 
Compact, sturdy, precision-built; 
manual! or electrically operated 
models in green or ivory. 


« Customer gets itemized 
receipt of each item purchased; 
Regna simultaneously records 
copy for owner « Sale Total and 
Grand Total are automatically 
registered and recorded; total 
receipts can be instantly 
checked any time « Single item 
key records single item sale in 
one swift operation « Non-add 
key allows use as adding machine 
—without affecting Grand Total 
e Customer counting device 
shows volume of daily traffic 

¢ 6 designating keys for clerks, 
departments, special items « 
Lock for Grand Total and Sub 
Grand Total—and for tape « 
Individual keys for Charge 
Sales, Paid-Out, Non-space 

and Repeat operations. 
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Complete stock of Regna parts available throughout the U.S. 
ee 


Regna Cash Registers, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 
Please send more information on the new Regna itemizing Cash 
Register and outline advantages of becoming a Regna dealer. 





IN GIIIA ..100sccsestesseceewtsesetosessinhecabidebetdsieniapenetninessesusdontananiaiannmnananannnn 
IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre 
Dame St. W., Montreal, Que., and Business Equipment Machines, f 
489-R King St. W., Toronto, Ont. DBE i. .cccenssininicpinesnerinvriitiilliatiniasitnmeme 
OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507 rgen : 
Norway. ms : » SER, CORT .isvcsssnciictissstinntiniitatiaiaeieamiaiclitlbaisedbiaatial Zone.......... a 
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Weber Costello Honors Employees 
with 25-year Service Pins 


Weber Costello employees and their families gathered at 
the company plant in Chicago Heights, IIl., recently for an 
afternoon of fellowship, sightseeing and presentation of serv 
ice pins. 


Pins denoting 25 years of service were given to 12 em 





RECEIVE PINS ... Earle F. Opie, front row right, Weber Costello 


president, presented 25-year service pins to employees recently. 


Pictured in the back row are, left to right, W. F. Scarborough 
28 years; Eugene Cicotelli, 30 years; Catherine Johnson, 31 years 
Art Wallmeyer, 32 years; Emilie Kalvelage, 35 years; Elmer Lawton 
34 years; George Rotolo, 32 years; John Foushi, 32 years, and 
George Annis, 36 years. In the front row with Mr. Opie are Alma 
Marcuson, 38 years of service, and Gildo Tieri, 40 years with the 
company. 

ployees who have served that long or longer with the com 
pany. Each pin bears the company insignia and is set with 
a diamond. 

Earle F. Opie, in making the 
individual for the par: he or she has played in the progress 
of the company and said the service of the group totals more 
than 400 years. 


presentation, thanked each 


Metropolitan New York Travelers 
Hear William Greenleaf 


dinner meeting of the 


York was held 


Metropolitan 
January 11, at the 


The regular monthly 
Travelers Club of New 
President Tavern, New York City 

As dinner drew to a close, President Milton Stone wel 
comed members to the first meeting of the new year. Afte 
the minutes of the previous meeting were read by secretary 
treasurer Herbert Grayson, Ace Fastener Corporation, and the 
treasurer’s report given 

The Travelers presented retiring president Martin M. Moldow 
with a handsome set of gold cuff links on behalf of the club 
as a token of appreciation for his services 

President Stone then reported on the decisions of the Board 
of Governors, reached at their December meeting, among 
which were the continuation of dinner meetings, arrangements 
to “print” future issues of the club’s news sheet, to have 
members address future meetings on 
the formation of a glee club to be known as “The Metropolitan 
Glee Club”. All proposals met with approval and many of 
those present signified their desire to join the glee club 

John Fiske, All-Rite Pen, Inc 
nection with the club’s drive to get the NSOEA to hold thei: 
convention in New York City at a later date. William Lowen 
thal, A. W. Faber-Castell Pencil Company, Inc., chairman of 
the placement committee, reviewed the progress of his com 
mittee and their functions in putting the man and job to 
gether. 

He stressed the fact that not onl) 
salesmen and desirable lines for manufacturers 


topics of interest, and 


reported progress in con 


were jobs procured fo! 
representa 
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tives, but that the committee has also been instrumental ip 
helping numerous manufacturers procure desirable and satis 
factory sales representation. 

Harry Fensterheim, S. E. & M. Vernon, Inc., announced 
that the Stationers 12:30 Club’s annual outing will be helf 
on Thursday, June 28th at the Knollwood Country Club, White 
Plains, N. Y. 

President Stone then introduced the guest speaker of the 
evening, William Greenleaf, Bainbridge, Kimpton and Haupt 
Inc., New York, N. Y., whose topic was: “The Salesmans Rok 
in Distribution”. In opening his talk, Mr. Greenleaf opinedg 
that the problem seems to be; how to get more merchandig 
into the hands of the public. 

Selling and distribution go hand in hand as dominant fae 
tors to serve more people and bring more goods to mor 
people. Pointing out that there is no limit to distribution ané 
sales, he declared the world of salesmanship is large ang 
round and the more we enlarge our concept, the more we be 
come aware of how large and round it is. He cailed attentiog 
to the fact that success comes to salesmen due to the applica 
tion of techniques established through the background of theg 
experience, information and observation. 

With such a foundation, plus a knowledge and respeq 
for their products and a love of the work they are doing 
there should be no limits for the future of distribution ang 
selling. In conclusion, he gave the following analysis of the 
word “SALES”: 

“S-stands for service, A-attention to job, L-labor, E-er 
thusiasm, S-smiles.” A formula that should be helpful to saleg 
men as a guidance along the road to successful selling ang 
distribution. 


———————— 


1956 Cincinnati Office & Business Show 
Scheduled for October 16, 17, 18 

[he 1956 Cincinnati Office & Business Equipment Show 
which will be the second annual exhibit project, will be held 
October 16, 17 and 18 at the Hotel Sheraton-Gibson Rog 
Garden, utilizing the entire area of public-use accommodation 
of this facility. 

Lynn P. Carlson, with L. P. Carlson & Associates, wht 
headed the 1955 show arrangements, will continue as genef 





f 


GEORGE S. LONG 


LYNN P. CARLSON 


al chairman for the 1956 show. Business office for the shot 
will be at 311 Pike St., Cincinnati, with Earl J. Winter, bus 
nesS Manager. 

rhe Cincinnati Office & Business Equipment Show Com 
mittee, Inc., a non-profit corporation which sponsored the fir 
show and continues the auspices of the 1956 presentation, com 
prises representatives of the metropolitan Cincinnati offi¢ 
and business equipment industry. 

George S. Long, head of George S. Long & Son, represeni 
ing All-Steel Equipment, Inc., an original trustee of the shot 
committee, has been chosen president of the committee fo 
1956. He succeeds Henry A. Smith, with Eriksen’s, Inc. 

Miss Eileen Nock, with Manpower, Inc. has been electe 
secretary and James A. McDevitt, with the Underwood Cor 
poration, has been chosen treasurer for the 1956 show. Joh 
L. Howison with Kelsall-Voorheis, Inc., is retiring treasure 

Chosen trustees of the 1956 show committee are Loni 
Smith, Carlson, Miss Noch, McDevitt, Howison and Richaf 
Donohoe, with the J. A. Kindel Company; Hart Randall wil 
Diebold, Inc.; Frank DiCanio, with the Charles Bruenit 
Company, and William J. Schmid, Hamilton County assistal 
prosecutor and legal counsel for the committee. 
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plenty copy 


eye appeal NeW sales appeal New packages from M & V! 


SEND FOR FREE PRESENTATION KIT! 
Mittag & Volger, Inc. 
Park Ridge, N. J. 
[’d like to be shown how one of M & V’s four great 
lines can help me make more money. Please 
send me the Presentation Kit checked below. 
OM&M 


0 Tagger 0) Plenty Copy 


MITTAG & VOLGER, INC., 
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Look new? Look different? You bet! They’re 
the famous, top-quality M & V carbon paper 
and inked ribbon lines all dressed up in color- 
ful, handsome new packages that pack sales 
wallop aplenty! And that means big profits, 
repeat sales for you! 


These beauties now tell at a glance the true 
inside story of the matchless quality and long 
life your customers expect and get in any one of 
these four complete M & V lines. It’s the same 
“‘Sell- Powered” message M & V is telling in 
Nation’s Business and Dun’s Review to your 
regular and new customers (and you'll be seeing 
plenty of those!). But for the complete profit- 
building story, just mail the coupon today! 


PARK RIDGE, NEW 


JERSEY 
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FUNCTIONAL 






brings 
new 
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to 

Selling | 


The Leopold 


The functional Document brings depth and warmth to any Document 





office. True luxury with a lasting living design preferred Line 
by top executives the country over. Winner of highest hon- , 
ors in the “Design In Hardwoods” competition. Offer your luxuri 
customers one of five fine finishes and enjoy increased sales. nn 
Vo 
Write for colorful Document brochure. | 
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Here is “Chairman” comfort for all the board members meeting 


. the chairs are cushioned with 


n tl indsome conference room. . 
luxurious 5. Koylon Foam! Yes, Koylon is your assurance of true 
deep-de} ymfort, of buoyant, balanced support that actually relaxes 
you yu work. Your new office chairs cushioned with Koylon 


| keep their trim, tailored lines because Koylon smooths 


f out, sitting after sitting. Koylon comfort is good business! 
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RUBBER 
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Seek New Attendance High 
for NSOEA No. 4 Regional 


The 1956 Regional Convention of 
— NSOEA’s District Four is expected to hit a new high 
in attendance, program interest, entertainment and fellowship 

With advance registration already near the 700 
Officials were expecting to District 
Vaughan’s goal of “1006 in °56” at the meeting to be held in 
Miami Beach, Fla., April 5-6-7. The famous Roney Plaza is 
the convention hotel. 

Governor Ted Vaughan, of 
Tenn., and Convention Chairman 


“The Fabulous Fourth” 


mark 


reach Governor Ted 


Nashville 
Long of 


Stoddard’s Inc 
Maurice (Red) 





TED VAUGHAN MAURICE LONG 


Long Office Supply, Miami, Fla., are busy 
gram of business 
to excel anything yet presented for District Four stationers 

Business sessions will be held in the mornings with the 
afternoons free for recreation, sight-seeing or shopping. 

Highlighting the business sessions will be the appearance 
of the NSOEA Troupe, headed by District Four’s own Ivan 
Allen, Jr., of the Ivan Allen Co., Atlanta, Ga., NSOEA 
president, and Paul Burbank, vice-president and 
general manager. 

Others in the troupe are L. M 
Pencil Co., vice-president of the Manufacturers’ Division; 
Folger Fellows, Bankers Box Co., vice-president of the Field 
Division; Ralph DeArmond Cies, NSOEA research consultant, 
and Ken White, industrial designer. 

Other speakers on the business program will include past 
district governor Robert M. Sanford, Sanford-Hall Co., Jack 
sonville, Fla., and Jack Asthalter, W. A. Shaeffer Pen Co 

The outstanding feature of the entertainment program will 
be the Southern Travelers Club party on Thursday evening 
Billed as ‘‘A Tropical Nightmare”, it will last from 6:00 p.m 
to 1:00 a.m. and promises to be a glittering, gala extravaganza 
of mirth and merriment 

Arrangements are under the 
Frank J. Link, Secretary-Treasurer Charles H 
committee headed by Jim W James C. 
Hearn. 

Early arrivals will be welcomed with a water show to be 
staged in the Roney Plaza’s Palm Gardens Wednesday evening 
The District Four association party will be held Friday eve 
ning and will feature show and dancing. The annual 
banquet, to be followed by dance, will be held Saturday 
evening. 

In addition to this, ladies who attend the convention will 
find many special attractions on their program. Thursday morn 
ing a “brunch” and fashion show, with fashion from Burdine’s 
is scheduled to be held in the Palm Gardens. Among many 
other items planned for the ladies is a tour of “Viscaya”, one 
of Miami's historic show places 

The races at Gulfstream Park are expected to attract a num 
ber of stationers and their ladies, especially on Friday afte 
noon when the featured race will be the Stationers’ Handicap 

With their afternoons free, convention-goers may enjoy 
fishing, swimming, golfing or sight-seeing in the Miami Beach 
area. 

For those who 
trips to Nassau in the 
being planned. 

Stationers who 
may do so by 
Miami Beach, Fla 


preparing a pro 


sessions and entertainment that bids fair 


executive 


Brown, Eberhard Faber 


direction of STC President 
Hucke and a 
(Jake 


Cooper and 


a floor 


like the flavor of foreign countries, side 
Bahamas and to Havana, Cuba, are 


made their 
Roney 


reservations 
Plaza Hotel 


have not alread; 


writing directly to the 


J. E. Moore Elected President of 
N. Y. Office Appliance Managers 

At their annual dinner held in the Waldorf Astoria Hotel, 
New York City, the New York Office Appliance 
were unanimous in their selection of J. E. Moore, Monroe 
Calculating Machine Company, as president; Charles B. Ash- 
ton, Dictaphone Corporation, as vice-president and Ralph R 


Briggs, Underwood Corporation, as secretary and treasurer 
Following the usual custom, the association honored the 

winners of the 1955 Association Contest who were their 

guests for the evening. To each of the following was pres2nted 


a suitable token of their sales achievements 
George, Addressograph-Multigrapt 








Jy JY 

R. B. Davis, H. C. Anderson Mimeograpt 

J. Coleman, Ralph C. Coxhead Corp 

H. A. S aphone Corp 

K. Patte to Corp 

H. Grar oid Corp 

F. A. Berg IBM Corp 

V. Van Brunt, Kee Lox Mfg. Co 

H. Hellerer, Monroe Calculating Machine 

J. H. Holly, Moore Business Form 

>. A. Smith, National Cash Register C 
D ’ Pitney-Bowes, Inc 

As jyler, Remington Rand | 

A. N. Ford, The Todd Co., Inc 

E. A. Mason, Underwood Corp 

r Fiton 


rald, Yawman & Erbe Mfg 

President A. N. Seares, Remington Rand, Divi 
Sperry Rand Corporation, did a magnificent job as 
toastmaster of the evening. A sober note was injected into the 
festivities of the evening when the group spent a moment in 
silence in memory of late departed friend and charter member, 
John A. Noonan. 

Dr. James Bender, President of National Institute for Hu- 
man Relations, who was introduced as the outstanding instruc- 
tor in the art of human communications, gave a profound 
discussion of semantics which he termed the science of words 


v¥ F r \zg 
Retiring 


sion of! 


Fort Worth Makes Ready 
for Ninth Regional Meet 


“For the best regional meeting of the year make 
your reservation at the Texas Hotel to arrive Thursday, April 
26.” 

That’s the advice given in NSOEA regional district No. 9 
April 26, 27 and 28 at the Hotel 


1956 


where meeting dates are 
Texas in Fort Worth. 

A special program is arranged fo 
Ridglea Country Club Friday night party 

Participating will be members of the 
including President Ivan Allen, Jr., I M 
DeArmond Cies, Ken White and either 
John B. Dwyer. 

W. Neill Stewart, Stewart Office Supply Company, governor 
of District No. 9, has secured other speakers among whom 
will be Dr. R. C. (Scotty) Young, for banquet address, and Dr 
Watrous H. Irons, president of the 11th District of the Federa 
Reserve Bank of Dallas. 

For the Friday luncheon, Governor Stewart has secured as 
master of ceremonies the famed Morris Frank of the Houston 


the women including the 


President’s Troupe 
Brown, Ralph 


Folger Fellowes or 


Chronicle 

Frank just recently was M. C. of the annual dinner of the 
Touchdown Club in Washington, D.C. and the main speaker 
of the Philadelphia Sports Writer 


Association. 


January 30 dinner of the 


Convention committee chairman are as follows for the 
dealers 

Joe Roddy—general chairman; R. M 
ment; Bill Northern—publicity; Homer Royer 
tainment; Walt Maddox—reception; Art Horea—transporta 
tion; Royal Hogan, golf; W. E. Lowe, registration; and Dewe} 


Mayton, hotel reservations 


Stovall—entertain 


ladies’ enter 


Clary Announces New Declerships 


New dealers for the Clary Corporation, in two states weft 
announced by J. W. Stallings, general sales manager. The 
are Kentucky Typewriter Company, 121 S. Third St., Lous 
ville, Ky., and Woods Typewriter Company, 84 Empire St 


Providence, R. I 
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New Low-Cost Money Sate sells fast to 
Stores, Drive-lns, Motels, Gas Stations! 


Restaurants, dry cleaning shops, bars, florist shops . . . 








dozens of other small businesses excellent prospects, 
too, for new Imperial Money Safes, recently added to 
fast-selling Protectall line! 


Low-price advantage gives dealers wide open oppor- 
tunity to make quick, profitable sales—and lots of them! 


You can probably think of a dozen small 
businessmen within a block of you who 


need a good money safe. 
Show ’em this new Brétecll 
let "em s Vv w Pe 7 on it 
de selling 
a safe witl t a 
eal built-ir } i itm t 
Cz n 





































F 
sale 
nai rot s $ quality. 
SV rays has. 

t@r of fact, the fe push in 
the com tee e record 
safes, mo Sle IMafes . . . the more 
profits yougl? D€ taking to the bank. Want 

4 
more facts? Get ’em quick. Mail the 
coupon. 
Y; 
imperial Money Safe Model 1217-V 
. Fits into floor or concrete block. See dimensions 
below. Door case-hardened steel 1446” minimum 
) thickness, body 1” open hearth steel electrically 
welded at all joints. Three-tumbler Protectall 
0 combination lock controlling three 5” locking 
r bolts. Bears Safe Manufacturers Association label. 
Yr Underwriters’ Laboratories relocking device. 
‘ Qualifies for insurance savings. 
Be sure to visit us at Booth No. E87 at 
the N.O.F.A. Convention March 3-5, 1956. 
' 
HAMILTON, OHIO 
DIVISION OF THE MOSLER SAFE COMPANY 
lc = Outside Dimensions —<— tt. °°. . Se eet ee ee wy ee Co 
L High Wide Deep High ide __—(Oeep Protectall Safes, Department 926-C * Hamilton, Ohio l 
rect 8 J 29" | 48 e 2 20° | 
|_Commercia | 48" 25° A 39 20° 20° | Please rush complete details to me about the new low-cost Imperial line of Protectall 
| Accountant ] 4l” 25” 27° T 32 20° 20° Money Safes. Also send me complete Protectall catalog | 
Sibraitar 36 22° wie | wi) ow | | 
Challenger | 31” | 19” 24° t 2°0—CUwT Cia? CSCC? NAME ee 
Treasurer ae i” | @ | w | wt 
. Executive 23° t 15” 19° | 14° q - s. 12” J FIRM_ ae 
. New “Vee | 13° 15” | we 10° 10 ! 
n stod i T >. > TT ; + | Ye Ge = 
— ~ 4 12 d 1} _ a 7 i 4 ] ADDRESS =x | 
UIS | Defender Money Safe l | 10° 9° iT 3° | 3° | 5° 
S | Security Chest 12° 8° i 3° | 6° CIty ZONE TATE . = 
i_tmperial Money Sa 10° aa 8° A EB —— qnanrss 


















Trademark 


STEEL FRONT FIBRE 





3 STYLES 
13 SIZES _ 





Like a true thoroughbred- 


—its a su re-fire yninner! 





The TRANSFILE File is the favorite of many thousands of business con- 
cerns. Coupling together the economy of fibre board with the strength and 
durability of steel, TRANSFILE Files transform the haphazard conglomera- 
tion of bundled semi-active and inactive records into a systematic and order- 
ly filing system — at rock bottom cost. TRANSFILE Files have made an 
enviable reputation for rugged durability and for record accessibility. 

Made in 3 styles and 13 sizes, there is a TRANSFILE File for every purse 
and purpose. Shipped flat, they fold together like a glove. No screws, nuts, 


bolts or tools are needed. 


You'll find TRANSFILE Files a constant source of good profit to you. Put 


them on display where customers can see them. Ask your outside men to 





emphasize them. Write for the complete GUSSCO catalog today! 


ALSO Manufacturers of ‘‘Guide-O-folder’’ _ “‘Guide-O-tray”’ one “Guide-O-File"’ _— “GUSSCO”" Filing Suppilie 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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This trademar 


k identifies a 


gq business machine dealer 


“Bet your life I handle the 
Just look 
how they back me up with... 


Burroughs line. 


direct mail advertising that 
packs plenty of sales wallop!” 


Folders, pamphlets, broadsides, 
invoice stuffers— you name it! 
Burroughs offers everything dealers 
need to back sales power with 
mail power. 


“Best Direct Mail Advertising’ — 
that’s what the DMAA* awarded 
Burroughs campaigns. For these 
campaigns really pay off! Time and 
again, profit-minded dealers have 
seen it happen: mailing list names 
turned into prospects, prospects 
into customers. And it’s all so 
simple! You just pick the mailing 
plan that fits your needs. Then, 
watch your business grow! 


Sound good? There’s more to 
come. Burroughs nation-wide 
magazine advertising, for example, 
which reaches thousands of adding 
machine prospects in your sales 
area every month. Radio scripts 
and newspaper mats? Of course. 


And remember: when you sell 
Burroughs, you can really sound 
off about quality and know you’ve 
got the adding machines to back 
you up. How can you miss! Write 
today for the complete story on a 
Burroughs dealership. Burroughs 
Corporation, Detroit 32, Michigan. 

*Direct Mail Ad 


ertising Association 
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NOMDA News 








Form New Local of NOMDA 
at Dinner in New Orleans 

The New Orleans Office Machine Dealers Association be 
came affiliated with the national organization at a dinner held 
at Arnouds Restaurant January 13 in New Orleans. 

Presence of many NOMDA officers in the southern city for 
the mid-Winter meeting added to the official flavor of the 
occasion. Everett Villarrubia, president of the New Orleans 
group, presided and principal speakers included David Silvers, 
president of NOMDA; Harold Mann, executive secretary; and 
Harold Steinke, treasurer. 

Present from the New Orleans chapter were F. Burckel 
General Typewriter Company; G. H. Amann, Sr. and G. H 
Amann, Jr., Amann Typewriter Co.; Carl Daily and Mr: 
Villarrubia, Crescent Typewriter Exchange; Paul A. Lemarie, 
vice-president of the local chapter and representing Lamarie 
Typewriter Co.; K. B. Church, secretary-treasurer of the local, 
representing Church Typewriter Co.; Roland Pfister, Cash 
Register Sales; Gus Cambias, Cambias Exchange Place; A 
M. Churchill, Churchill Typewriter Co., and George Soren 
sen, Burroughs regional dealer sales representative, who at 
tended for the manufacturers’ division 

A motion was made to seek a national convention for New 
Orleans. 


COMDA Installs New Officers 

Harvey Miner, office machine dealer of Kankakee, IIl., was 
the master of ceremonies for the installation of new officers 
of the Chicago Office Machine Dealers Association at a meet 
ing attended by nearly 100 persons on January 10 at the 
Engineers Club in Chicago. 

Elevated to the position of president was Elmer Beutler 
He is assisted by Irv Strump, vice-president; Larry Walter, 
secretary, and Jack Taylor, treasurer 

Retiring as president, Al Tangora, Evanston, IIl., office 
machine dealer who achieved world-wide renown as a speed 
typist, thanked the group for co-operation during his term 
of president. He was honored with a gift, presented by Mr 
Miner. 

A prime ribs of beef dinner 
fast-moving magic show by the famed Revell were on _ the 
evening's program. In attendance were a number of past presi 
dents of NOMDA including the veteran Jim Ward, Jack 


installation of officers, and a 


Seen at COMDA Meeting... 


1. New officers installed 
Elmer Beutler, president 
Larry Walter, secretary 
tiring president 

2. Harvey Miner, maste 
to outgoing president 

3. Two former pre 
Irving Ritchie 
Weiner, Chicag 

4. Steve Kantor (left 
Shipman-Ward Mfg 
Button. The Button f 
eran Chicago firr 


loft 
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National Office Machine Dealers Association 
Haroid W. Mann, Executive Secretary, 1542 Hillhurst 


Ave., Los Angeles 27, California 


Weiner, and Irving Ritchie of New York City, stopping over 
while en route to the mid-winter meeting of NOMDA’s board 
of directors in New Orleans. 

Announcement of a series of interesting programs ahead 
employing both speakers and demonstrations, was made by 
the new president. 


New York OMDA Holds 
First Meeting of 1956 

The first meeting of the new year was held by the Office 
Machine Dealers of New York on January 10th at the Ad 
vertising Club of New York. 

President Sam Stein, Quality Office Equipment Corporation 
of New York, opened the meeting by reading a letter from 
Harold Mann, executive secretary of NOMDA, offering his 
congratulations to the new officers of the New York Associa 
tion and wishing them the best of success. 

Henry Obermeyer, administrative vice-president of the ad 
vertising agency of Bozell and Jacobs, Inc., delivered a talk 
on “What Should You Expect from Advertisers”. He ex- 
plained the functions of advertising and its role in our national 
economy. Mr. Obermeyer stressed the importance of promotion 
by Trade Associations as well as by individual dealers in 
these organizations. Following his talk, he held a question and 
answer period dealing with the subject which he had discussed 

A welcome visitor to the meeting was Gene Atkinson 
I. B. M. typewriter division. Mr. Atkinson was asked by many 
of the dealers present if it would be possible for him to hold 
a course on the repair and maintenance of the I. B. M. elec 
tric typewriter, similar to the class he had held last year and 
which proved to be such a success. He told the group that he 
would be glad to do so as soon as arrangements could be made 
for a time and place to hold the classes. 

Jerry Bronstein, Type Sales, Inc., offered to assist in the 
program as he did on the earlier course. It was expected that 
a list of dealers and mechanics would be selected and a period 
of time suitable to all would be presented to the Association 
at the next meeting. 

During the general discussion that followed several projects 
were discussed including the possibility of a joint advertising 
plan by the dealers, using the New York Times 

The matter of rental rates and storage charges for cus 
tomers who failed to call for their machines after 30 day 


was brought up and discussed 
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It’s nice to be able to lean back 


and still keep your feet 






on the ground 


et r 


\ 
\ 


\ 


A neat trick if you can doit... \ 

nd you can do it with the help of \ 
STURGI-TILT control. Try it in \ 
this No. 1205-G and then show your _ \ 
customers. Sit down, tilt back and dis- 

over that the rear of the seat lowers 
while the front remains practically sta- 
ionary permitting your feet to stay on \ 
the floor. \ 

STURGI-TILT control is a wonderful \ 
iid to relaxation and good posture. So are \ 
the big coil spring seat and the ample foam 
rubber spring-back backrest of the Sturgis 
No. 1205-G. And underneath it all is the scuff- 
proof, noiseless, self-leveling fiber glass base, 

of the biggest selling features on office 

nNairs today. 

Chairs No. 1885-G and No. 1805-G also have 
STURGI-TILT control and fiber glass bases. 
Check your price list. Do you have floor samples? ee ” 


a ait 






















(News and Miscellany 


IBM Frees Patents, Agrees 
to Break Up Rental Business 


The International Busin Machines Corporation on Jar 


uary 25 agreed to break up its vast business of renting tab 
ulating machines. 

In an antitrust consent lgment filed in l S. District 
Court in New York, the company also agreed to release ce 
tain of its patents, some on a royalty-free basis and others 


for reasonable royalties 
IBM also consented to provide American industry with 


technical know-how to operate its complicated tabulating m 
chines. 
This consent judgment, worked out by the company and 


Justice Department lawyers, terminated a civil antitrust suit 
pending since 1952 in which it was charged that IBM unla 
fully restrained and monopolized the tabulating industry a1 
that 90% of all tabulating machines in use in the Unite 
States were owned by IBM 

Under the judgment IBM is required to offer for sale 
new tabulating machines it manufactures. It also consented 
to let customers now leasing or renting machines buy then 
for a reasonable price. 

The judgment also provides for the automatic divestur 
in 1963 of IBM’s card manufacturing facilities unless IBM can 
show to the court that competitive conditions exist in this 
business or that divesture is unnecessary 


New President for Peerless Imperial 
Raymond S. Roth has joine« 
president, it was 


In a change of management 
Peerless Imperial Company, Inc., as its new 
announced recently 

Mr. Roth succeeds James Treanor who remains with the 
firm in a sales consultant capacity. Walter Kretchmer, son of 





VICE-PRESIDENT . 


Walter Kretchmer greets Raymond S. Roth 
new president of Peerless Imperial Co., Inc 


the late Otto Kretchmer, founder of Peerless Key Company 
and president of the organization from the time it merged 
with Imperial Manufacturing Compat 1928 until his death 
in 1950, will continue as vice-president 
At the time he joined th ompany, Mr. Roth stated “I 

proud to be associated with this fine organization. We intend 
to give it all we've got providing every possible service to make 
both our dealers and their stomers happy. At the same tims 
we promise to maintain the quality for which Peerless is well 


known.” 
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Waterman Upholds Fair Trade 


In the interest of protecting the profit margin of indepen- 
dent jewelry and stationery retailers, Waterman Pen Com- 
pany will continue to uphold its Fair Trade policy and will 
stop selling its line to anyone who advertises Waterman prod- 


ucts below Fair Trade prices, it was announced by George C. 
Holt, vice-president in charge of sales at Waterman Pen 
Company 

“Our continuance of this policy is based on Waterman’s 
recognition of the fact that independent jewelers and stationers 
must receive their fair margin of profit in order to maintain 
their standards of service, display and range of inventory. 
Therefore, we at Waterman continue to support Fair 
Trade,” Mr. Holt said. 

It was added that while certain manufacturers find it neces- 
sary to sell their obsolete or overstocked merchandise through 
discount houses, Waterman will continue to supply its popular 
new C/F fountain pens and Sapphire ball point pens to in- 
dependent retailers for sale at Fair Trade prices 

The Waterman Company has always been friend of the 
tal element in 


America’s economic system. As a matter of character and 


independent retailer, regarding him as a \V 


principle, we will continue to support his interests in_ the 
future as we have in the past,” Mr. Holt said 


Fox Named Triner Scale Official 
rhe executive board of Triner Scale 
& Manufacturing Company, Chicago, 
has announced the appointment of Ed- 
ward R. Fox as vice-president in charge 
of sales. Prior to joining Triner, Mr. 
Fox headed his own management en- 
gineering firm, Edward R. Fox & Asso- 
ciates, specializing in market analysis 
and systems consulting work. He also 
had been previously associated with 
Ernest & Ernest in New York City 
Mr. Fox’s appointment is part of an 
overall reorganization at Triner, since 





EDWARD R. FOX 


control of the company was acquired in late 1955 by Theodore 
B. Jansey who is now president. The company has extensive 
plans, according to Mr. Fox, for new models in their present 
line of postal and industrial scales as well as additional prod 
ucts. New emphasis will be placed on advertising and mer 
chandising of Triner products, Mr. Fox further stated 


EXCUSE US, 
PLEASE 


scenes seimmeeemmms .-—«-—«S«-—=sé«éimr ic ee a nine RD 





et 


4 trade journal correspondent inadvertently submitted the 
wrong picture of a tape recorder installation accompanying 
story on page 29 of the January issue pertaining to Bachman 
Office Equipment Company, Greeley, Colo. Bachman’s acts 


as Dictaphone agent for its territory and has not sold tape 


recorders as shown resting on the seat of an auto. The error 
is regretted 

Walter H. Mieth points out that the Mac-Mieth Company 
which was owned and operated jointly by Walter H. Mieth 
and P. J. Mieth was dissolved September 20, 1955 by mutual 
agreement and two separate firms resulted from this dissolu- 
tion. M. ¢ Mieth Mfrs. still owns and operates the Port 
Orange, Fla., plant and P. J. Mieth Manufacturing Company 
is conducted in Kenilworth, N. J. Information furnished 
OFFICE APPLIANCES for story in January issue regrettably 
failed to mention the continued operation of the Florida plant. 
Che additional data is welcomed 
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LETTER and 
LEGAL SIZE 





Letter Size No. 4881 
Legal Size No. 4882 


STYLED FOR EFFICIENCY! 


ASE letter and legal size desk trays are functional! Designed 
uick efficient handling of all office mail and material. 

are strong and graceful. One piece formed steel con- 

ion with smooth rounded edges. No rough or sharp 

ers. Rests on full side channels. . . no rubber feet to come 





nd get lost. Have cut-away at front for easy grasp and 
p of correspondence. 
are large and roomy. Letter size easily accommodate 
d letter file folders. Four stacking posts come with each 
Give you unlimited flexibility and convertibility “ane 


indard finishes—ASE Dawn Gray, Stylite Tan, Mist Green 
and Green match ASE Office Furniture. 








Write for complete information 
ALL-STEEL EQUIPMENT INC. 
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to make bucks with Miami Systems! 














































A 


You're in for more big wampum 
when you hit the “sales path” 
with Miami Systems business 
forms—the forms all American 
businessmen want to buy! 


Miami Systems incorporate into 
each easy to fill out form every 
fact a businessman (or gal) must 
have to complete any business 
transaction. They re competitively 
priced ¢ conveniently sized for 
quick filing ¢ easy mailing 

¢ custom-made to precise customef 
spec ifications. All orders are 
immediately acknowledged, 
promptly delivered. 


Big volume sales and profitable 
repeat orders await dealers who 
add Miami Systems to their 
present line. Dealers also enjoy 
Bonded Dealer Protection which 
guarantees no competition 
from us—ever! 


For more information and facts 
about our new low prices, 
write today. 





=—_ | 
JCA 
ystems 


7) | MIAMI SYSTEMS CORPORATION 


Ccirimciunnate ee, @ea te 


SN 
MSC Business Aids include Rite-Type-Snap Carbon Forms e Continuous 


Forms ¢ Continuous Interleaved Sets « Autographic Registers and Forms 
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OUT 
| PERFORMS 
ALL OTHERS! 















Gre hb mON A 
On 
O10 ®D 


AAD 








avrna 
HAAOUAD 





sold 

and 
serviced 
exclusively 







100,000,000 





machine 


7) dealers 
oh 


ADDING 





NE COMPANY 







OOD, CALIFORNIA 
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<2") INDEX 
CARDS 











JUST A FEW OF THE MANY 
FORM CARDS MADE BY Was 
ASK FOR CATALOG ... 





The Weis Manufacturing Company 





Monroe, Michigan 
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“The Complete Line — 
That Stands the Test of Time” 





RECORDS 
ETERNAL 
CARBON PAPER 


Curl Resistant 
SiiTe) Resistant 
Relate A AA-tel glare 


Excellent Quality 





ielanelliicliul-laectehitniclailels 


elite Mel a-lehi-tame(-lel (Tam elgeliir: RECORDS 
ETERNAL 
Nifelslelelgemmadcilelall RIBBONS 
Lightweight A standard of perfection 
Featherweight in Fine Cotton Ribbons 
alelae mi itcelltiamelalemlaliclaticm mialciae peal 52 
Service Medium, 
Medium Heavy, 
Heavy 


STORMS 


SERVICE BUREAU 





The Storms Service Bureau is ready 
to help you with special applications 
of Carbon Paper, Inked Ribbons and 
Carbon Rolls. You are invited to 
consult with Storms whenever you get 
such requests from your customers. 
No obligation, of course. 


HOM.STORMSCOMPANY —“s—s—~—<—tssSsCK ig 
H. M. STORMS Storms Building, Brooklyn 38, N. Y. — 
COMPANY 
Eternal Carbon Paper and Ribbons. Please send complete information. 


| 
STORMS BUILDING | () We would like a copy of the Storms Catalog. 
':) tele) @B 4. iki: 3a. ie a | NAME ll catia hie es 
| 
| 
| 





Gentlemen: 
|] We would like to know more about the profit possibilities of Records 





COMPANY NAME ampeneannmyipatennnaaiminiaimiinil . 
ADDRESS ee - etienincaentebaiieaiiliiiiclaal 
CITY sacle ——————— Ce es cemncineniettins — 
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Button Family Purchases 
Shipman-Ward in Chicago 


George Button and sons Jack, George II and Dick have 
announced their purchase of Chicago firm of Shipman 
Ward Manufacturing Company. They have acquired a con 
cern which has been prominent in the field of sales and 
service of office machines and equipment to typewriter and 
office machine dealers internationally for the past 63 years 

Active in the typewriter business for 54 years, George 
Button, former president of the Wholesale Typewriter Com 
pany, New York City, will add his extensive knowledge of the 
entire office equipment field as an asset for Shipman-Ward 

Jack Button, president of Wholesale Typewriter for the past 
two years, has resigned to take over the presidency of Shipman 
Ward. George Button II, now operating the General Type 
writer Company of Paterson, N. J., will also be associated 
with the firm. And Dick Button, the internationally famous 
figure skater, will become a vice-president. Dick is a graduate 
of Harvard Law School 

Steve Kantor, present vice-president and treasurer of Ship 
man-Ward, carries on as the executive vice-president and 
treasurer, and Miss C. M. Bircher remains as secretary and 
credit manager. 

It is the intention of the new management to give augmented 
service to dealers and keep Shipman-Ward a foremost leader 
in used office equipment 


Desks, Inc., Office Planning 
Organization, Formed in Chicago 

A group of eight Chicago men, all with long experience 
in the office furniture industry, have formed Desks, Inc., 
109 S. Wacker Drive, offering complete facilities for planning 
the entire decor and furnishings for an office or group of 
offices. 

The organization has taken the motto “Offices for Living” 
which to them denotes the growing need for professionally 
planned offices in the Chicago area. Particular emphasis will 
be given to the executive and his personal working habits. 

Those forming the new firm are Burt Alfvin, William Dun 
lap, Gerald L. Hall, Donald C. Madden, Arnold L. Roberts, 
Edwin J. Shermikas, George L. Wucher and S. J. Rohman 
Their total experience in the field is better than 109 years 

Each member of the corporation acts as a designer-salesman, 
doing the complete job for the customer. The general plan 
put forth is to “bring a new world of color to office workers.” 

At the present time, the company is featuring products of 
the Standard Furniture Company and the B. L. Marble Chair 
Company in the wood furnit lines and is contracting to also 
carry a steel furniture line 

It was pointed out that Desks, Inc., is a firm name which 
has been used successfully in other cities, but there is no inte! 
relationship with the new firm 


G. James Farmer Elected President 
of Ralph C. Coxhead Corporation 


Ihe board of directors of the Ralph 





( Coxhead Corporation of Canada 
recen nnounced the election of G 
James Farmer as president of the firm 
Mi Farme! was formerly vice 
president of the firm which he joined as 
a salesman in 1934. He will continue 
to ser a director of both the U. S 
and Canadian companies. Mr. Farmer 
introduced the first offset press to the 
G. JAMES FARMER Ameri in market and is a pioneer in the 
sale of o duplicating machines and 


equipment. 

He established the Canadian company in 1947, which now 
has functional offices in Montreal, Ottawa, and Toronto. As 
president, he plans greatly accelerated activities in that coun 
try. 


100 


nena 





ALL-MATIC CORPORATION formerly Health Items Com- 
pany, has completed a new plant in Hudson, Ohio at 100 Owen 
Brown St. Samuel Harris, president, noted that the new factory will 
offer modern methods of high speed automatic production for 
hardboard products. Pat Patterson has been appointed national 
sales manager for the company. 





31 Office Equipment Stores 
Named Brand Names Finalists 


From the thousands of entries received in the 1955 Brand 
Name Retailer-of-the-Year competition 31 office equipment 
and stationery stores are included in the list of 570 finalists, 
it is announced by Henry B. Abt, president of Brand Names 
Foundation, Inc. 

Four of this year’s finalists in the stationery and office 
equipment industry have previously won runner-up Certificates 
of Distinction. They are: Business Equipment Corp., Boston, 
Mass., 1953, 1954; Baker’s Office Equipment, Elyria, Ohio, 
1954; Pembroke Company, Salt Lake City, Utah, 1954, and 
Ivan Allen Company, Atlanta, Ga., 1951. 

Other finalists this year are: 





ia t ationery Co., Birminghar 
emocrat Printing & Lithographing 
( 1 Francisc Ca 
endr tationery Co 
Ronald & aley, Waterbury, C 
e e “ : ando, Fla 
a J : Tampz 
effe Sprinaf 
ary Off ary, Ind 
ta a ( Cc Alexa 
e , Ltd.. New O 
w ff Pp Equip. C 
Ke ffice plies and Ra 4 
y & hool S y 
, pany M 
Tr. 2 
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err y tica, N 
saffney & ey 3ismar¢ N 
ne Wr Kianoma 
R sa. Ok 
% Allentow 
h piv Co 
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[he 570 presentations will be reviewed on March 7-9 in 
New York at which time the judging committee will select the 
120 winners. Five winners will be named in each retail clas- 
sification a plaque for the Brand Name Retailer-of-the-Year 
and Certificates of Distinction to the four runner-up winners. 

[he judging committee, under the chairmanship of H. B. 
Price, Jr., President, Price’s, Norfolk, Va., is composed of the 
24 executives whose stores won top honors in last year’s 
competition. The office equipment and stationery store cate- 
gory will be represented by Harold W. Clopp, H. W. Clopp 
& Co., Trenton, N. J. 

The awards will be made on Brand Names Day, Wednesday, 
April 18, at a dinner in the Grand Ballroom of the Waldorf- 
Astoria Hotel, New York, before an audience of 2,000 of the 
nation’s leaders in manufacturing, media and retailing. One 
of the nation’s prominent public figures will address the group 
and entertainment will be provided by stars from the radio- 
television world 

[he award dinner will be preceded by a three-day program 
honoring the winning merchants 
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Manufacturers of Quality Office Equipment SINCE 1946 


LUXCO — the outstanding complete 
line of modern office equipment featur- 
ing Steel Chairs, Office and Business 
Machine Stands and Personal Files. 








All items are designed and manufac- 
tured with utmost skill and care— makes 
them easy to sell every time. 


LUXCO Dealers are assured of high- 
est quality merchandise promoted by 
national advertising, prompt delivery, 
attractive prices, liberal discounts. 


















Many desirable territories are 
open. Write for complete infor- 
mation today. 
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NATIONAL LOCK 


CASTERS 





NEW HOODED-TYPE CASTER 
For Wood and Metal Applications 


Protect your reputation for quality by using only NATIONAL 
LOCK Casters. Beautifully designed and ruggedly con- 
structed, they enhance the appeal of your chairs. Both grip- 
neck and top-bearing sockets. Choice of rubber and phenolic 


wheels. Complete line includes casters, sockets, leg equal- 













izers and furniture glides. Samples furnished on request. a 
IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR 
JOBBER, WRITE US. IF YOU ARE A DEALER, SEE YOUR JOBBER 

DOUBLE-RACE BALL BEARINGS 

Provide free swiveling action. Assure you 

years of dependable, troublefree service. 

QUALITY HARDWARE... ALL FROM 1 SOURCE 

On On © On a Dye at a) Om m. 
THE y 
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Genuine leather upholstery is a proud banner for many of your customers. 


t gives them a feeling of success. Its atmosphere of quality adds to the appeal 
of the office furniture you sell. And it gives you a means of trading-up. You car 


‘That's a fine model . . . but this one is upholstered in genuine leather 
Only genuine leather wears as well as it looks 


THE UPHOLSTERY LEATHER GROUP, INC. + 141 East 44th Street, New York 17, N. Y. 
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Office Units 
Enticing in 
CBS. Windons 


EXTERIOR VIEW 


@ THERE’S NOTHING more eye-catching than a series of 
complete office units set up well in front of the sales area and 
easily discernible through a wide expanse of backless plate 
glass front. This selection immediately impresses a visitor with 
the prestige of the seller and his ability to fill the wants of the 
most discerning buyer immediately 

That is a bit of sales psychology which is being put to 





ts 


PARTNERS ... Robert M. Woletz and Chester J. Krainik, two of 
the three partners owning the CBS Business Equipment Corp. 


profitable use by C.B.S. Equipment Corporation in its new 
showroom and offices at 789 Main St., Hackensack, N. J. The 
most predominating feature of this building especially con 
structed for office furniture selling is its modified S curve 
backless window of plate glass with aluminum dividers for 
frontage of 50 feet. 

By means of this display fea 
the store front and the window as a combined sales area to 
put the best foot forward of lines carried 

The use of illumination has been employed to emphasize 
this appearance, especially at night. There is a control panel 
inside the store for the overhead spotlights which are inside 
and outside the projecting marquee plus the series of fluores 
cent overhead grids inside the showroom 

‘‘This has all achieved the effects we were out for,” explains 
Robert M. Woletz, secretary-treasurer. “Since we are a little 
away from the congested downtown district our building stands 
out prominently and the window display which is so accessible 
that motorists can actually drive right up to it on the macadam 
front is inspiring in every sense of the word. Often we'll get 
phone calls from good prospects who say, ‘I'd like to know 
more about the office furniture you have in your windows.’ 

In setting up its window displays, C. B.S. likes to feature 
colors as much as possible and to tie in with themes of current 
local or national interest. For example, a public service win 
dow display with photos of the FBI's most-wanted fugitives 
attracted a lot of attention and built up the firm’s prestige 
Arranged through the Mosler Safe Company it also helped 


ture it is possible to utilize both 
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of C.B.S. Business Equipment Corp., Hackensack, N.J. 


in the sale of safes. 

[his >mpany is the result of the collective pooling of the 
talent ot three executives who for many years were employed 
by one of the country’s leading business machine manufac- 
turers. They established their business in 1949, choosing their 


Most 
Fugitives. As o result 
progrom mony fugitives 
been brought to justice 
ah the co-operation of 
minded Americon cittzens. 





A SHOWROOM WINDOW .... at C.B.S. Business Equipment 
Corp., was devoted to this picture display of the FBI's 10 most- 
wanted fugitives. Two of the criminals were caught while the dis- 
play was in transit from Washington, D.C., to C.B.S. 

trade-name from the first initials of their first names or knick 
names, Chet, Bob and Sam, but this also has a double meaning 
that could stand for Complete Business Service 

Krainik, vice president; Rob 
Halperin 


hese owners are: Chester J 
ert M. Woltez, secretary-treasurer; and Samuel H 


president, who supervise a personnel of nine ASK 


Nine Named by Burroughs Corp. 

Appointment of nine more men as regional dealer sales rep 
resentatives within Burroughs Corporation’s recently established 
regional dealer sales organization was announced by Robert 
J. Sanders, dealer sales manage! 

Those named were Charles W. Leizear and Bryant M. Har 
roun, Atlantic region; M. E. Clements, central region; Donald 
E. Kuntz, Great Lakes region; F. C. Keating, north centra 
region; William G. True, northeast region; W. E. Hempstead 
Pacific region; H. C. Price, southeast region, and P. J. Hoff 
man, southwest region. 

These men provide specialized sales assistance for dealers 


within their regions. 
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H Prentice, inc 


Designed for function... styled for color 
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| equipment styled for color—-your 
handsome indeed ... but above all, 
eliminate waste motion and reduce 

s, credenza units and tables, smartly 


ngineered to bring top efficiency to 


vork station.”” Aluminum office chairs 
rable construction, attractive cover- 
ct posture seating. Filing equipment 


pe of office record. El-Unit modular 


tised to bring you 
orofitab/e SALES 





offices, the outstanding new Art Metal develop- 
ment that gives more room per worker, yet puts 
more workers in the same floor area. 

When you plan to move, expand or re-arrange 
your offices, plan first to take advantage of Art 
Metal's comprehensive planning service. Consult 
the “Yellow Pages” for your local representative 
or write Art Metal Construction Company, James- 
town 8, New York. 


Since 1888 
the halimark 
of the finest 


ss 
= = in office 
= equipment 


j 


and systems 





Latest “extra” is new Nygen-Tolex upholstery with 14 exclusive decorator colors. This 
wide selection gives you the right colors for any office setting. Along with its 

beauty of color and finish, Nygen-Tolex gives comfort and durability that are truly 
outstanding. This new material takes its place, with Harter’s flawless metal finishing, 


clean design and original one-piece steel base, as an authentic touch of extra 


quality. If there is no Harter dealer in your city, write for information on Harter Chairs. 


Harter Corporation, 325 Prairie Street, Sturgis, Michigan 
In Canada: Harter Metal Furniture, Ltd., Guelph, Ontario 


Rando 
NYGEN 
stretch, r 
every wo 
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...and you can see 


why InIAIRTER says 





Tailors superbly without NYGEN Tolex by test deliv- 
puckers, wrinkles or stress ers the greatest tear resist- 
points. ance and stitch strength. 








w samples of this superlative vinyl upholstery write: 


TEXTILEATHER DIVISION 
TOLEDO 38, CHIO 
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McMillan Book, Trussell 
Sold to Boorum & Pease 


The sale of McMillan Book Company and the Trussell 
Manufacturing Company, Inc., to Boorum & Pease Company 
was announced on January 16 by Guy E. Hamlin, president 
of McMillan. 

Three of the oldest and most respected companies in the 
Record keeping industry are thus joined together. As in the 
past, their products will be sold through commercial stationers 

Under the direction of John W. Tamany, president of 
Boorum & Pease, the three companies will continue independ 
ently in regard to their manufacturing operations and selling 
Organizations. There will be no changes in active personnel 
for Boorum & Pease, in Brooklyn, N. Y.; McMillan Book, 
in Syracuse, N. Y., and Trussell Manufacturing Company, 
Inc., in Poughkeepsie, N. Y. 

Dealers have been advised that they can depend on these 
three companies to maintain their quality products and deale1 
co-operation. 

The McMillan Book Company was founded by the late 
John L. McMillan in 1899 at Ilion, N. Y. Mr. McMillan 
invented the first record book which could be used in con 
junction with a typewriter. The business was moved to Syra 
cuse in 1902, where the manufacture of ring binders and 
post binders became an important adjunct of the company. 

Since that time, many new products and original devel 
opments have been added. Approximately 400 people are 
employed; operating plants at 701-3-5 E. Genesee St., 305-7-9 
Almond St., 704-6 E. Fayette St. and 219 Wyoming St. 

In 1942, the McMillan Book Company purchased the 
Syracuse Paper Box Company, moving its operations into the 
Wyoming St. plant. 

In 1944, the Trussell Manufacturing Company of Pough 
keepsie, N. Y., a leading manufacturer of college loose leaf 
binders, was purchased by the McMillan Book Company. 

Upon the death of John L. McMillan, Sept. 19, 1946, Guy 
E. Hamlin was elected president of the McMillan Book Com 
pany and its subsidiary corporations; the McMillan Holding 
Corporation, the Syracuse Paper Box Co., Inc., and the Trus 
sell Manufacturing Company, Inc. Mr. Hamlin has been 
actively connected with the business for 51 years, having 
been in turn salesman, sales manager, general manager and 
president. 

The present officers of the McMillan Book Company are 
G. E. Hamlin, president; D. C. Grant, Sr. vice-president and 
sales manager; E. J. Soder, executive vice-president and treas 
urer; J. A. Steele, vice-president and secretary, and D. D 
Davis, vice president and assistant treasurer. 


Two Elected to Dixon Crucible Posts 

H. Edward Ehlers, Jr. and Warren A. Zimmer have been 
elected vice-presidents of Joseph Dixon Crucible Company 
Mr. Ehlers has been general sales manager of the firm while 
Mr. Zimmer has served as works manager 
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Mosier Acquires Building in 
New York City for Expansion 

Plans for expanding its New York City headquarters have 
been announced by the Mosler Safe Company. It has pur- 
chased the building at 320 Fifth Ave., northwest corner of 
32nd St., where the company has occupied some space for 
20 years. 

Now called the Bell Building the 12-story structure will 
be renamed the Mosler Building after renovations have been 


— 


OWN BUILDING . .. 
Mosler Safe Co. re- 
cently purchased the 
building which has 
housed its main offices 
in New York for the 
past 20 years. The 12- 
story building stands at 
320 Fifth Ave., and will 
be known as the Mosler 
Building 





made to the exterior. 

The building contains about 100,000 square feet of floor 
space. 

Edwin H. Mosler, Jr., president of the safe company, said 
the space now occupied by the company on the street and 


second floors would be greatly expanded. 


Sainberg Elects Vice-President 

Sainberg and Company, Inc., 
ly announced the election of Richard 
B. Sainburg as vice-president. 

Mr. Sainburg joined the company in 
July, 1955, and has been active in its 


recent- 


management since. The business was 
founded by his grandfather, Louis Sain 
berg, in 1892, and Robert Sainberg, 
Richard’s father, has been active in the 
business for 49 years 

Mr. Sainburg has degrees in chemical 
engineering and mechanical engineering 
from Cornell University and the Unt- 
versity of New Hampshire. Prior to joining the firm he was 
with the Naugatuck chemical division of the U. S. Rubber 
Company as a chemical enginee! 





R. B. SAINBURG 


NEW FACTORY ready for Ameri- 
can Fiber-Velope Mfg. Co., at Colling- 
dale, Pa, Plant is located on 100,000 
square foot tract flanked by the B & O 


railroad, and will house the newest 
types of production equipment. Com- 
pany offices will also be located in 


the new building. 
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ads—and on your floor 


Invincible Desks in 
slowing color make ’em 


brighten up and buy 


ue excitement’s spreading like wild fire to your best prospects 


for office furniture — sparking a sales momentum that need never 
slow down! Now, Invincible Modernaire desks in six handsome, func- 
tional finishes! A great new Invincible variety — for general office, 
executives, professionals — business-engineered for peak performance 
ind potential! 

\nd they’re advertised with full color — and full pages in Newsweek, 
Business Week and two other leading office management magazines .. . 
a powerful campaign reaching many millions of readers. Selling thou- 


our territory who make the buying decisions! 
omplete, colorful new Invincible line — desks, chairs, files and 


Modernettes gets this full-advertising-power-ahead treatment. And you 
can { w through with your own forceful promotion. Ad mats — 
fu or catalog — big impressive new brochure... all available to 
make Invincible advertising your advertising. We have no company- 
owned outlets. This exciting new campaign and the profits are all for 
you! Write for details — right now! 





i 
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; 





i Invincible Modernaire 
\ see desk and Modernease 
: secretorial chair . . . the 
Invincible file,a four- 
drawer all-steel unit. 


INVINCIBLE ~== 


gy ' 
Invincible Metal Furniture Company, Manitowoc, Wisconsin lf ' 





\ =r 





a \ 
In Canada: A, R. Davey Company, Limited, Factory Representative, 175 Bedford Road, Toronto 5, Canada 
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Elegance of design, artfully complemented by CURRENT INSTALLATIONS INCLUDE 

rich, top-grain leather, durable Elastic Naugahyde, as er lian: 2, 

Munster and Donegal Vinyl or luxurious es eee ee <a 

Write For New Catalog Illustrating and 
oe ‘ i eee os ee : - Describing The Complete Modernize Line 
decorator fabrics, create a distinctive combination “Furniture By The Inch To Fit Furniture Te 
: The Space”’ 
of lasting luxury, quality and beauty. 
Br 
, ; a gre 
Upholstered Furniture of Distinction 
For Offices, Hotels, Institutions ; 
Fo 
Br 


modernize inc 


666 Lake Shore Drive Chicago 11, Illinois Factories: Chicago, Grand Rapids 
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See this 1956 catalog for... 


EXCLUSIVE SELL FEATURES 
of the complete 


BROWNE-MORSE 
LINE 


orrice HQUIPMENT 


in every 


se of business 
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You assure yourself customer satisfaction with 
Browne-Morse lifetime steel Office Furniture. 
Many exclusive features help you sell the com- 
plete line . help you make larger unit sales: 


® mar-proof Plastite desk top 

@ feath er-touch full suspension Glider files 

®@ new aluminum posture chairs 

@ interchangeable tops, interchangeable 
crawers 

@ new colors 

@ most modern design 

@ new square-edge desk 

® complete filing systems 





Browne-Morse Office Furniture is premium 
grade designed for every need. Costs less to buy 
.. + less to maintain. 


For your 1956 catalog, without obligation, write 
Browne-Morse Company, Muskegon, Michigan. 


/SBbrowne 


—" orse 


COMPANY 
MUSKEGON, MICHIGAN 
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Danis S Nye Busy on 
Expansion Program 


A TWO-YEAR EXPANSION program, beginning last 
July, will leave Davis & Nye, Inc., of Waterbury the largest 
stationery and office supply dealer in Connecticut's “brass 
valley.” 

At present in two separate units at 187 and 222 Bank 
St., the firm will acquire three small stores and two apart 
ment buildings to permit a unified display, warehouse, and 
office arrangement. When the leases of the small stores 
expire at the end of this year, Davis & Nye will connect 
the stationery and the office equipment buildings, and put 
up a straight run of 225 feet of display window on Bank 
St. 

The main selling floor will have 10,000 square feet, with 
emphasis on office suites for package selling. The basement 
will be renovated to display promotional grades of office 
furniture and supplies, as well as to concentrate warehouse 
facilities. 

The present management of Francis Clark, president, and 
Edward Yarock, treasurer, took over the 56-year-old firm 
in late 1946. They moved from a small side street location 
to the present site in May of 1950, and straightway tripled 
volume by aggressive outside selling and store promotions 

“It’s a curious fact that our success has benefited our com 
petitors as well. Not one has gone out of business, and some 
have doubled their volume,” Mr. Yarock declared. ‘“‘The 
point is that we woke everyone up to the value of buying 
in Waterbury. Ten years ago 70% of the supply business 
and 90% of the equipment business was going out of town, 
and Waterbury had probably the most stodgy and ancient 
offices in the country.” 

After a few representative office furniture and redecorating 
jobs, a chain reaction started. “There is a lot of interlocking 
board stuff in town, so the same _ industrialist will meet 
several different groups of directors,” Mr. Yarock explained 
“When one was persuaded to spruce up his office, he would 
naturally crow to his colleagues, and each gave a push 





CATALOG SECTION 


Patricia Larrivee presides. 


where Miss 
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FRANCIS CLARK... 
ing. Edward Yarock (dark suit), treasurer, is seated on desk. 
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OFFICE EQUIPMENT .. . section of Davis & Nye, Inc., on Bank 
St. Three small stores between this section and corner stationery 
shop will be acquired and integrated into the remodeled store. 


to the other. Soon everybody was getting into the act, both 
clients and suppliers, and all on home territory.” 

A lucrative field that offers a pleasant way out of price 
competition is office and workroom layout service. Space 
engineering is becoming recognized as a scientific technique 
to increase efficiency and save money by getting the most 
out of office area rental. Davis & Nye representatives make 
surveys and suggest layouts. The key word in their sales 
pitch is “‘flow”’—the efficient ordering of seating and moving 
lines for a minimum of waste time and motion. 

Davis & Nye has local franchises for Art Metal, Royal 
Metal, Ditto duplicating, L. C. Smith, and Gestetner duplicat- 
ing, and also carries many lines not strictly franchised. One 
representative spends full time following the school market, 
with a franchise of the American Desk Company. Two spe- 
cialists handle only machines, and have found that the only 
way to build volume in office machines is to go out and 
sell. 

Although the firm’s main efforts in recent years have gone 
into building up the potential in office furnishing and layout, 
Davis & Nye has a great asset in its stationery, greeting 
card, and small gift shop. Located on the corner of Bank and 
Grand Sts., one of the busiest intersections downtown, the 
shop will just begin to realize its possibilities when it expands 
to meet the office equipment section down Bank St. With 
more maneuverability in unified and interrelated display 
areas, Mr. Yarock expects to build a small department store 
operation with an expanded sales staff under President 
Clark’s personal direction—OJM 
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president and head of sales, conducts a Davis & Nye sales meet: 
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Clark Peeper Opens New Store 
in Clayton, Suburb of St. Louis 


A branch of the highly-successful downtown St. Louis office 
equipment firm of Clark Peeper Company has been opened in 
the rapidly-expanding suburb of Clayton, Mo. Address of the 
branch is 35 N. Meramec St. 

The 30 x 147-foot store is located in the center of the Clayton 
business district, only a block from the county court house 

One half of the store is devoted to stationery and the other 
half to office furniture. Gene Walker, 26, was selected to head 
up the stationery phase of the operations, new to the business 
furniture concern of Clark Peeper. 

Henry Berry & Associates did the layout of merchandising 
fixtures for the self-selection stationery department. The office 
equipment department is actually a series of five different 
offices. Skeleton partitions were designed by Gene Brod, Clark 
Peeper vice president, giveing full view of all, yet permitting 
each office to maintain individual identity. Executive furniture 
is featured. 


New Company Publication 

National Fiberstok Envelope Company has recently initiated 
a company employee publication called “The Fiberstok File”, 
which will be published monthly for the benefit of the firm's 
employees. 

Hugh Watt, purchasing agent, has been named editor, as 
sisted by three co-editors, Marge Houck, Margaret Nuskey 
and Bill Sanders, all regular employees 


FIRST SHIPMENT of B. L. Marble 
chairs overseas by air was sent to San 
Juan, Puerto Rico, to fill a $20,000 order 
for 600 conference room, lounge club and 
executive office chairs. Air shipment was 
necessary to coincide with the opening of 
the Puerto Rico Bar Association building. 
This is believed by the company to be the 
largest air freight overseas shipment of 
office furniture. 





GENERAL VIEW . . . of Clark-Peeper's new 
store in Clayton, Mo. Office furniture is 
at left and commercial stationery at right. 


Ballard Now Manager for Bartlett 
Bruce Ballard is new manager for 
e Bartlett Safe & Desk Company, Okla- 

’ homa City, Okla. 

Originally from Arkansas, Mr. Ballard 
came to Oklahoma City in the early 
1940's. He went to work for House of 
Wren in 1944, where, starting in the 
stock room, he learned the _ business 
“from the ground up”, with the late 
J. L. Wren Jr. as tutor. 

After eight years with House of Wren, 
Mr. Ballard became associated with the 
Beamus Office Supply in 1952, where he 
was manager for two years. Prior to joining Barlett Safe & 
Desk Company, he spent about six months in the sales division 
of Mike Bryan, Office Supplies —EVH 





BRUCE BALLARD 


High Point Bending & Chair 
Changes Name to Boling Chair 


High Point Bending and Chair Company, a name long 
known in the furniture industry, has been changed officially 
to Boling Chair Company, effective February 1. 

F. J. Boling, president of the firm, said that only the com- 
pany’s corporate name has been changed, with no effect what- 
soever on the firm’s ownership. 

He pointed out that the “Boling” name has been used for 
some time in connection with the firm’s line of office chairs, 
and “Boling Chairs” has been established nationally as 4 
product of the company. 
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Illustrated are three of the many available models 


How these colorful Mop-U-ELLS stimulate 
office personnel, save space 





Wouldn't like to give all your employees the and more efficient in the office. Available in three 
space th eed to work efficiently? In an office All working and filing space is at fingertip colors and 112 
they'll be | 1 of—without adding to your pres- reach—helps your people to do more work with different models 
ent flo less fatigue. 

You 1 find the answer in “Y and E’s” excit- We believe the Mop-U-ELL is the most ad- 
ing new Mop-U-ELLs. You can give an employee vanced development in modular units. 
the equ t of a desk, a work table, and a filing Any one of the three color combinations ( Drift- 
cabinet © more space than his present desk and wood Tan, Surf Green, Neutra-Tone Gray) will poate: 
chair tal y themselves. add attractiveness to your general office. 





Other Advantages of the Mop-U-E.i 





You cl from 112 different Mop-U-ELL mod- For help in making better use of your present 
els to mat e exact needs of each individual. floor area to create a more profitable and attrac- SURF GREEN 
This 1 t your employees will be happier tive office, see your “Y and E” representative. 










In its 75th year... 





NEUTRA-TONE GRAY 


"Y and E”’ looks to the future 


YAWMAN A»? FRBE MFG.(. 1015 Jay Street, Rochester 3, N.Y. 
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] @ New fashion, new value... new profits for you! They’re all here 
- in these two great lines by Cosco! 
Chairside Table 


Model 541 COSCO Business Furniture + Meets today’s demand for a 


warm, congenial atmosphere in business. Introduces the latest 





advancement in furniture comfort, Cosco’s exclusive Leaf Spring 

Suspension: the cushions ride on flexible bands of tempered steel! 

Step-End Table Foam rubber or coil spring cushions, cloth or plastic upholstery 

Model 521 in wide choice of patterns and colors. Tan or ebony enamel finish. 

COSCO Office Chairs «+ Executive and secretarial seating com- 

pletely adjustable for individual comfort. Also side chairs, con- 

ference chairs and folding chairs . . . all ““Office fashioned”’ to look 

better, feel better, wear better than others costing twice as much! 

Fils Both these exciting new lines are heavily advertised in leading 

poses tae 4 business publications. Make the most of it! Stock up now. . . and 
: be sure to see Cosco at the NOFA Exhibit! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 
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Model 20-1 





















aes ) 3 “3d Conference Chair 
y - List Price, cas List Price, $23.95 
($31.95 in Zone 2) , ($25.95 in Zone 2) 
ae 
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Zone 2—Texos and 11 Western States 
: ge He? 


ais (Zone 2—Texas and 11 Western States) 


Model 22-L General Office Chair: 

ideal for reception room, conference 

room, private office ... and for mass 

seating. Check these outstanding 

features: smart, new square tubing; 

all-steel, comfort-cushioned, saddle- 

shaped seat; contour-curved back- 

i i rest; legs extended in rear to prevent 

Model 18-TA Model 20-LA backrest from marring walls; rubber- 


Executive Posture Chair Conference Arm Chair cushioned steel gliders. Stock and 
List Price, $28.95 








($51.45 it Zone | ($30.95 in Zone 2) sell this new COSCO value . . . for 
—_—_—_— business and institutional use! 


SEE Cosco! 
Booths E-97, 98, 99 and 100 Model 22-4 
N OF A Exhibit General Chair 
Kiel Auditorium, St. Louis ' wiane, pp! 
March 3, 4, 5 


usinens puraitorre| 


bad + 
Model 60-Y j Model 18-T 
Space-Maker Folding Chair General Office Chair 
$10.5 List Price, $43.95 
($46.45 in Zone 2) 
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GONDOLAS . with and ad 
justable shelves emphasize mass display 
and permit flexible design. 


Plimpton’s - 


Modernization 





Encourages Self-Selection 


self-selection 
modernization 
which has 


6 MAXIMUM ENCOURAGEMENT toward 
of merchandise is quickly evident in the recent 
of Plimpton’s Stationers of West Hartford, ¢ 
expanded three times since 1935. Purpose 
a display of merchandise as 
permit, utilizing flexible fixtures so that stock can be moved 
around easily as well as providing for future renovations and 
expansion. 

“It’s all in keeping with the the 
field, that of promoting customer’s self-selection through store 


onn., 
is to show as large 
will 


the 45x55S-foot sales area 


latest trend in stationery 


design as opposed to the old-fashioned theory of keeping 
merchandise hidden behind wall counters,” said Leon H 
Glazer, store manager. ‘‘Self-service, of course, is hard to 


attain in our field because in most customer wants an 
explanation of the item. He can’t pick it up and stuff it in a 
bag or basket as in a food store. So we such im 
pulse buying by mass displays except in the case of certain 
expensive items like fountain pens desk which still 
have to be placed in showcases.” 

Helping to achieve this purpose is a generous use of from 
400 to 500 feet of pegboard. The back are lined with 
peg-board cabinets to hide “ugly” items stock boxes, 
with samples of stock, such as loose-leaf devices, ring-books, 
ring-binders, various sheets placed 

Shadow boxes with peg-board backings also highlight cer 
tain items like desk sets and drafting Interior lighting 


cases a 


encourage 


and sets 


walls 


such as 


on cabinet doors. 


boards 





helps in 


sets 


and in other areas 


used to 


PEGBOARD behind counters 
displaying many items. Cases are st 


and quality items. 


feature pen 
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display of these boxes, operated on switch control, serve to 
heighten the effect when desired 
Middle-aisle gondolas with racks and adjustable shelves 


further emphasize the mass display angle as well as permitting 
flexibility in design. These eight-foot gondolas are cut into two 
sections, moved together. Pegboards on each end are used to 
hang samples 

All small items such as tape are placed in open, counter 
Better quality 
and stepped-up counters for quality 


top displays merchandise Is in glass floor cab- 
inets with sliding doors 
groups. In the counters are pull-out trays which can serve as 
a selling counter, and underneath cabinets are open. 

A sit-down section for personalized stationery is in the rear. 
the only the floor, for fountain 
pens and expensive merchandise, are in this section. 

“With this new move we've had to cut down on the amount 
of stock on the floor,” said Mr. Glazer, “but this is offset by 
the larger turn-over and our to pin-point merchandise 
better, and show it neatly. Since most items are priced, custo- 
want and take the items to 


showcases on used camera, 


ability 


mers can better judge what they 
two central cash areas.” 

rhe store front largely of a backless window of 
about 18 to 20 feet. brick. A planter filled 
with shrubs and plants is placed directly outside the window 
Back of table filled with 
special played for 
emphasis 

This front quarter of the store is used for the 


consists 


Facade is white 


this and inside the store is a coffee 


merchandise, over which spotlights are 


luggage racks 
the ¢ 


office furniture displays, switched during hristmas 


and 
holiday season for cards and seasonal novelties. 
4 downstairs stock room is used mainly for storage purposes, 


but even this area may be converted later for office furniture 
space 
The physical appearance of the selling area has been con- 


siderably heightened by judicious distribution of colors, 
lighting and fixtures. A lowered ceiling gives a more cozy effect 
by dropping down the lighting and cutting down on height of 
| around the walls and shelv- 


fixtures. There is cove lighting 
nt two 


ing besides overhead 8-foot grids of fluorescents lowered 
feet from the ceiling. 

Sellavision 
and in- 


rnard S. Vinick of 


planning 


The store was designed by Be 
Hartford, 


Corporation ol specialists in store 


dustrial design 


Established in 1865, Plimpton’s has branch stores in Hart- 
ford and New Britain. Management changed hands in 1947, 
the officers of the owning corporation being: Donald | 


Abrahamson, president; Julian C. Shoor, treasurer; and Lestet 


Fisher, vice president.-——-ASK 
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| but you can judge a style by its cover... 
Just look at the beautiful new styling of this 


CUHOD. ovine... 


covered with rich, durable 
© \ 


yio-varan 


THE ONLY 100% NYLON-AND-SARAN FABRIC 


CR LE EEE 








int Cosco 
... Sets 
to tomorrow's 
as trend today 
with bold, 
led distinctive lines in 
~~ a new kind 





Utterly exciting is this 
‘ . happy combination of orig- 
| furniture. This \ inal design and luxurious fab- 
_ mix-or-match ric. The distinctively simple 
group features lines of COSCO business furniture forms 
an ideal showcase for the warm beauty 
and rugged durability of VACO Nylo- 
Saran. 


of business 





tubular steel legs ... 
with stay-level glides 
handsomely encased 


hil in bright brass. Washable and virtually stainproof, Nylo-Saran blends the super 
' . , abrasion-resistance of Saran with the magical, sales-soaring appeal 

. Cushions ride on . : 

+ of ; of Nylon. VACO Nylo-Saran adds drama to every piece of furniture 

flexible bands of .. adds beauty to every office and adds bigger volume to your sales. 

tempered steel. 


Hamilton Mfg. Corporation, 


Columbus, Indiana. VAC O 


SALES OFFICES: Chicago, 747 American Furniture Mart; Cleveland, 


; Ohio, 7306 Wade Park Ave.; Miami, Fla., 113 N. East 9th St.. PRODUCT 
l Philadelphia, 405 Vine St.; Los Angeles, 1601 So. Compton Ave.; 
yA7 San Francisco, 498 Alabama Ave.; Portland, Oregon, 11945 S.W VIRGINIA 
Douglas St. (Beaverton); Salt Lake City, Uteh, 525 W. First South; FIBRE CORP. 
I Phoenix, Arizona, 1249 W. Pepper Place (Mesa); New York, 114 
East 32nd St.; Buffalo, N. Y., 1200 Niagara St.; Jamestown, N. Y., GENERAL OFFICES: : 
929 Monroe St.; Denver, Colorado, 3076 Ames St. Represented 625 Ward St., High Point, N. C. 
throughout Canada by A. B. Cayo, Ltd., Kitchener, Ont FACTORY: Petersburg, Vea. 
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Utility Stationery Store 
Opened in Kankakee, Il. 


The Utility Stationery Company stores expanded into the 
region outside of Chicago for the first time on January 30 
with the opening of a modern self-selection store at 311 E 
Court St., Kankakee, III. 

This is a franchised operation with the store owned by H 
Cleon Johnson, a veteran of 30 years in retail management 
outside the stationery industry 

In selecting Kankakee for their first expansion move. 
officials of Utility Stationery were convinced that the city 
offered a fine potential for business. They liked the aggressive 
spirit of the city officials and Chamber of Commerce and the 
large trading area. 

Utility is looking forward to opening of a ninth store in 
Milwaukee, Wis., where a site has already been secured in the 
Century Building at Third and Wells Sts. Seven stores are 
operated in Chicago. 

Mayor E. P. Madison officiated in the ribbon cutting cere 
mony witnessed by Utility Stationery Company officers, the 
president of the Kankakee Chamber of Commerce and a 
number of visitors from. stationery and office equipment 
industry. 

Attending from Chicago were Morris E. Wolf, president of 
Utility, and Vice-Presidents Frank Giuntini and Alfred Wolf 

Fixtures for the Kankakee store were especially designed by 
Utility officials to enhance the self-selection operation. Cus 
tomers will find it easy to make their choice of merchandise 
and trained help will be present to assist 

The Kankakee store offers commercial stationery, office fur 
niture and office machines in a merchandising set-up simila! 
to that maintained by Utility in the Chicago stores 

I'wo charming daughters of the owner, Jerri and Judy 
assisted a professional model Glenda Du Pre in greeting the 
customers for the two-day grand opening. Flowers and favors 
were presented to the visitors and traffic was large despite the 
heavy snowfall in Kankakee 


3M Promotes D. M. Woodrow 


Promotion of David M. Woodrow to sales manager of 
dealer trades, duplicating products division, has been announced 
by Minnesota Mining & Manufacturing Company 

Mr. Woodrow joined 3M in 1948 in the new products di 
vision. In 1951 he was transferred to Chicago as a duplicating 
products salesman and was promoted to sales supervisor 1 
April, 1955. He is now headquartering in St. Paul 
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AT THE GRAND OPENING ... In top picture are H. Cleon John- 
son, proprietor of the new Utility Stationery Co. store in Kankakee, 
lll., with members of his family including Mrs. Johnson and daugh- 
ters Jerri, Judy and Janice (in front). The Johnsons have their 
own models in the family for store grand openings. Below are 
Utility officials. From left: Frank Giuntini, vice-president; Morris E. 
Wolf, president; Owner H. Cleon Johnson and Alfred Wolf, vice- 
president 


Emmert Firm Hit by Fire 
The plant of Emmert Manufacturing Company, Waynes 


makers of drafting machines, drawing frames, 
by a $85.000 


boro, Pa 
drawing boards, and drawing outfits as hit 
fire on January 3 

Harold O. Atwood, director of 


sales, reports that due to 


the fine co-operation of a neighboring manutacture! who 
is hoped to 


has given Emmert space into which to move 
be in full production before Apr 

Correspondence can be directed to Mr. Atwood, P. O 
Box 236, Amityville, N. ¥ 
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products like these make a 
GLOBE-WERNICKE FRANCHIS 


TECHNIPLAN PARTITIONS .. 


products designed to help you tie down new business and make added 


They are G/¥W 
Globe We Tr K 
| profit. G/W 7 


. powerful links in a chain of superior 


ad 


hniplan partitions are: 

Unequalled in versatility . . . because no floor plan is too big for G/W Free standing 

hether your customer has a 2-man office or a ten-story building. Perfect 
W partitions to a particular job is not just possible, it’s easy! 


partitions 
pplication of G 
-because no special tools or skilled labor are required. You cut labor 

osts, low investment in equipment. This means lower prices to your customer, 4 
nakes then to sign up. And it spells greater profit for you. 

Part of a prestige line .. . because they carry the Globe- Wernicke trademark and 


Easy to erect... 


“name” product that has an unmatched reputation for complete 


lentify ¥ ihn a 
tion and repeat business. 

d of the important advantages of a Globe-Wernicke Franchised Deal- 
ip. ¥ can start selling G/W Techniplan partitions and the entire G/W line. 
Write tod ymplete 





information. Your postcard may lead to an entirely revital- 


a ] YOu, 


WERNI 


St Gag - Cc Es 








CINCINNATI 





OHIO 





12, 


remember... success depends on the strength of your line 















Self-Selection Sets Fast 
Pace for Yeo & Lukins 


ot 


a IN MAINTAINING PACE with the modern trend 
in 


merchandising, Yeo & Lukens, dean among _ stationers 
Philadelphia, has converted its business into a self-selection 
operation. Immediate reception has been excellent and many 
advantages have resulted due to the change-over. 

“We are serving more customers more quickly than in our 
previous Operation and are doing so with one less store clerk,” 
admits Vice-President Charles W. Lukens. ‘‘And the average 
customer is buying more, bringing up the sales volume pe! 
customer to a higher level. Our cash sales have increased by 
20% and credit business by 40%.” 

One of the features of the new arrangement is the ease with 
which merchandise can be inventoried, stocked and displayed. 
All reserve stock is retained behind one of the store walls 
directly adjacent to the displays. This simplifies stock replace 
ment and saves time. 

Additional space for the modernized store was obtained by 
taking in the next door property, and the area now 
measures 18 feet across and 60 feet deep. The entire store has 
been air conditioned, illuminated by fluorescent lighting and 
has two wide aisles permitting easy browsing 


sales 


Packaging Helps 


By packaging many stationery needs, the store has speeded 
up customer service and increased the sales volume per pur- 
chase. For illustration, the firm packs in glassine or cellophane 
bags such items banks, filler paper, ledge 
sheets and related items. 

Picture-type aluminum panels 
used to display the assortment of legal forms and columna1 
sheets. The displayed numbered and _ these 
numbers correspond with a fixture directly be 
neath it. The shopper pulls out the drawer with the correspond 
ing number and can select the quantity package desired be 
cause each has been marked and priced when packaged. 

The columnar sheets displayed in the picture-type 
are enlarged photostats so that customers will have less diffi 
culty in identifying the particular sheets that they want. Thes: 
are similarly withdrawn from stock. The same system has b2en 
used for visible record ledger and most 
paper supply stocks. 

The entire store has been departmentalized on a basis of 
six feet per merchandise department. From time to time this 


as tags, legal 


12 x 25 inches 


measuring are 


forms are 


type 


legal 


drawer! 


panels 


sheets forms other 


OPEN DISPLAYS .. . All merchandise 
displayed, both on island counters, top picture, and on pegboa 
panel racks, bottom picture. Charles Lukens demonstrates 


customer can make a brief case choice by personal inspection 


how 
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n the new store is oper 


PEN BAR near check-out counter 
has stimulated sale of otherwise seasonal 
item for Yeo & Lukins. 


varies in accordance with the changing retail sales picture 

“Merchandise that is usually hard to display has been easily 
handled through our employment of pegboard,” Mr. Lukens 
said. “Such items as wastepaper baskets, cash boxes, portfolios 
and stretch files are displayed on wall pegboard. Each item 
marked and price-tagged. Clerks withdraw the selected mer 


chandise from our reserve stock when the customer has made 


1S 


a selection.” 
Use Pegboard 


Four double-sided pegboard displays measuring 4’ x 6’ have 
been placed end to end down the center of the store dividing 
it into two aisles. Merchandise is displayed on each panel. 


These include briefcases, desk pads, blotters, chair seats and 
bookkeeping systems. 
Pegboard has been used exclusively in the store display 


windows. A larger variety of merchandise is featured in the 
window because advantage can be taken of the complete height 
the display. Built-up displays on the floor area provide 
added space. 

“Everyone seems to like self-selection, combined with per- 
sonal attention when they want it,” Mr. Lukens added. “It has 
helped to stimulate the sale of certain merchandise that 
highly seasonal, such as pens. The pen bar is located next to 
the check-out counter where the cashier can keep an eye on 


of 


1S 


it. The open display however, invites closer examination and 
handling has increased pen sales over 100%. Incentive pur- 
chasing undoubtedly is the backbone of greater volume.” P.L. 
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Wolds Finest Duplicators 


AT THE WORLD’S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 


| LIBERATOR MODEL 3SOO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 














YOURS! nemrxerox § 


pfandkowe. wew 


COLOR 


--» DESERT SAGE, 
MIST GREEN, 
WHITE SAND, 
PLUS FRENCH GRAY! 


j Soft-toned and subtle, 






these new colors have been 
carefully selected to pack 
more sales appeal than 
any others on the market! 


CARRYING CASE 


with richly-bound edges. So 
handsome and distinctive it goes 
perfectly with the finest and 
smartest luggage available today! 


y Ne 44-KEY 


KEYBOARD 


as found on the latest and 
finest office typewriters! 
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QUIET-RITER PORTABLES! 


Themendous— 
SALES PROMOTION 


Zooming sales in 1955 proved what a terrific punch 
National Advertising delivers! Network Television and 

National Magazines are making “Quiet-riter” a household ee 
word! No other portable is being presold so completely me, ‘zg 
and so powerfully as the Remington Quiet-riter. Take + ee 
advantage of this tremendous consumer acceptance — get in o— 
a full stock and build dramatic displays. These new 

Quiet-riters are really going to move! 














a I 
ee ° 


sell on “—l a week terms 





More and more dealers are discovering that Remington’s 
unique Deferred Payment Plan is their most valuable 
sales-producing tool. 7 out of 10 portable typewriter 
customers expect to buy on low terms. Sell on terms 

and you can sell at full profit! 


) 
Memigytor. Fband DEALER SALES 


DIVISION OF SPERRY RAND CORP@RAION 
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The line of 


| “how to doit... 
least “'tegistance now to do 


Revolving Turntables Help 
Walsh Service Efficiency 





















@ Revolving turntabes on each of the eight work benches 


STEEL D help efficiency in the office machines’ repair department of 
ESKS Walsh Brothers, Phoenix, Ariz. 

FOR QUALITY The important “gimmick” is the electrical outlet right in 

DURABILITY a the base of the turntable. Inasmuch as most of the machines 

ECONOMY 


eS ad OF = 


Super 





reinforced 
pedestals w 


abhion — ile ®@ Detachable isiands 

®@ General Automatic Lock 
Full line of nine standard models. Available in 
decorative colors with matching or contrasting first 


grade linoleum tops. Detachable islands ease han- 
dling in narrow door openings. 











EACH TURNTABLE ... on the Walsh Bros., work benches has 
an electrical outlet (arrow) built into the base, which revolves 
with the turntable. 


being repaired are electrically operated, it is necessary to plug 
them in to a supply of alternating current. 

In the use of previous turntabies, the dangling cord swinging 
from the machine to the nearest outlet often became wrapped 





In the low priced field, the Economaire has no peer. It 
is tremendously sturdy, beautifully designed, and has 
a durable square edge first grade linoleum top. Ex- 
amine Economaire’s powerful competitive advantage. 





Jew York Display and representative 
Arthur Gordon Co. Associated 
spell 6 Lexington Ave., New York 16, N.Y 
{ MY Mw ‘Za Florida Warehouse & Representative 
. YT 7 Mac Weiner: United Office Furniture Corr 


5 N. W. 24th St., Miami, Florida 
See the Wesco line at the 

NOFA show, Mar. 3-4-5-6 Booth E96 

Kiel Auditorium—St. Louis, Mo 


AMP OF ae 
at sg! QUay,, 
‘ ESTERM MIG CoN 


@ESED) 


AURORA. ILL 


WESTERN MANUFACTURING CO. 


oe See ae ee, oe 








TURNTABLE PRINCIPLE ... in operation at Walsh Bros. repaif 


department 



















around the turntable base. Consequently, to do away with 
this problem, each turntable now has an electrical outlet of 
its own. This is done by centering a notch cut out at the real 
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METAL MANUFACTURING COMPANY 
IVE 4 . ~ . . . 
119 N. Michigan Avenue « Chicago 1, Illinois 
and plants from coast to coast 





Luxurioy in this executive posture chair— 


‘ha mely in this revolving arm chair—healthfully 


in this secretarial posture chair—you'll find Roya/ 
metal furniture doing its part in getting work accomplished. 
That's because, wherever style, durability and 
efficiency are standards, Roya/ is specified. 
now turn the page for additional examples... 


METAL FURNITURE SINCE '97 
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Shown on the other side of this 
page, are the No. 1230 Executive 
Chair, No. 1265 Posture Chair 
and No. 1210 Executive Chair. 


eeeeeer eee eeeeee 


} 
” 


eeeeee eee ee eeeeeeeeeeee 


Prestige in name and quality... Kya Office Furniture 


911... ARM CHAIR—A sturdy, useful 
@) and long-lasting chair with comfortable 
flex-spring seat mounted on all-metal, die- 
ventilated seat pan. Square tubular steel 
frame is all-welded, Plastelle enamel fin- 
ished, has flared legs to protect walls, and 
leg braces for additional strength. 


760...CLUB CHAIR — New, narrow 
@ 134,” square tubing, Satin-Chrome finish- 
ed. Handsome, big-space seat and back are 
of flex-spring construction had 
upholstered in Super-Tuftex or in Royal- 
point. Flared rear legs protect walls against 
mars or scratches. Self-locking floor glides. 


ean be 








Royal Metal Manufacturing Co., Dept. 243 
175 N. Michigan Ave., Chicago 1, I! 


7] . . £ + 
riease send ir rmvya 


____Please have r 
Name____ 
Address 


City a Z 


fo 913... SIDE CHAIR—A fine quality 
(b) side chair matching the 911 Arm Chair 
in construction and design. All-metal, all- 
welded square tubular steel frame is Plas- 
telle finished. Legs are flared to protect 
walls against marring. Upholstered seat is 
of flex-spring construction. 


(a 761-763-765 ... SECTIONAL GROUP 
) A versatile and stunning group that 
offers almost unlimited room planning pos- 
sibilities. Center Section 761 without arms, 
Right Arm Section 765, Left Arm Section 
763. Flex-spring seats and backs uphol- 
Super-Tuftex or Royalpoint. 
square tubing, Satin- 


stered in 
Frame is modern !3% 
Chrome finished. 








State 


1250...jJR. EXECUTIVE POSTURE 

CHAIR — Takes the fatigue out of long 
hours of steady work. Back is hinged with 
compression spring action. Large coil spring 
seat, shaped back, Plastelle finished all- 
welded square tubular steel frame. Island 
base, ball bearing casters. Easy adjustment 
to individual requirements. 








766...SATIN-CHROME SETTEE—A | 


f beautiful, 2-person settee in the new, 


narrow !3%" square tubing, Satin-Chrome | 
finished. Seat and back of flex-spring con- | 


struction. Upholstery in attractively match- 
ing fabrics. Wall-saver design legs. 
signed for beauty, built for comfort, easy 
to keep clean and fresh. 


METAL FURNITURE SINCE ‘97 


ROYAL METAL MANUFACTURING COMPAN}! 
175 N. Michigan Ave., Chicago 1, Ill 


Angeles « Michigan City, Ind 
¢ Warren, Pa Ontar! 


Factorve L, : 
Plainfield, ‘ * Galt, 
a « Los Angeles 
« New York City 


{juthorized Dealers Everywhere 


De- 


: 











This permanent active file binder 
| will increase the efficiency of you 
4\ customer's active files. occ : 








{f ‘ 
Yi 
< 
\ 
Air 
“Bound papers 
read lRe a book”’ 
from front to back, | 
) 
t ng flat 
The he hindi 
ier ‘ led in, the prongs 
; ou ‘ , “ 
of ihe metal fase ~ 
downu ard 80 - . 
test pape rs < one 
la ided at the bottor® 2” 
ia 7 Rwise 
a pintaining Boo 
ne juence 


reading S€ 





SMEAD’S 


FILE BINDER 


SYSTEM TABBED 2/5 CUT 





Important contracts, credit information, price 
agreements and other important papers should be 
separated from the general correspondence, in the 
individual file folder, by binding these important 
papers in a Smead File Binder. Here they are 
securely held in place by the metal fastener. This 
File Binder is then placed immediately behind the 
regular individual folder of that same account. Here 
it can be immediately located and all documents 
will appear in the order in which they were origi- 
nally filed. 

The File Binder can be marked ‘Do not trans- 
fer.’ This will prevent the possibility of trans- 
ferring important papers to the inactive files. 

Smead’s File Binders are furnished in different 
colors—colors you may select to typify different 
classifications. 

A credit file adaptation of this binder is Smead’s 
number 615CR furnished in bright red, with a 
credit information form printed on the front. 


WRITE US FOR A SAMPLE \ 


The File Binder is placed immediately 
behind the regular individual folder of 
that same account. 


THE SMEAD MANUFACTURING CO., INC. OA 

Hastings, Minnesota 

Please send me a free sample of Smead’s File Binder 
No 615FB No 615CR_ Specify Color | Red, 

e’ |_| Blue, |_| Green, Redrope, [_| Goldenrod, Manila. 


AN ‘SMEAD MANUFACTURING CO.,INC. 2: janine 


HASTINGS, MINN. LOGAN, OHIO Address —___ ————— 
| es Zone State 


Cc ee ee ee ee ee oe ee -—-—_— 
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¢ Solid Walnut 
¢ Leather or Elastic 
Naugahyde Upholstery 
e No-Mar Padded Arms 
en Sue Brass Leg Sleeves on 


Arm and Club Chairs 


che 4900 Series 


a 


e Round Tapered Posts 

e Steam Bent Back Posts 

¢ Foam Rubber Upholstering 
e Rubber Cushion Guides 





A New, General Utility Series for 
General and Private Offices, as 
well as Reception Rooms, Audi- 
toriums, Schools and Clubs. 


OUR 52 nd YEAR 


DESIGNED FOR BEAUTY 
ENGINEERED FOR COMFORT 
PRICED TO SELL 





pon, BOLING CHAIR COMPANY 





If Price is a Factor, Here is a New 
Club Chair that Meets Every 
Requirement for Modern Design, 
Comfort and Durability. 








High Point Bending & 
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of the g hardwood top and furnishing power by means 


of cont shes which slide on a brass commutator plate 
whicl f the hub axis of the turntable 

In tl the cord can simply be coiled up, out of the 
way nachine revolved with no cord troubles 

[he t operation is on display for the public inas 
uc! pair department is completely enclosed in glass 
From at! visiting Customers can watch office machines 
repair and ¢ an impression of the immaculate housekeeping 
precisiol ' nship and efficiency emphasized in the firm’s 
new $li¢ 0 store building 

The 1 rk benches are each topped with a hardwood 
work surf nd lighted with brilliancy. Mechanics on duty 
are unifo ind they pride themselves on keeping tools and 
parts s y neatly in the workbench drawers.—RAI 


Robinsons Use Clever Window 
to Promote Easter Gifts 


Since Easter has been recognized as a gift-giving season, and 
since WIV nd sweethearts are always looking for gifts for 
men who practical items, Robinsons of Los Angeles 
displaye ndow suggesting smart leather goods and office 
supplies f tudents and executives. 

A cal their Easter window read “Easter Gifts for the 
busy executiy Cabinets at either end were topped with brief 





EASTER WINDOW at Robinsons in Los Angeles features 
Easter Gifts for the Busy Executive. 
ases, a ch held desk accessories—clock, calendar, pen and 


weight, letter scales, and two big Faster eggs. 
rief cases on the floor, along with a portable 


typewrit t-wrapped packages and an Easter bunny. The 
mat the window was holding an Easter card near a 
sh held a brief case and a lamp. 

Ca I he theme inside, the store featured a table in the 
offi py section which featured an array of leather 
goods, f ief cases to memo books, with a large card 
{tere nder and gold which read “Appreciated Easter 


Executive.”"—WBS 


“Flat Markdown” Table Proves Efficient 
in Moving a Store’s ‘‘Shelf Warmers”’ 

TI %t of psychology involved in successfully moving 
nvento vers and shelf-warmers, according to Hoeckels, 
dealership in Denver 

The H oncern, with more than 3,500 items included 

its has frequently encountered the age-problem 
of a ft bers leftover from season to season in almost 
every < of merchandise, stock which must be moved 
not o ir the shelves for faster-selling merchandise 
but to red nventory to the cleanest possible point in view 

Col tax regulations. Consequently, a lot of thought 
has gor the Denver office supply dealership mark-down 


Aft ill methods, which range from slight mark 
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Chair courtesy Shaw-Walker Co. 


Office managers lean 
heavily (and safely 
on Flo-Tilt controls 


Nothing turns office managers grey faster than the 
sight of top brass suddenly hitting bottom when the 
tilt controls of their chairs give way. 

This can’t happen with Flo-Tilt controlled chairs; 
however. A Bassick exclusive, Flo-Tilt operates on the 
torsion principle—using rubber encased under a 
40,000-lb. pressure instead of springs that can fatigue 
or break. Tilting action is easier, smoother, safer. 
Needs no lubricating. 

That’s why smart office managers put their money 
on Flo-Tilt controlled chairs. Make sure you have this 
important sales advantage in the chairs you sell. THE 
BASSICK COMPANY, Bridgeport 2, Conn. Jn Canada: 
Belleville, Ont. 


How to tell a Flo-Tilt control 








There are no springs! Neat 
clean appearance. Cannot 
squeak! action. 












This rubber encased torsion 
cylinder controls the tilting 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 

















ELMER SAYS: 


 ,. 





ELMERS GLUE ALL 


in the handy 
squeeze bottle 


THAT TAKES 
THE GOO OUT 
OF GLUING! 














Here’s the 

modern plastic glue 

that sells on sight! It’s 

quick-setting. Dries clear, won't stain. 

Forms a strong, durable bond. Ideal 

for dozens of uses around the home. 
Does a superior job of gluing wood, 


paper, cloth, pottery—any porous p 
material. Display it prominently : 
for volume impulse sales! Avail- F 

able in 114 oz., 4 oz., and 8 oz. ie 
squeeze bottles, and glass jars. \ 
ki 


ALSO AVAILABLE 
IN THE CONVENIENT % OZ. 
PLASTIC TUBE 








e SATURDAY EVENING POST 
e POPULAR MECHANICS 

e POPULAR SCIENCE 

e BETTER HOMES & GARDENS 
e SUNSET 

e BETTER LIVING 

e GOOD HOUSEKEEPING 

e PARENTS 


ELMERS GLUEALL is the one for you! 


THE BORDEN COMPANY 
CHEMICAL DIVISION + 350 MADISON AVE., NEW YORK 17, N.Y. 
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downs on the individual item to “sacrifice” prices, Hoeckels 
has determined that no system has as consistently worthwhile 
effect as “flat mark down tables” 

Under this plan, groups of leftover items are simply shown 
on individual card tables in a quiet corner of the Hoeckels 
store with cards which invite “one-third off” one-half off” 

and larger discounts according to the individual situation, 

Frequently, the mark down tables are used in “sequence”, 
with one table offering one-fourth off, another one-third 
off, and a third one-half off. Then, it the item shown on the 
first, lower-mark down table fails to move as rapidly as 
expected it is a simple matter to shift it physically to the 
second table where the larger discount can take effect 

rhe final, drastic step of course, is the final table where 
half-off prices are real stimulation to the bargain-minded 
customer.—RAI 


Royal McBee International 


Names IT'wo Executives 


A. F. Niendorff, former general manager at Boston for the 
McBee Company, has been named as assistant to the presi- 
dent of Royal McBee International. 

At the same time, the company announced that E. V. Rand. 





A. F. NIENDORFF E. V. RAND 


former accounting manager for the International division, has 
been given the post of comptroller for the division. 

Mr. Niendorff headed the Ormig Corporation in Germany, 
which exported a spirit duplicator to the United States, until 
1939 when he left the country because of the Nazis. He joined 
the McBee Company in 1940 as manager of the Milwaukee 
office, and prior to his Boston post he was sales manager for 
the McBee technical division. 

Mr. Rand joined the accounting department in 1948 and 
in March, 1955, he was elevated to accounting manager of 
the division 


Kantor to Manage Newark Branch 
for Art Metal Construction 

The appointment of James V. Kantor as manager of the 
Newark branch office of Art Metal Construction Company, 
has been announced by Algot J. E. Larson, president and 
general manager. 

Mr. Kantor started with the Art Metal organization in 
May, 1952, as a salesman in the New York branch. Since 
June, 1954, he has been working with the national accounts 
division out of the home office in Jamestown, N. Y. 

He will be in charge of all sales of Art Metal office equip- 
ment, Postindex visible filing equipment and Wabash filing 
supplies 


Maco Appoints New Representatives 

George Kandrew of Martin Moldow Associates is now 
handling the J. L. May Company, Inc., line, calling on station- 
ers in the New England States. Roy Zepp, with the Harry 
lehan organization in the sale of Maco items, is covering the 
Southeastern territory. 

The J. L. May Company, Inc., has also recently appointed 
George Robinson as representative in the Territory of Hawai 
and he will call on dealers and jobbers 
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THE ‘BEL AIR’’ GROUP 















meant for the most luxurious offices 


Today’s office of distinction shows a marked 
. trend toward clean-lined contemporary decor. The ; 
¢ MILWAUKEE “BEL AIR” group, with its custom-designed = 
appeal, is tailored admirably for the most luxurious 


modern office. The lines are simple but elegant, 





complemented by the most meticulous craftsmanship, 
and offering the most desirable standards of lifetime 
comfort. For the growing trend toward tasteful 

modern, you'll find it sound and profitable to display 


L @ and recommend MILWAUKEE “BEL AIR.” 
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420 UL 
Matching 
Side Armchoir 
yw 
yn 
ry 
the 
ec ' 
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CONFERENCE TEST PROVES... 


Du Pont breathable “Fabrilite™” 
provides more seating comfort 











Du Pont 


13 of 15 men at four-day meeting 
specify breathable “Fabrilite”’ 
as the more comfortable upholstery 


Here’s how an important business conference proved that breath- 
able “‘Fabrilite’’* vinyl upholstery adds greater seating comfort 
in day-after-day use! 

Test chairs provided for the meeting were identical except 
for the coverings: half were of breathable **Fabrilite”. . . the 
rest of a conventional supported vinyl material. The 15 busi- 
nessmen present were not told which of the differently styled 
upholstery was breathable. After using both types of chair equally 
for four days, 13 of the participants reported that breathable 
*Fabrilite’’ undoubtedly had the more comfortable seating sur- 


face ! 





“‘Fabrilite” breathes—that’s what makes possible the superior comfort that 
so impressed the conference group. As does the cigarette smoke in the picture, 
air and vapor pass right through the thousands of invisible pores in breathable 
“Fabrilite’” to give the comfortable seating surface of a woven fabric. Yet 
breathable “*Fabrilite” is continuously vinyl-coated and offers all the advantages 
of a durable plastic—extra-long service life, full soil and wear resistance, com- 
plete cleanability with a damp, soapy cloth. It’s perfect for furniture that gets 
heavy use. . . even abuse. 

Luxurious and pliable, breathable ‘‘Fabrilite,”’ with the knitted backing, is 
available in striking patterns and colors. When you next order furniture, make 
Sure it’s covered with long-wearing, breathable “‘Fabrilite’—the upholstery 
that stands alone in seating comfort. 


***Fabrilite” is Du Pont’s registered trademark for its elastic-supported vinyl upholstery 
elastic-supported vinyl upholstery REG. U. 5. PAT. OFF 


Better Things for Better Living .. . through Chemistry 


E. 1. DU PONT DE NEMOURS & CO. (INC.) e FABRICS DIVISION «¢ NEWBURGH, N.Y. 
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Kol, Inc. Moves Plant Location 


Kol, hl manufacturer of office equipment, has moved its 


facto operation from 2507 University Ave. to 2323 Ellis 
Ave. in M eapolis, Minn 
K O. Larson, company president, stated the move was 





INCREASED PRODUCTION .. . will be available in the new 


factory recently opened by Kol, Inc., in Minneapolis. 


necessitated because of increased demands upon production 
facilities 
‘Our new factory,” he said, “will more than double our 
facilities and make for better service and increased efficiency.” 
The new building gives the firm its third new location in 
eight yea ich move caused by increased business volume. 


Both offices and production are in the new plant. 


Removable Signs Convert Station 
Wagon Into Delivery Truck 

Scharr Brothers, stationers, in mid-town St. Louis, Mo., have 
provided a handy answer to the delivery-vehicle problem in 
the form of Ford station wagon which “doubles in brass” as 
both a small-package delivery unit and as a private car as well. 


The station wagon, done in bright blue, is provided with 
four signs, which by day, proclaim it to be Scharr Brothers 
special convenience for office holders who run short of needed 
items and who can depend upon the store for immediate de- 
livery. Two types of signs are used, one a hand-lettered light 
blue which fits neatly into the rear corner windows at either 


side of the station wagon, clamping tightly in place. In addi- 
tion to the firm’s trademark and name, the blue panel signs 
list the many special services and departments of the Scharr 
Brothers store from writing paper through office machines. 

At either of the front doors, and a likewise readily remov- 
able sign has been provided in the form of a black fabricoid 


flap, mounted to a stiff fiberboard brace, which simply slips 
down inside the window aperture. With dimension of 12 .x 12 


inches, the fabricoid flap is lettered with the name “Scharr 
Bros.” in silver, and is sufficient to identify the vehicle as a 
commercial car at a glance, even from long distances away. 
[his factor has shown itself of considerable importance in 
making deliveries in the downtown district, where absolutely 
no parking permitted for passenger cars, from 7:00 a.m. 
until 6:00 p.m. If the station wagon is to be used for other 
than busit purposes, it is a simple matter of five minutes or 
so to remove all of the signs, which are stored in the store 
ntil rep l RAI 


Covers Northwest for Stein Bros. 


Stein Brothers Manufacturing Company has recently an- 
nounced tl ippointment of A. M. Hogle of Marysville, 
Wash., as representative in the states of Washington, Oregon, 
Montana and western Idaho. Mr. Hogle has been identified 
with the ggage and leathergoods field for more than 25 
years in the Pacific Northwest. 

OA—3 /56 


Model No. 523 
Arm Revolving Chair 





Model No. 521! 
Arm Chair 


Brings Customers Back 
Again and Again 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 


Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford .. . Gregson’s Arm 
Swivel Chair and Companion Arm Chair . . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 











GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Biggest Ball Point 
WRITING Year... 


Biggest Ball Point 
ERASER Year! 
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el T oday almost everybody goes for ball 
re@) } point writ {imost «¢ erybody .) doing 
| more rhe more ba j nt erasing! It 

x | Eek m 
a | takes erasers of special texture and skilled 
e manufacture to eanly erase ball point 
w | ink and ball point lead Weldon Roberts 
m1 | ‘has ‘em. — originated ‘em — THE MOS] 

S | OF THE BEST BRAND NEW! 
)42),| REAP THE BENEFITS OF SENSA 


TIONAL BALL POINT SALES WITH 
THESE SUPER-SELLING WELDON 
ROBERTS BALL POINT ERASERS 


Ii Po 


ds 

2 

(oe | STYLES & SIZES FOR 

| Sui ALL BALL POINT USERS! 
io) | All the same soft green color 
\3= 


on oF BALL POINT JET. 

E= NO, 838 WITH POCKET CLIP, 

tor NO. 8380 WITH WHISK BRUSH 
Ball point eraser in stick form, in at- 
tractive, transperent plastic holder. A 
sensationally popular novelty number. 
Tip unscrews so eraser can be moved 
outward. Not a mechanical gadget. 
Big refill profits, too. (No. 838R.) 
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NO. 138 

PAPER-WRAPPED 

BALL POINT “‘ERASER-PENCIL 

Convenient pull-string peels off paper spiral 
wrap for easy pointing. ATTRACTIVE DISPLAY 
PACKING — one display holding a dozen 138 
Ball Point Paper-Pencil Erasers included in each 
Yq gross carton. 











BALL POINT NO. 
38. Handy elliptic 


© BALL POINT iy fits the fingers. 
ee . acked in rac- 
Rofertls Snape e] tive ialen ion. 


<= No. 38 MADE IN USA. 2 dozen to the 









_ box. 
“eee Pench ORDER 
res TODAY! 
WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 






W orld’s Foremost Eraser Specialists 
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Correct Mistakes in Any Language 
















A Permanent I, mpression 


by EUGENE DI LUCO 


President, 
Leedall Products Mfg. Co., 
Milltown, N. J. 





(Editor’s Note ~Mr. Di Luco author oy this article, 
states, “Lately I have been watching the pioneers and 
the fine men of our industry retiring rapidly . . . I felt 
that a little write-up from an associate would be appre- 
ciated by these men as well as to remind others of their 
fine part in the industry”.) 


For nearly 50 years or more, the ribbon and carbon paper 
industry has kept pace with the modern business machine 
Records show, in the early days of manufacturing typewriter 
ribbons and carbon paper, the owner-pioneers actually made 
and sold the product direct to the office secretary! 

With every new machine came a challenge that was met 
with success. Each office had a different problem and because 
these men were there at first hand, they soon found many 
uses for the new office typewriter which developed into a 
combination of machines. 

Whenever shop talk is in session we are reminded of the 
many problems confronting these men in the early days of 
manufacturing. A problem well known is one where the book- 
keeper had a complaint with pencil carbon. It was necessary 
to make this carbon non-tack and also reserve the brilliancy of 
color. It’s interesting because the few manufacturers all had 
the same problem and before you knew it, a no-tack pencil 
carbon was made and it was terrific for those days. Today, 
all of us do produce a fine no tack pencil carbon 

When the first two-color inking machine to produce a 
bichrome typewriter ribbon was first made, it had more parts 
than the first Tin-Lizzy. Its frame was probably just as cum- 
bersome and big. However, its basic idea and purpose was 
there which did enable the production of a bichrome ribbon 
that served well until a better machine came along. 

The industry owes the perfect machine to Charles E. Archi- 
bald, deceased, whose two-color inking machines, (and the 
records show it) were used and no doubt still used by most of 
the concerns today! 

Also, it is important to note that in the old days inks were 
more of a mass whereas today inks are entirely different and 
more fluid due to better research and developments in our 
many laboratories. 

Years roll by gracefully and with it comes the retirement 
of these fine men pioneers whom have made the ribbon and 
carbon industry a permanent impression! 

We who remain to carry on can only wish them well and 
promise them that we too will endeaver to meet tomorrow’s 
problems with a permanent impression 


SoundScriber Promotes R. A. Sander 

[he SoundScriber Sales Corporation, distributors of elec- 
tronic dictating and transcribing equipment, has announced 
the promotion of Robert A. Sander to Middle Atlantic States 
district manager. His duties will include sales training, co- 
ordination of government sales, and direction of sales in the 
Middle Atlantic States branch offices and distributor opera- 
tions 

Mr. Sander joined SoundScriber in 1951 as a sales rep- 
resentative in the Dayton, Ohio, sales territory. Prior to this 
he was associated with the National Cash Register Company, 
starting in 1946 as a salesman in the Springfield, Ohio, office 
and later moving to Chillicothe as manager of that office. 
He was named SoundScriber sales training director at the 
beginning of last year. 

Mr. Sander will establish his headquarters in SoundScriber’s 
Washington, D.C. office. 
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SALES ARE SOARING! 


ere’'s Why... 


Truly dealer-designed, the new Pace Setter chairs interpret the specifications sifted out of 
extensive interviews with B. L. Marble dealers, architects and interior designers. Their market judg- 


ment has proved sound. 


In just five months these smart looking contemporary chairs have conclusively proved their nation-wide 
popularity. Marble dealers from coast to coast have enjoyed big Pace Setter sales. 


[hough “clean and light” in appearance, Pace Setters are ruggedly framed for years of hard 
use. While moderately priced, they have a rich hand-crafted appearance. There has been no 
compromise of our rigid Marble standards for seating comfort and quality construction. 
[he Pace Setter and other new B. L. Marble Contemporary Office Chairs will 
be introduced at the N.O.F.A. Show in St. Louis. You can obtain complete 
information on these fast-selling quality chairs at the show or by writing 
The B. L. Marble Chair Company, Bedford, Ohio. 
be looking for you at N. O. F. A. Booth A-402-3 


Please turn page for important announcement! 
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LD-6491-91 
With Elevator Mechanism 
in Typewriter Pedestal 
(Available in right or left hand) 


Geld nsve GIVES YOU... 

HANDSOME Cudggo STEEL LINES 
WITH MANY QUALITY FEATURES YOU WOULD 
EXPECT ONLY IN HIGHER-PRICED LINES 


MAIL TODAY 


Here is a handsome desk with an eye toward sales! A desk you will 
be proud to recommend and one that any customer will be proud 
to own. It’s only one of Haskell’s budget-steel secretarials—and 
typical of Haskell’s “L’’-Luxury quality—the kind that rolls up 
volume sales . . . fast! Mail coupon for details. 


HASKELL, INC. 
303 E. Carson St. 
Pittsburgh 19, Pa. 





Please send new Haskell Catalog 
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Profits 
depend 
on the 
‘bread 
and 
butter” 
LINES ... 





To the office supply 















Imperial Methods 





for 


on request 





Folders e GUIDES 
CARDS e LABELS 


* Quick Service 
* Finest Quality 


Low Price 
. . . your assurance of TOP 


profits in the ‘bread and 
butter’ lines. 


Samples and prices 








Imperial [Ifethods (o 


FOREST PARA, 


ILLINOIS 


Takes Victor Regional Post 


E. F. HIMEBAUCH has been named Great 
Lakes region sales manager of the Victor 
Adding Machine Company. His territory 
covers all or portions of five states and he 
will be responsible for sales and service 
programs in branches in Detroit, Dayton, 
Toledo, Cleveland, Akron, Alliance, Pitts- 
burgh and Buffalo as well as in surrounding 
areas. He was formerly in charge of cash 
register sales for the company. 


Appointments... 


ANTON LOVE and Associates, 420 Market 
St., San Francisco, Calif., has recently been 
appointed representatives for the Barricks 
Manufacturing Company's chalkboard prod- 
ucts division to handle dealer contacts 
in California, Washington, Nevada and 


Oregon. 





New Royal Representative 


PAUL MACGILLIS has been appointed as 
portable representative for the Milwaukee, 
Wis., territory by the Royal Typewriter 
Company. He will call on dealers in Mad- 
ison, Rockford, IIl.; Cedar Rapids and Dav- 
enport, la.; Peoria, Ill., and Chicago sub- 
urbs. He was previously employed as buyer 
and salesman for the J. C. Penney Com- 


pany in Wisconsin. 





Named Curtis-Young Regional Manager 





G. F. HAGERMAN is the newly appointed 
personnel director for the Columbia Rib- 
bon and Carbon Manufacturing Company, 


Inc. Mr. Hagerman 


R. J. VAN HEEMST has been appointed | 


to the position of regional sales manager 
for the Curtis-Young Corporation. Mr. Van 
Heemst w''l be in charge of the firm's sales 
in New Jersey, eastern Pennsylvania and 
western New York State. 


will be concerned 
























































specifically with the manufacturing person- 
nel of the Glen Cove factory, taking over 
part of the responsibilities formerly han- 
dled by Walter E. Ringrose, office man- 


ager. 


Appointed by Burroughs 











GEORGE A. SORENSEN, JR. has beet 
appointed by Burroughs Corp., as regiona 
dealer sales representative in the Southwest 
region. Mr. Sorensen joined the Burroughs 
organization in 1952 and began his careef 
at the New Orleans branch. He advanced 
rapidly through various sales and promo 
tional positions to his present appointment 
He is located at 4724 Congress Drive, New 
Orleans 22, La. 
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introduces this new PROFESSIONAL SUITE 





- we 
the genuine Vinyl Panelyte tops 
are resistant to stains, burns 
and mars. Standard 24” x 42”. 


a 
ees 











Desk pedestal is equipped with 
bee box and letter drawers. Pedes- 
siona tal interchangeable, right or left. 


a happy combination of good appearance and useful 
purpose — with a wide application for profitable sales 


Tus new Professional Suite is tailored to meet the needs of many, many 


offices (see example below). 


The five pieces cover a large scope of usefulness that enables you to sell an 
ensemble rather than only one piece. That of course is the profitable way to 


equip a new office or modernize an old one. 


This H-O-N Professional Suite follows the merchandising principle of making 
customers want new and better things because of good style, more usefulness. 
The Professional Suite has the essence for profitable sales. Select the units by 


number (below) and the color you wish. The H-O-N Co., Muscatine, Iowa. 
* * * 


EXAMPLES: The H-O-N Professional Suite is ideal in reception rooms, for doctors, 
dentists and other professional offices; in beauty and fashion shops; for schools and hos- 
pitals; in insurance and auto sales agencies (you will think of more); and the home too. 









METAL SIGNALS 
for Vertical Records 












































METAL SIGNALS 
for Visible Systems 








PLASTIC SIGNALS 
for Visible Systems 
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PLAIN DOT STRIPE CROSS” 





A full variety of colors, shapes and sizes 


GEORGE B. GRAFF COMPANY — 
54 Washburn Ave., Cambridge 40, Mass. 





Appointments... 


New Midwest District Manager 


FRANK W. BOYCE, JR., has been ap- 
pointed by the American Pencil Co. as its 
Midwestern district manager with head- 
quarters in the Chicago office. A native 
Midwestern with his home in Kansas City, 
Mo., Mr. Boyce has been associated with 
American Pencil since 1952. He was pre- 
viously employed with Marsh Steel Corp. 
and Modglin Co. of Los Angeles, Calif., 
as sales representative. The move to Chi- 
cago was to be made in February. 


Named Branch Manager 


EDGAR M. GARELLA has recently been 
appointed branch manager of New York 
office of Columbia Ribbon & Carbon Mfg. 
Co., Inc. Mr. Garella (pictured)  suc- 
ceeds Howard M. Trowern, who is retiring 
after 47 years of service with the organiza- 
tion. Mr. Garella joined the Columbia com- 
pany in 1930 as sales representative, In 
1944, he was promoted to assistant sales 
manager of the branch and served in that 
capacity up to his present appointment. 





New Officers Direct Norcor Mfg. 

Recently, Norcor Manufacturing Company, Inc., was 
acquired in major part by MacDonald Associates of New 
York, with a new group of officers elected. 

H. E. Fuller was named chairman of the Board, with H. E. 
MacDonald elected president; J. M. MacDonald, vice- 
president; H. L. Perlman, secretary-treasurer; John Krogh, 
assistant secretary-treasurer; Herbert J. Olson, president of 
Olson Transportation Company, Green Bay, Wis., director, 
and Stanley Goldberg, president of Aerosol Research Com- 
pany, Chicago, a director. 

Mr. MacDonald, the new president, stated that the com- 
pany would continue its expansion program started several 
years ago. New plans and changes in the plant lay-out have 
already been set up to increase the production of Norcor 
Modern-line school furniture. 


Ditto Appoints Three Executives 
in Financial Division 

Three new promotions in its financial division were an- 
nounced by Ditto, Incorporated. The appointments include 
V. P. Brown to controller, E. K. Meyer to systems and pro- 
cedures manager, and V. P. Kirby to chief accountant. 

Formerly auditor, Mr. Brown succeeds T. A. Selogie, who 
was promoted last year from controller to assistant general 
sales manager in charge of administration. He started with 
the company in 1933 as cost supervisor. 

Mr. Meyer’s position of systems and procedures manager 
is a newly-created post, reporting directly to B. W. Wright Jr., 
secretary and treasurer. Formerly assistant auditor, he came 
to Ditto in 1941 as assistant in the tabulating department. 

Starting in 1948 as junior accountant, Mr. Kirby was 
named senior accountant in 1951, and in recent months has 
served as acting chief accountant. 


Powers Manages Clary in Cleveland 


Appointment of Charles E. ‘‘Chuck” Powers as manager 
of the Cleveland, Ohio, sales branch of the Clary Corpora- 
tion, was announced by J. W. Stallings, general sales manager. 

Mr. Powers has wide experience in the business machine 
field and a large acquaintanceship in Cleveland business cir- 
cles. Pending his appointment, the management of the Cleve- 
land office was directed by Robert T. Pratt, the company’s 
eastern regional manager. 


OA-3 /56 

























































TRANSPARENT! DURABLE! 


No CUTTING 
NO INSERTING 
yo MOISTENING 


First time in the stationery 
field pre-printed, pre-cut 
tabs that serve every index- 
ing need! 

You may now offer cus- 
tomers ready-to-attach, pres- 
sure-sensitive tabs in alpha- 


betical, numerical, monthly, 
daily, geographical and any 

a type of special index! 

: Over 15 pre-printed sets 


now available as stock items, 
plus “T'ype-your-own” style 


that you type or write on 


. yourself. Requires no tedious 
cutting, inserting, or mois- 
1S tening. May be attached 
1S instantly to any material 
includir wcetate sheet pro- 

tector 
THE 
er REVOLUTIONARY 
, INDEX TABS! 


1 *Registered 


patent pending 


INDEX TABS 


“A REVOLUTION IN INDEXING” 
SUPERIOR — 


'noDER aes 


| Select Your Own - Mate Your Oun 


NO MOISTENING DIRT RESISTANT 
NO CUTTING GREASE FESISTANT 
NO INSERTING NK BERSIANT 


| SIMPLEST ama! FASTEST og ALL INDEX METHODS 


| 
' 





“owt 




















at. 
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4 SLALATA: 
WORLD'S NEWEST 
eum | (Yond BEST 





900 N. FRANKLIN ST., CHICAGO 10, ILLINOIS 


READY-TO-ATTACH! 


Basic Styles — 
Dre-printed and 


Type-yout-own ! 


Presented in an attractive, 
self-selling, self-stocking 
counter display. Compact— 
it contains 105 assorted sets; 
fills all requests promptly 
and profitably. 

Several hundred counter 
displays now in use show very 
heavy impulse sales. 

Strong repeat business 
from first-time buyers chang- 
ing over their existing in- 
dexes to Superior-Tabbies. 
So much better, they are 
truly revolutionary! 

A quality product through- 
out with large profit margins. 





a Ul J a - lle) wae VY -)-) | 


SAMPLES, prices and literature sent free on request 
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Increase VOLUME, UNIT SALES, PROFITS ! Here’s how: 





PACKAGE PLAN SELLING SELL THE COMPLETE 


WITH MYRTLE ACCESSORIES MYRTLE OFFICE 
: | - PACKAGE PLAN 
































DESKS ¢ LAMPS 
PICTURES 

ASH TRAYS 
LIGHTERS 


DESK 
ACCESSORIES 


DRAPERY 


Only a few of Myrtle’s many MATERIALS 
coordinated accessories are UPHOLSTERED 
shown here. To see the complete FURNITURE 
line of these contemporary TABLES 
: accessories from the nation’s CARPETS 
primary sources of supply, send 
today for yous illustrated Sell from Myrtle’s Package 
‘Accessory Kit.’’ You’ll make Plan “Accessory Kit!” It 


will be easy to increase unit 






























































sales easier when you have a sales by offering these 
display room appointed with. *i smart color-and-style co- 
- ordinated accessories as a 

smart accessories. Send desk sale bonus. 
for your kit today. Everything needed to fur- 


nish an office, regardless 
of individual needs or 
tastes, is available in 
Myrtle accessories. 


And, an added value for 
you, these high-profit 
items move all year ’round, 
because they’re perfect 
gifts for home or office. 


Myrtle’s Package Plan sell- 
ing is your guide to in- 
creased sales and profits. 
And you'll save time and 
money with the all-in-one- 
source buying of the 
Myrtle Package Plan 








MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Clary Forms Canadian Firm; 
Survey Sites for Factory 


4 major addition to the growing Canadian business ma- 
chine industry was announced with the formation of Clary 
Multiplier of Canada, Ltd. 

Establishment of the new Dominion company, which is 
affiliated with Clary Corporation was announced by Hugh I 
Clary, president of the corporation. 

In addition to business machines, the corporation produces 
automatic controls for pilotless flight, electronic computing 
and data-handling equipment and aircraft components. 

Plans for the Canadian organization include establishment 
of a Dominion factory. A survey of possible sites is being 
pele Toe by Joseph M. Klein, assistant to the president and 
head of ¢ sors international operations. 

“Canada is one of the world’s fastest-growing office machine 
markets,” said Mr. Klein. “An important factor in the expan- 
sion of the Canadian business machine industry is the wide- 
spread construction of modern office buildings and business 
establishments now under way in the Dominion.” 





Smead Announce Winners in 
Fall Quarter Window Contest 


Mr. & Mrs. R. E. Kochheiser of the Charles Ritter Com- 
pany, Mansfield, Ohio, left on February 18 for a 10-day 
Mexican holiday. This trip was won by the former NSOEA 


president for first honors in the Smead Manufacturing Com- 
pany Fall quarter window contest. The Kochheisers are visit- 


YOUR DOORWAY 
TO 
TRUE FILING 





FIRST PRIZE . . . Smead window at Charles Ritter Co. 
ing Mexico City and Acapulco on their journey south of the 
border 

Second prize, $200 cash award, went to Farnham Stationery 


& School Supply Company, Minneapolis. 


Third prize winner was Harker Office Supply Company, 
Martinsville, Ind., a $100 cash award. 
I'welve entries winning honorable mention and $20 cash 
were by 


each 
A Hollywood, Calif 
San Antonic 


ae npany 


ff pply, Jamestown, N 
earwater, Fla 
mpany olin, fh 

y Company enver 
pany, Baton R ge 
ompany, St. Pau 

npany, Benton | Hart 

Company, Omaha, N 

Houston. Tex 

& Office Supply, Norfolk 
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at 7 Over 12,000 Folders 
at your fingertips! 


pal 
"lik ina MEGBAVER 
a OPEN SHELF FILE 






Designed for insurance 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 


“TWIN POST” 
Adjustable Steel Shelving 


The one shelving with the strength 
and fine appearance for most 
office, storeroom and warehouse 
shelving needs. ““Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 








“TWIN POST” 
all steel Utility Table 


Two standard sizes, 30” high 
with two shelves. Many other 
sizes available. Baked on grey 
or green enamel. Shipped KD. 





18” x 36”—List $15.95 
24” x 48" —List $19.50 


2017 CENTRAL AVENUE 
MINNEAPOLIS 18, MINN. 


Hiabouer Myg C0. 
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Simply logsen a wing nut, and the full 
side walls of these new posting trays 
widen or narrow—making the industry’s 
only “‘C” label insulated Ledger Files 
even more adaptable to particular point- 
of-use posting needs! 

The large tray 
sheet widths from 8% ” 
small, from 5” up to 7%”. The tray, 
designed to utilize the full 22% ’’ drawer 
width, is easily lifted to convenient post- 
ing level and suspended by lips on edges 
of file drawer as illustrated. 

Special friction strips in tray bottom 
hold sheets upright. Full length rubber 
runners protect furniture when tray is 
removed from the drawer. 

Ask for details on these and other Meilink- 
built insulated file accessories 


accommodates ledger 
up to 11’’ the 


STEEL SAFE COM 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 





Tht 
SINCE 1899 


Downs Northwest Diebold Expands 
Operations, Extends Lines 


The firm of Downs Northwest Diebold, Seattle, Wash.. 
well-known to bankers throughout the Northwest for the sales 
and service of protection equipment have assumed the entire 
sales and service operation formerly conducted by Diebold’s 
Seattle branch, and will handle the company’s complete line 
of business record systems, protection equipment, and micro- 
film units, in addition to their present line of bank protection 
products. 

Downs Northwest Diebold will now occupy the entire office 
at 2311 Second Ave. in Seattle, which they formerly shared 

































































Pato 
JAMES DOWNS MICHAEL DOWNS 


with the Diebold branch operation. Their expanded retail 
activities will encompass the territory adjacent to Seattle, in- 
cluding Tacoma and Olympia. In addition to this retail sales 
operation, Downs Northwest will supervise all Diebold dealer 
activities in the states of Washington, Oregon, and Idaho. 

Mike and Jim Downs, owners of Downs Northwest Die- 
bold, have announced that a complete inventory of Diebold 
products is being moved to Seattle, where it will be ware- 
housed to serve the expanding economy of the Northwest 
territory. The facilities of the large Downs service shop, which 
formerly were devoted to servicing bank equipment, are now 
available to all users of Diebold products in the Northwest 
area. William Matthews, former executive vice-president of 
the First National Bank of Bellevue, Wash., will manage the 
enlarged operations of Downs Northwest Diebold. 





Barricks Company Now Operating 
in New Chicago Plant 





The Barricks Manufacturing Company is now operating in 
a new plant located at 134 W. 54th St., Chicago, Il. 

The new factory offers 50,000 square feet of operating space 
with another 30,000 square feet available for use. Facilities 
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NEW HOME... 


. of Barricks Manufacturing Co. in Chicago. 


for the manufacture of Barrick’s folding table and chalkboard 
product lines are modern and complete. 

A. G. Barricks, president of the firm, said the expansion of 
manufacturing processes and product lines necessitated the move 
to larger quarters from its previous building at 2253 S. Halsted 
St. in Chicago where 24,000 square feet was available. A. H. 
Waprin is sales manager for the company. 
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CHALKBOARDS 
MAGNETIC CHALKBOARDS 
CORK BULLETIN BOARDS 


COMBINATION BULLETIN 
AND CHALKBOARDS 




















SPECIFICATIONS 
CHALKBOARDS 
URA-SLATE—A tough, long wearing synthetic slate surface 
na heavy duty, smooth, non-warping moisture resistant 
gyno Plastic Hardboard Base. Assures a smooth velvety 
nish for perfect writing and quick, easy erasing. 












JPR-SLATE is basically the same as Dura-Slate excepting 
ot the Supr-Slate surface is much heavier, being applied 
aseries of operations givng many extra years of life to 
¢ Chalkboard. Both Dura-Slate and Supr-Slate are avail- 
ele in Lustrous Black or Green. Barricks Chalkboards are 
lor approved, test highest in visibility and erasability, 
Md retain these qualities through years of constant use. 


MA {ALKBOARDS 

PARRICKS MAGNETIC CHALKBOARDS—Made of light weight 
Peel sheet with Dura-Slate surface, laminated to a durable 
fordboard back. Furnished with 4 magnets which will 
Fcurely hold bulletins, notices, announcements, etc. 


“ 


DURA-FOAM—A 


inch 


semi-compressed Composition Board, '2 
n thickness, with a green latex base surface. Holds 


focks firmly 

DURA-CORK nch Cork bonded to a % inch composition 
board backing. An excellent medium priced Bulletin Board. 
; 

D RCORK 4 inch grain, premium quality, linen 
sh Cork, pressure bonded to a \% inch Ligno Plastic base. 


"NS is the finest Cork Bulletin Board that can be produced. 
W ° 
not show tack or pin holes. 


fine 












Since 1943 

The name BARRICKS on Chalkboards has meant quality. 
BARRICKS Chalkboards and Bulletin Boards are in use in 
all parts of the world and have been proven by years of 
service under every climatic condition. 


ALUMINUM FRAMES AND CHALK TROUGHS 


Frames and Chalk Troughs are of heat-treated heavy ex- 
truded Aluminum Alloy with lustrous Satin Finish. Frames 
are of one-piece construction designed for maximum struc- 
tural strength and rigidity, with clean simple lines in keep- 
ing with the modern trend. Chalk troughs are multi-grooved 
and scientifically designed so that eraser does not rest 
in chalk dust. 


Type 1—Frames are 1” wide by .062 maximum thickness. 

Type 1—Chalk Troughs are 14” wide by .060 maximum 
thickness. 

Type 2—Frames are 1'2"’ wide by .125 maximum thickness. 


2—Chalk Trough are 2” wide by .080 maximum 

thickness. 

NOTE: All Boards are equipped with metal hangers. Type 
2 Frames on larger Boards have in addition to han- 
gers pre-drilled holes for permanent mounting. 

Each BARRICKS Board is a self-contained unit, ideal for 

use in Class Rooms, Sunday Schools, Churches, Offices 

and Factories. 


Type 








CHALKBOARDS 
Dura-Slate Style A 
Type 1 Frame and Chalk 
Trough. Sizes 15x24” to’ 
48”x72”. = 
Supr-Slate Style B 
Type 2 Frame and Chalk 
Trough. Sizes 36x48” to 

48x96”. 


BULLETIN BOARDS 
Dura-Cork Style F 
Type | Frame. Sizes 18x24” to 36x48”. 
Supr-Cork Style G 
Type 2 Frame. Sizes 24x36” to 48x72”. 





















- es " 


COMBINATION BOARDS, STYLE K 
Supr-Slate and Supr-Cork 
Type 2 Frame and Chalk Trough. Sizes 30x72” to 36”x96”. 

















COMBINATION BOARDS, STYLE J 
Supr-Slate and Supr-Cork 
Type 2 Frame and Chalk Trough. Sizes 30x60” to 
36x96 . 


Write nd Prices. 





BARRICKS Chalkboards, Bulletin Boards and Cop, 
bination Boards are especially adaptable to i, 
modernization of old classrooms, or for new coy 
rooms in Rural Schools, Sunday Schools, etc., whey 
budgets are limited. 

They can be mounted in any desired grouping. 
The wide gleaming Aluminum Frame and Chae} 
Trough plus the fine quality of the Boards will o¥ 
freshness and beauty to any room and give it thy 
look of newness. 

All BARRICKS Boards are available in a wide rang 
of sizes, or can be made up in special sizes to my 
room requirements. 





The pre-drilled frames make mounting easy and 
be done by anyone in a matter of minutes. 














MAGNETIC CHALKBOARD 
Style D 
Type 1 Frame and Chalk Trough. Sizes 
18x24” to 36x48”. (36”x48” Board 
has Type 2 Frame and Chalk Trough) 





COMBINATION BOARDS, STYLE | 
Supr-Slate and Supr-Cork 
Type 2 Frame and Chalk Trough. Sizes 
36x48” to 48x96”. 


BARRICKS 


MANUFACTURING COMPANY 
134 W. S4th ST., CHICAGO 9, ILLINOIS 
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An Open Letter to MASO Dealers! 


MASO is now manufacturing and warehousing their com- 
plete line of typewriter and business machine stands and other 
related items of office equipment in Chicago. This, of course, 
means a great deal to you as regards lower freight rates (to most 
points), speeded up shipments and faster mail delivery. 


It means much more, however, because under our close con- 
trol, we not only can and have reduced prices, but we are en- 
abled to make functional improvements in our products, several 
of which are already incorporated in our typewriter and business 
machine stands. Other new features will be added, so that in the 
future, as in the past, MASO will continue to manufacture and 
sell the most advanced stands on the market in styling, construc- 
tion and durability. 


Only MASO can manufacture and sell MASO equipment! 


This fact is of vast importance to you as a MASO dealer, 
because the features which provided, for so many years, the 
basis for MASO superiority were designed and patented by us. 


You may order MASO products with complete confidence 
and assurance that our engineering and design will always be 
the most advanced in the field, that deliveries will be prompt and 
that prices will be competitive. You are also assured that when 
you sell MASO you offer your customers a better product, feature 
for feature. 


In closing, we wish to thank our dealers most sincerely for 
their loyalty to us. We fully realize and appreciate the fact that 
it is they who have been responsible for our success, and the 
highly respected name MASO bears in the industry. 


It is our sincere hope that you and we will continue to grow 
and prosper side by side. We pledge ourselves to do everything 
possible to make that expressed hope a reality. 


Cordially yours, 
MASO STEEL PRODUCTS, INC. 


























Pioneer Litho Company, Office Outfitters of 
Cedar Rapids, Iowa is a modern store with 


modern merchandise — including Hano 
Business Systems — owned by alert man- 
agement 


Hano Orders 
Repeat for Pioneer 
Litho Company 


When Erwin J. Wasta bought Pioneer Litho in 
1936, he was well acquainted with Hano prod- 
ucts. Since then he has sold them actively, and 
profitably. Today Pioneer’s selling team en- 
dorses Hano lithographed forms and autographic 
registers. . . E. J. Wasta says: “For top quality, 
low cost business forms, you can’t beat Hano. 
Our Hano form orders repeat regularly. . . And 
so does our profit.” 


Hano quality adds repeat 
profits for dealers . .. in 
Snap-a-Parts for example, 
Made in individual sets, with 
finest Hano one-time carbons 
for hand or machine writes. 
Check with Hano ... sella 
complete line of modern 
) business forms. 


Some dealerships open for established stationers and 
printers in the midwest, south and southwest. Two 
plants to serve you: main office and plant, Holyoke, 
Massachusetts; branch plant, Mt. Olive, Illinois 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 18688 
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Postpone Old Office Furniture Round-Up 
From February to the Month of September 

“Because so many NOFA members complain that the man- 
ufacturers of office furniture are lagging from six to eight 
weeks behind in making deliveries, your board of directors 
has decided that it would be premature to stage the Old 
Office Furniture Round-Up powerful promotion in February, | 
1956, as originally planned,” announces Bernard H. Nemlich, 
president of the National Office Furniture Association. 

President Nemlich continues: 

“After all, when dealers are unable to get enough mer- 
chandise to fill existing demands, it is hardly logical to expect 
them to be able to build up their stock enough to take care 
of greatly increased sales volume. So, the Old Office Furniture 
Round-Up has been postponed to the month of September, 

“This means that the Round-Up will start the Fall and 
Winter selling season off with a bang. It will follow the 
slack Summer period, which will give both manufacturers 
and dealers an opportunity to build up their lines to take care 
of the boom in sales which this promotion is confidently 
expected to produce.” 





National Blank Book Announces Changes 
in Western Division Organization 

Changes in its organization in the Middle West are an- 
nounced by the National Blank Book Company. At the same 
time W. Brewster Towne is moving his offices from Chicago 
to the company headquarters in Holyoke, Mass 

The Western Division has now been divided into Chicago 





RAY HAMMOND E. W. PATTERSON 
Western and Chicago Eastern Divisions with this set-up: 
Chicago Western—Division manager, Ray Hammond. 


Field organization—Norman Hanson and Ed Tardy. Territory 
served: North Dakota, South Dakota, Nebraska, Colorado, 
Kansas, Missouri, Iowa, Minnesota, Wisconsin and part of 
Illinois. 


Chicago Eastern—Division manager, E. W. Patterson. Field 


organization—Jules Turner, Charles Malody, Robert Bauer, 
John Ramma (Chicago Metropolitan manager) and Reed 
Ferguson. Territory served: Kentucky, Indiana, Ohio, Mich- 
igan and part of Illinois (including Sepigeiins Chicago). 


KOLOR KLIP .. . installation in the Goodbody & Co., stock ex 
change branch, Detroit, Mich., was completed recently by 
Richmond & Backus Co., Detroit, Mich. On the left of the desk can 
be seen the company's "Slip-On" metal label holders on the 
smaller volumes, and on the right, the Kolor Klip plastic label 
holders on the larger set of books. 
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THESE 14 WORKING “SALESMEN’”: 


- 


o 
OCKERS 


TERE 





FOR PRACTICALLY NO COSTI! 


so, The Gneatest Ever! — steelmaster’s “working salesmen” envelope brochures give 
| you day-in day-out, 365 days a year advertising sales promotion at practically no cost. 


a Here is the way to open customers’ doors every It pays you right now—to write now and find 
co 

day in the business year at really no cost. Enclose out how you can pick any section or slice of the 
_ Steelmaster’s high sales-powered brochures in sales market that you wish. 


your regular mail, with your check remittances, 
as a part of a planned advertising campaign; as 
a part of your interior store service where the 
customer can see exactly what he wants with 
full working descriptions, dimensions, and ad- 


vertising appeal. 


Steelmaster's ‘‘working salesmen"’ envelope 


brochures are offered to you at little cost. 





You will be pleasantly surprised at how inex- 


‘SJ rats 





a FS —right now! 
| oo 
a Ve Cfal = > 
Mm Je art steel co., inc. 
: =< 170 West 233rd Street, Dept. | New York 63, N. Y. 
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Sell the Line with “Tomorrow's Look’ 
to the Alert Executive Who's Forging Ahead 























. . , Di 
Here's a fresh-from-the-drawing-board design Modern has clean restrained lines. . .a gently , 
that's especially appealing to the top executive curving top and slim tapered legs. Right now, bol 
who likes office furniture with the "look of to- you could probably list many executives whom ; = 
morrow". . .that tells at a glance he's "moving Classical Modern would fit like their own favorite a. 
ahead."' Modern but not extreme, Classical suit. Th. 
Visit Spaces A400 & A401 Kiel Auditorium St. Louis, N.O.F.A. Convention Mar. 3-5. Co 
SEE CLASSICAL MODERN & ENTIRE MODERN & TRADITIONAL LINE OR WRITE FOR CATALOG. ae 
“WASPER OUFFILE FURNI? URE La.~a 
nal 
JASPER, INDIANA REPRE app 
. es H. Davison—147 A Avenue ‘ie } lif othe 
V Follin- 220 Fair R ad, River ‘ RR 
ee ae ee eee eee Die 
McDaniel—1414 W. Tu ; Fort Wort Tex mot 
P. Brouwer—741 Lau t, Longmeadow, Ma 
R. Baker—4529 S. Fairv ners Grove — ness 
Ryce—P. 0. Box 277, Orange Park, Fla. 
Maynard-7649 Tomahawk Rd., Overland Park, | Du: 
ion E. Lipscomb—124 Dixon Avenue, Birmingham 9, Ala 
Bar 130 W. 42nd R 19. New York City I 
into 
152 OA—3 /56 
OA 

















New York Stationers Association 
Launches Programs for New Year 
Association of New York, Inc., met for 
the new year on January 16, at the Hotel 
Biltmé rge group in attendance 
H \ im, association attorney, read the stipulation 
vere the Union. This contract, culminating 
nont work on the part of Mr. Markham and the 
committee, offers provisions which reflect 
)-Operat tween the association and the Union in build 
healthier and stable stationery 


pointed out 


industry 


nt committee made a report on the annual 

lit luled for May 5 in the Grand Ballroom 
of tl ( lore hotel, promising that the event will be 
igg than its predecessors. Mailing of the first 
roc reported, resulted in a flood of seat reser 
tic rtising space contracts for the accompanying 


committee noted that the association has 
growl 100 members, and the treasurer reported 
of the organization were in a healthy state, 


revenue 


Diebold Featured on TV Program 


Raym K president of Diebold, Inc., was inte 
d | Considine on “Cavalcade of Progress,” a week 
program presented by the National Broad 
( over WRCA, New York City, on December 

yee 
I p med at reviewing contributions of leading 
A meric ries to this nation’s progress, outlined Die 


BOB CONSIDINE Interviews Raymond Koontz, president of 
Diebold, In n TV program. 


the fields of bank protection equipment and 


nnigue siness records systems. 
Ir id he interview with Mr. Koontz, films were 
tions at Diebold’s plant in Canton, Ohio. 
The prog ponsored by the North American Aviation 
Com] 
Dieb« contributions to progress in bank protec 


techniques featured included such “firsts” 


electrically operated record-keeping safe, 

device for vault doors, the silent sig 
ind walk-up banking, ultrasonic alarm 
protection, the vertical money chest and 


Rece Diebold developments shown include the 
Diebold-B k vault door, and the Super Elevator file, a 
capable of housing up to 300,000 busi 


Durham Firm Takes New Location 


moved 
February | FEG 


[he R \ office suppliers of Durham, N.C., 
nto n at 111 Parrish St 
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"TIKE MONEY IN YOUR BANK 


The CROWN LINE OF MARKING DEVICES 

iS THE PROFIT MAKING LINE, because of savings 
in Extra QUALITY, Extra DURABILITY 

Extra ECONOMY and PERFORMANCE 


The CROWN IMT’... 


stands up under constant use, is your 


MONEY MAKING and MONEY SAVING LINE 











No 

other 
marking 
devices 
compare 
with 
highest 
standards 
set by 
CROWN! 
Why not 


fu Lon 
your line? 


e 
Write 
today 
for full 
details! 


R. A. STEWART 


& COMPANY, INC. 


80 Duane Street 
New York 7, N. Y. 
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Camp Retires as Financial 
Executive for Pitney-Bowes 

Harold Camp, vice-president for finance and secretary of 
Pitney-Bowes, Inc., and chief financial executive of the postage 
meter company for more than 34 years, announced he would 
retire following the annual meeting of stockholders on April 
4th. 

Upon Mr. Camp’s retirement, the company’s financial divi- 






HAROLD CAMP J. O. NICKLIS 


sion will be headed by the treasurer, John O. Nicklis, who 
| will also become the corporation’s secretary. 

Mr. Camp joined Pitney-Bowes as an accountant in 1922, 
and has directed its financial division ever since he was elected 
treasurer in 1934. He has served as secretary of the corpora- 
tion since 1936, and was elected financial vice-president in 
1952. He is also a vice-president and director of the Stamford 
Federal Savings and Loan Association. 

Mr. Nicklis was elected treasurer in 1952. In that office he 
will direct all financial operations and services of the com- 
pany. He joined PB as an accountant in 1945, became assistant 


C PACK AIR MAIL | treasurer in 1949, and assistant secretary in 1951. 
al =— a 


National Fiberstock to Build New Plant 
, ~~ ; National Fiberstok Envelope Company will build a $550,000 
Quality Park’s familiar Blue Line branch plant on a 12-acre plot in Mullica Township, N. J., 


Airmail Envelopes are NOW avail- it was announced recently by J. W. F. Blizard, president of 
the Philadelphia firm. 
able in C-Packs ... the handy box The company is one of the country’s largest manufacturers 


. . f expanding and specialty paper products. It was founded 
100 t tes i ! ° ; : . 
of that stimulates oe in 1912, and has its main office and plant at 2d St. and 





buying in your store. Choice of Allegheny Ave., in Philadelphia. 
. . P . . . 

. 3 Construction is expected to begin sometime in March. 
two sizes (No. 10 and No. 6%) Mr. Blizard said the new branch plant will be used primarily 
of regular Blue Line Airmail (No. for the manufacture of new items to expand the company’s 

. P . product line. 
L lightweight sulphate tinted on The company will hire most of the workers for the new 
inside, 2 colors outside) in colorful facility from among those who live in the South Jersey area 
and will continue full operations at its main office and plant 
new C-Pack boxes. Regular in Philadelphia, the firm President said. 





C-Packs sold themselves . .. so a De amine 


"nC. P ane 
will CPack Airmailt Hush-A-Phone Complaint Denied by FCC 


The Hush-A-Phone Corporation’s complaint filed with the 

’ Federal Communications Commission in 1948 seeking an 

See other new Quality Park order from the FCC to force the American Telephone and 

Products in Quality Park's new Telegraph Company to remove regulations whereby the com- 

pany could discontinue service if the Hush-A-Phone was used 
was denied by the Commission in a December decision. 

log No. 56. At the time, H. C. Tuttle, Hush-A-Phone president, said 

the Commission noted that the Bell system had no “present” 

intention of discontinuing telephone service for Hush-A-Phone 


Stationers’ Specialties Cata- 


users. 
SOLD THROUGH DEALERS ONLY Thus, he added, there is no change in the situation, and 
dealers are still free to sell and distribute the product. How- 
ever, he said, his firm is now considering what further legal 
steps should be taken to bring the action before a court of 


©) ° Re law for review. 
uality ark s 
Products 














Salmon & Paddock Moves 
Salmen & Paddock, Inc., recently announced that it has 
moved to new and larger quarters at 157 Federal St., Room 


Cz 
% General Office and Factory, Quality Park, St. Paul 4, Minnesota 411, Boston 10, Mass. The new telephone number is LIberty 
%* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 2-9297, 
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BY GUNLOCKE 


Choose from many 
Swingline models. 

The one pictured includes 
upholstered arms and 
arm panels, along with 
all the other Swingline 


features. 


e Modern styling for contemporary offices. 
Fashioned in a strikingly new design for com- 


fort and efficiency, Swingline Chairs will add 





grace and beauty to your office. And .. . they 


are available at a surprisingly modest cost. 


OUTSTANDING 
FEATURES: 


Genuine Walnut Chair Frame 


Genuine Leather Upholstery 
Coverings in 7 Dramatic New 
Swingline Leathers 


Full Size Seat with Coil Springs 
on Webbing, tied 8 Times 


Bowed Front Seat— 
with Roll Edges 


Cradle Back Rest 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 














KAP 


ALUMINUM SWIVEL AND STRAIGHT CHAIRS 
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GIVE YOU THE AMMUNITION YOU NEED 


- 


TO WIN ANY 
SALES BATTLE 


|. Full line for every need 
of commercial, indus- 
trial and_ institutional 
establishments. 


Quality second to none. 


First choice of many of the nation’s most astute 
equipment buyers for top business corporations 
—used in some of the most fabulously appointed 
quarters, such as California's new Beverly-Hilton 
Hotel, Florida's new Seville and the Hollywood 
Beach Hotel, Chicago's Palmer House, New 
York's Roosevelt, etc. Hence, no limit to your 
sales potential. 


Aggressive advertising 
to your best prospects 
in such leading national 
magazines as BUSI- 
NESS WEEK, INSTITU- 
TIONS MAGAZINE, 
HOTEL MANAGE- 
MENT, PACIFIC 
COAST RECORD, 


WRITE FOR DETAILS, 
NEW FULL-COLOR 
CATALOG 


FINE CHAIR SPECIALIS 


i _- 


j 


wo” HIO 
HAIR CO% 


410 N. MERIDIAN RD., YOUNGSTOWN, OHIO 


— 


EXPORT DEPT: 25 BEAVER ST.. NEW YORK 4, N. Y. 








THREE COLUMBIANS RETIRE . . . Dividing 132 years of service 
among them, three members of Columbia Ribbon & Carbon Mfg. 
Co., Inc., New York City branch office, are retiring. Howard M. 
Trowern (center), is completing 47 years, the last 26 as manager 
of the New York office. In 1929 he was elected to the board of 
directors and early in 1955 was named a vice-president of Colum- 
bia. Clarence E. Belding (left), who joined Columbia a few months 
after Mr. Trowern, completed 46 years of service in September, 
1955. Howard R. Rennell (right), like Mr. Belding, has been a key 


sales representative ever since he joined Columbia in 1947. 


Ditto Names First Offset 
Duplicator Sales Supervisors 

Appointment of its first five offset sales supervisors was an- 
nounced today by Ditto, Incorporated 

Named as district supervisors were Robert W. Hines, Mil- 
waukee; Jack N. Cowan, Dallas; Frank M. O’Connell, Chi- 
cago; Gerald Kiefer, Rochester; and Herbert W. Blomquist, 
Washington, D. ¢ 

The appointments are the first of a planned series in which 
experienced offset personnel will be assigned to head up area 
distribution of the company’s new automatic offset duplicator, 
introduced in October, 1955 

From headquarters at 744 N. Fourth St., Milwaukee, Mr. 
Hines will supervise offset sales in Wisconsin, Minnesota, 
North Dakota, and South Dakota 

Mr. Cowan, located at 141 Payne St., Dallas, will be 
district supervisor for Texas, Louisiana, Arkansas, and Okla- 
homa. 

Mr. O'Connell will service Illinois and Northern Indiana 
from the company’s Chicago Loop sales office at 343 S 
Dearborn St 

Sales of the offset duplicator in New York, outside the New 
York City area, will be supervised by Mr. Kiefer from offices 
at 579 Lake Ave., Rochester! 

Mr. Blomquist, with offices at 1013-12th St., N.W., Wash- 
ington, will supervise offset sales in Washington, Virginia, and 
parts of Maryland and West Virginia 


Begg Named McBee Vice-President 

Harry M. Begg has been elected vice-president for produc- 
tion of the McBee Company, division of Royal McBee Corpo- 
ration. The newly created office centralizes production adminis- 
tration of all McBee’s domestic plants under one administrative 
head 

Mr. Begg joined his company in 1930 and for several years 
was associated in the estimating and costing departments. 


In January 1937, Begg was appointed purchasing agent, a 


position he filled until ten years later when he was promoted 
to assistant plant manager. In the latter capacity, he devoted 
most of his time to Opening new plants. 


In June 1951, Begg was appointed to the position of plants 
manager, the position he occupied until his election to his 


present office by directors of Royal McBee Corporation. 


Transfers to Maverick-Clarke 

Cecil Dodic, formerly with the office furniture department 
of The Clegg Company, has resigned to accept a position on 
the sales force of Maverick-Clarke, San Antonio, Tex.—JHR 
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NEW IDEA IN ADJUSTABLE LAMPS! 


RF means "Reduced Fatigue'’ — and the cigarette test provides 
you with an effective demonstration of the reason why. Six 
shade-louvers distribute soft, uniform light above and around 
the lamp — eliminating shadows and dark spots that cause eye 


fatigue and eyestrain! 


The findings of two national lighting-research laboratories plus 


two 


years of concentrated study and research supplied the 
background knowledge for the RF line. Add to this fact Faries' 
seventy-five years of quality-lamp manufacturing experience, 
and you'll know why we can safely say THE RF LINE GIVES 
YOU MORE TO SELL THAN ANY OTHER LINE OF AD- 
JUSTABLE LAMPS! 


The complete RF line, approved by Underwriters’ Laboratories 
and including both fluorescent and incandescent lamps, also 
gives you the new "six-for-one" inventory feature for faster 


turnover, longer profits, easier stock keeping! 


FOR FULL DETAILS ON THE COMPLETE LINE, WRITE: 








LAMP DIVISION 
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GIVE IT THE CIGARETTE TEST! Notice 
how shade-louvers ventilate smoke, 
dramatically illustrating the up- 
ward flow of non-glare light which, 
combined with the downward flow, 
reduces fatigue by minimizing con- 
trasts! 





GREATER ADJUSTABILITY than any 
other lamp made! Extends from 14” 
to 37”. 





FRICTION-FREE 


design means no 
screws to tighten. “Stays put'’ in 
any position! Completely counter- 
balanced by gravity. Both arm and 
shade rotate 360 . 


" ELWOOD, INDIANA 















personal file 





e, fast urn egies: “APPROVED 
OUs 7 
© ‘ (ea BY 
promt» ' ais Of EFFICIENCY 

xtra f EXPERTS” 
Brean’ rizons an " 

e ake 
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write 


All units available 
in both Letter 





letter tray 





space saver and Legal size. 


a 
77 JAYEM SALES CORPORATION 


31 COFFEY STREET, BROOKLYN 31, NEW YORK 
JAYEM STEEL OFFICE HELPERS * PERSONAL FILES * SPACE SAVERS * DESK ACCESSORIES * SHELVING 
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Chicago Heights Post Office, Weber 
Costello Make Record Shipment 


The Chicago Heights, IIl., Post Office recently completed a 
parcel post shipment of 15,000 Weber Costello globes which, 
according to Raymond Murphy, postmaster, is the largest 
parcel post shipment ever to leave Chicago Heights. 

To transport the globe shipment from the Weber Costello 
plant, the post office used huge trailer-type highway trucks. 
[The shipment, when completed, made up 22 such truck loads. 


Because of the exceptional size of the shipment, postal em- 
ployees working in the Weber Costello shipping room checked 
out the cartons and mail bags of globes, and loaded them di- 
rect to the trucks. 

[he globes went to customers of the Quaker Oats Company 
all over the United States. Quaker Oats used the globes as 
premiums in a nation-wide contest promoting the sale of Aunt 





GLOBES ON THE MARCH ... . Part of a shipment of 15,000 
Weber Costello globes. Conterring about the shipping details 
are (from left): Kemp Huber, Weber Costello sales director; Ray 
Murphy, Chicago Heights, postmaster; Earle F. Opie, company 
president; H. B. Dodge, plant director, and W. Schmeckpeper, 


mails superintendent. 


Jemima pancake flour. Billed as the “Dream Trip Contest”, 
the No. | prize was a trip around the world with five other 
prizes of trips to foreign lands. The travel theme was set most 
appropriately by the Weber Costello globe displayed in each 
store promoting the contest. 

According to W. F. Scarborough, director of the Weber 
Costello map and globe division, Quaker Oats was well pleased 
with the quality and beauty of the globes, and they have re- 
ceived many favorable comments from field men and dealers. 

Weber Costello frequently supplies globes for large mer- 
chandising programs such as this in addition to the hundreds 
of thousands of globes supplied each year for school use and 
sold for home and office use through dealers all over the 
United States, Canada, Mexico and throughout the world. 

Recently the company supplied globes which Governor 
Stratton presented to state governors attending the Governor’s 
Conference in Chicago. Mayor Daley presented Weber Costel- 
lo globes to visitors attending the opening of O’Hare air field 
on October 29 


Binghamton Firm Buys Building Site 


Pierson’s of Binghamton, Inc., Binghamton, N. Y., station- 
ery and office equipment retailer, has bought adjoining land 
at State and Henry streets formerly occupied by the Acker- 
man Building 

[he six-story office building was destroyed by fire a year 
ago and later razed. Pierson’s plans to erect a_ three-story 


building on the plot within a year or two to expand present 
facilities. Meanwhile, the land will be used for customer 
parking.—RCS 
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WHRt-B- MATIC 
If THE WORLD'S 


GREATEST 
SMOKER 


PAT. NO. 2659513 







it sping 


A PROVEN ~ itself 


BEST-SELLER 
BUSINESS GIFT 


Every business executive will 
go for this wonderful 
WHIRL-O-MATIC Smoker 
in a big way. You'll sell 
plenty! 

Simply press knob — in- 
stantly, butts and ashes are 
whirled away into inner con- 
tainer. Release knob — 
whirling disc springs back, 
eliminating all smoke and 
odors. 


EOE E EEE EE EEE EEE EEE EEE EE EEE EE REE EERE EEE EERE EERE SEER ROR OO 





WHIRL-O-MATIC FLOOR STAND 


No. 5115 
Solid Walnut & White with Satin Brass 
African Oak & White with Satin Brass 
Blond Birch & Black with Satin Brass 





5107-Satin Brass 
or Satin Chrome 
with black 







No. 5101 
floor stand 
Available in 
5 finishes 


SEND FOR THIS FREE BROCHURE: 


Whirl-O-Matic, Inc., 3-56 
350 Fifth Ave., 
New York, N.Y. 


Gentlemen: Kindly send me your latest 
illustrated brochure showing the full line 


WHIRL-O-MATIC of WHIRL-O-MATICS. 
Inc Firm Name 
Address . .. City 


350 Fifth Ave., 
New York, N.Y. 


Attention of 
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AS NEVER BEFOR 
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It’s the biggest value in all-steel office 
partitions today! 


For the first time, a low-cost, portable of- 
fice partition— 84" high—designed to give 
complete wall privacy for executive offices! 


Every business needs privacy. Now, every business 
can afford it with this complete line of portable, low- 
cost office partitions. Look at these exclusive features: 

© completely flush @ electric panels 
© completely portable @ clip-on base panels 
@ double-wall construction @ doors and gates 


@ decorator colors 
Available in 39”, 54”, 68” and now 84” heights. PORT- 


A-WALL meets all planning needs . . . from enclosures for 
the office staff to private offices for executives. 
What's in it for you? 

PORT-A-WALL’s quality features and attractive price will 
spark your office furniture department sales figures to an 
all-time high! 

Here’s what your customers get with PORT-A-WALL 

@ 25% more work space @ no maintenance costs 
@ complete wall privacy @ no installation costs 


@ greater efficiency ®@ complete flexibility 


Private offices in minutes with PORT-A- WALL partitions. 






Write for free litera- 
ture and information 
to Dept. OA-1: 








sin PORT-A-WALL Division, 
HEMISPHERE STEEL PRODUCTS CORPORATION 
263 Kent Ave., Brooklyn, N. Y. 
Manufacturers of 


FLUSHLOK 
Office Partitions 









O 
MEM Territorial dealerships 
1O now available to well- 
ALERS established organizations 
E Write, giving particulars 
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HONOR EXECUTIVES .. . of the Eagle Pencil Co. Silver plaques 
were recently presented to the firm's top executives by the over- 
seas subsidiaries in appreciation of support of foreign enterprises. 
Holding plaques, left to right, are E. Albert Berol, treasurer; Alfred 
C. Berol, president, and Henry Berol, vice-president. 


Zuckermandel Takes Clary Cup Again 

R. J. Zuckermandel of LaCrosse, Wis., 
became the first two-time winner of the 
Clary Corporation’s Vice-President’s Cup 
at the annual meeting of district man- 
agers of the business machine company 
in New Orleans January 19-21. 

Mr. Zuckermandel, manager of dealer 
district No. embracing Wisconsin, 


Minnesota, Iowa and sections of Illinois, 

5 Michigan, Missouri, Nebraska and North 

ms and South Dakota, first won the achieve- 

ZUCKERMANDEL ment trophy for district managers in 
1953. 


The 1955 award was presented by W. S. Watkins, deale 
sales manager, at a dinner in the Roos2velt Hotel, attended 





TWO-TIME WINNER ...R. J. Zuckermandel (center) of LaCrosse, 
Wis., became the first two-time winner of the Clary Corp.'s Vice- 
President's Cup, awarded him as the company's outstanding district 
manager for 1955. Helping in the presentation in New Orleans, La. 
are W. S. Watkins (left), dealer sales manager, and J. W. Stallings, 
general sales manager. 


by J. W. Stallings, general sales manager, and other Clary 
executives from the San Gabriel, Calif., main offices. 

Plans for enlargement of the company’s nation-wide dealer 
organization and the 1956 sales program for adding machine 
and cash register lines were outlined at the three-day meeting. 
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START WITH FURNITURE BY STANDARD 











Scheduled 
for 

April 
issues! 





Leet af beth eet of ua patwre See 
mates possible complete office to office howm 
Groupings, af a0 extra cow * 
> Jergn may be carried through fo se. -efore 
, 


of rate ond service writs 





See the: and other “Office: for Uring’” pow @ row sof will be prow’ end happy 
tree folder i cole and name of you nwores! S feo oh tien hey . 
The Standard Furetuce moeny Herkune ew York 
. ~_ - - 
fae COSTIMENTAL OMEGA Lal CuTIVE FURNITURE CHOTeS DESH ACCES LORM \ ‘ ‘ 
& AND CHGR CONTINULT! PLANS ABE CRCLUBIYE ITH STAWORRD DEAI Te ‘ ( ( — oT we 
bis 


f 
= 


Standard never underestimates 


the power of a woman! 


Something special for the boss’s gal Friday — and for junior executive offices 
and general offices, too! In April, Standard’s national ads sell the 

complete ‘‘ Offices for Living’’ idea — the idea of coordinating all offices 

with versatile Continental Omega furniture groupings tailored to each person's 


job and space, at prices scaled accordingly 


Cash in with a tie-in! Send your prospects the special full-color mailing piece 


featuring the April ad shown above. Order your supply now 


Standard. ee 
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NDABLE SERVICE | mam 


LEADERSHIP 
IN THE DUPLICATING FIELD 


inclu 
weste 
quart 


DEPENDABILITY and PRECISION Bi 


has been the keynote of ROSE’S success. Continuous over 
research by ROSE has preduced a superior line — 
of duplicating products. This basic policy supplemented ioe. 
by more than a quarter of a century _— 





of experience and know-how gives ROSE and | 
: spons 


the highest reputation in the field. 


® MASTER UNITS 

® SPIRIT CARBONS 

® HECTOGRAPH CARBONS 
® SPIRIT CARBON ROLLS 


® DUPLICATING FLUID 

AND HAND CREAM trict 
tion 1 
Louis 

Ott 
Sentat 
cludes 
Mr. J 
tinent. 

Joh 
Michi 
and k 
RIBBON and CARBON MFG. CO., Inc. hy 


HARRISON, NEW JERSEY Chi 
ritory 
clude 

The | 
Makers of the world-famous patented “Sta-Clean” with } 
metallic protective-coated master units. U. S. pat. 2,671,734 





Negg 
Ann 


CATERING TO THE REQUIREMENTS non 


OF DUPLICATING SPECIALISTS ALL OVER THE WORLD) Pani 
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Esterbrook Expands Sales Force 





[he Esterbrook Pen Company has announced a major ex- 
pansion of its sales force in order to better serve and work 
with its deale1 [his expansion gives Esterbrook the largest 
sales force 8-year history. 

Three new sales representatives have been added to the 
marketing division. One new district sales manager has also 
been appointed and, the company announces, two other dis- 
trict sales ers will now have expanded supervisory 
duties 

j. T Jack” Wilson, an Esterbrook sales representative for 
the last nine irs and with the company since 1939, has been 
named North East District sales manager. His territory will 

OE da 
JOHN WILSON CHARLES ROGERS 
include the New England area plus western New York and 
western Pennsylvania. He will continue to make his head- 
quarters in Natick, Mass. 


Charles W. Rogers has joined Esterbrook as sales repre- 
sentative. He will make his headquarters in Boston and take 
over the territory previously served by Mr. Wilson in Massa- 
chusetts, New Hampshire, Maine and Rhode Island. Mr. 
Rogers is fami with the territory, having covered it for 
several years sales representative for Jeffrys Candy Com- 
pany, Boston, and as a merchandising and sales specialist for 


Procter & Gamble 

Harold F. Blum, Chicago district sales manager since 1950 
ind with Esterbr since 1939, will assume additional re- 
sponsibilities with his new appointment as North Central Dis- 


1 
OOK 





CHARLES HAYES 


OTTO JOHNSON 


trict sales manager. His enlarged district will include, in addi- 
tion to Chicago and the Twin Cities, the Kansas City, St. 
Louis and Oklahoma City territories. 

Otto L. Johnson, another of the new Esterbrook sales repre- 
sentatives, will cover the Oklahoma City territory which in- 
cludes Oklahoma and parts of Texas, Missouri and Arkansas. 
Mr. Johnson was formerly a District Sales Manager for Con- 
tinental Baking Company. 

John M. Wakeland, formerly manager of the Detroit and 
Michigan territories, now adds to his district the Ohio, Indiana 
and Kentucky Mr. Wakeland started with Esterbrook 
in 1950 as a *§ representative and was named Detroit dis- 
trict manager in 1955, 

Charles R. Hayes takes over Mr. Wakeland’s previous ter- 
ntory with headquarters in Detroit. His sales area will also in- 
clude Northwestern Ohio. Mr. Hayes was previously with 
[he Equitable Life Insurance Company and was associated 
with Procter & Gamble as a sales representative. 


areas 





Neggesmith Represents Smith Metal Arts 

Announcement has been made by Harry Neggesmith, 
manufacturers’ representative in the stationery industry for 
many years, that he now represents Smith Metal Arts Com- 
pany in the Middle West, 
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—to feel how every finger (of either hand) 
falls into natural, easy working position... how the 
over-size, plainly labeled control keys give direct 
“live” response... how Totals and Sub-totals are 
obtained instantly by depressing bars, with no 
space strokes required. This is the first adding machine 
to fit the human hand—the first new keyboard 
granted a patent in years! 






... then watch what happens here 


Actual items you enter on keyboard 
appear in this Check Window before they are printed 
or added. For the first time on an American 10-key 

machine you see what you're adding—so you can 
work quickly and accurately. Note, too, how Clear 
Signal prints automatically on tape with the first item 
following a total...also how True Credit Balance 
prints without extra motor operations or pre-setting! 


Ideas about adding machines are changing since Friden 
developed Natural Way adding. Seems like everybody 
wants to go 10-key with Friden! Your Friden Man can 
show you why—call him. Friden sales, instruction, service 
throughout U.S. and world, FRIDEN CALCULATING MACHINE 
co., 1Nc., San Leandro, California. 


pou 


New model Friden offers rapid multiplication with 
automatic step-over of multiplicand. 
° THE NATURAL WAY ADDING MACHINE 
THE AUTOMATIC CALCULATOR 
| al CT) THE COMPUTYPER 
' THE ADD-PUNCH MACHINE 
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Two Royal Managers Elevated 
to New Positions 


== R. H. Smith, former district manager for the Royal Type. 


vA — . 2 
SALES AND A, 4 writer Company at St. Louis, Mo., and Harry DeBurgos 
¢ — former district Roytype manager in Chicago, have been ele. 
.> @ 
PROFITS! g 


vated within the firm’s sales organization. 


Mr. Smith, who joined Royal as a salesman in 1947 and 
es 
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Kil-Klatter’s aggressive R_H SMITH 


advertising reaches 


H. DEBURGOS 


office managers, secre 


took over his former assignment in 1955, was appointed sales 
GF == i taries, stenographers manager for the Central region. He succeeds Paul W. Jones 

A and typists through who is retiring from the company after 33 years of service. 
e ADVICE national office and | Mr. BeBurgos, who joined the Roytype branch in Dallas 
business magazines Tex., as manager in 1947, has been called upon to fill Mr 

for ea a clears the way for Smith's position. He held his Chicago position since 1949, 





= sales for you es a 
efficient 


Underwood Promotes Two to Region Posts 


a 
office The Underwood Corporation has announced the promotion 
ee all of Robert G. Shepherd, formerly Chicago accounting machine 
Nobody has to put iy division manager, to Chicago regional manager, and J. W ‘ 
typing racket, typing rip = Bowen, former salesman, to Salt Lake City regional manager 


reso ned ae as ale Mr. Shepherd, a native of Canada, joined the firm in 1937 
A KIL-KLATTE ad makes any 





typewriter really quiet. For these 
KIL-KLATTER is resilient all 
hair an everlasting sound extra 
and shock absorber. Made of ’ 
famous OZITE All-Hair Felt sales aids 
H , Treated top to keep machine 
iin — * CATALOG CUTS 
Slip-proof bottom to prevent * NEWSPAPER 
Mii the mochine from skidding MATS 
Fits oll typewriters and many © TWO-COLOR J. W. BOWEN R. S. SHEPHERD 
a other business machines ENVELOPE | 
STUFFERS as an adding machine salesman. He served as both a type: 


writer salesman and accounting machine salesman before be- 
ing appointed to division manager in Chicago in 1950. 

Mr. Bowen joined Underwood in 1948 as supply division 
manager at Salt Lake City. He transferred to typewriter sales 
in 1950, and has been in that division since then. He is : 


© COUNTER CARDS 


$425 AT YOUR STATIONER 


OR OFFICE SUPPLY DEALER 


















Tue SCIENTIFIC TYPEWRITER PAD COPS eee re eererese native of Brigham City, Utah. = 
“ r to a quieter office - ———_——. 
pra a ile sia typewriter” Shaeffer Announces Window Contest | 
A spring window-display contest with 216 cash prizes for 
the best decorated windows has just been announced by the 
Sheaffer Pen Company. 
fake advantage of Kil-Klatter’s The contest, with three top prizes of $100 each, will run 
well balanced advertising campaign through June | and is open to all Sheaffer dealers throughout 
To add sales, to add profits the United States. In addition, there will be three prizes of 
add the Kil-Klatter line $50 each, 10 prizes of $25 each, 50 $10 prizes and additional 
— 


prizes of $5 each for the 150 next best windows. 


Sheaffer is offering a new spring window display to dealers 
on a merchandise deal. It utilizes light and motion with a 
your supply of KIL-KLATTER spring flower background. A white gloved hand, die-cut to 


typewriter pads and free hold a Snorkel fountain pen, moves across the background 
| . illuminating the words “White Dot Snorkel pen” as it goes 
sales aids today. , 
Io compete in the contest, dealers merely submit a picture 
of their Sheaffer window display and forward it to the com- 
s ae pany’s Ft. Madison, Iowa, office 
ee ae 
~ AMERICAN HAIR & FELT co. San Antonio Firm Moves 
~. MERCHANDISE MART, CHICAGO 54 rhe Business Equipment Company, San Antonio, Tex., has 
: moved from 209 Broadway to 433 N. Main Ave.—JHR 
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You #- can sell 


[t’s easy —especially when you carry the 
quality line of Bentson desks, tables, 
files and companion units. And it’s prof- 
itable, too, because your customers will 
recognize the superiority of Perma-hush 
onstruction .. . outstanding perform- 
ince and functional flexibility. 


Cc 


the pleasing color toned harmony will 
radiate comfort and working ease in 
any Office. 

We will gladly show you why so many 
dealers prefer to sell Bentson! See us at 
Kiel Auditorium—Booth E-27. 











The BENTSON MANUFACTURING Company 
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You type directly on the label (or write 
or print with pencil or ball-point pen). Plastic- 
protected message stays clean and neat. No cards 
to insert, nothing to fall out. Long strip lets you cut tab to 
any length up to 6”. 





Labelon Tabs 
are thinner to 
prevent bulking. 
Bound books can 
be tabbed with- 
out distortion. 
Furthermore, 
the light weight 
and flexibility of 
Labelon Tabs 
prevent paper 
from tearing at 
tab edge. 


Dealers: Write today for special profit deal 


LABELON TAPE CO., INC. sus 


450 Atlantic Ave., Rochester 9, N. Y. 
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NEw! 
The ONLY Index Tabs 
with EVERY Desirable Feature 


ss ae 


Nothing To Lick—Sticks 
Instantly Even To Acetate 
Pressure sensitive Labelon Tabs stick without 
moistening, even to acetate. Nothing to lick—just 


affix typed portion to page or folder, bend tab back and over, 
and squeeze tight. 


Handy 
Display Box 
Lets You 
Select From 


> 


DIFFERENT 
COLORS 
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Maverick-Clarke Elects Alexander 
to Post of Vice-President 

Roger C. Hill, executive vice-president of Maverick-Clarke, 
recent appointment of Phil Alexander as vice- 
lirector of store operations for the firm’s five 
stin, Houston, Brownsville, Corpus Christi and 
San Antonio, Tex 


announce 
president 


divisions 


Mr. Alexander, a native of Waco, Tex., joined the com- 
pany in ifter service in the Air Force. His first position 
ville manager. He was transferred to Austin in 
was adve director, and in 1949 he moved to Browns 


1954 t< 


e that division 


Atlas Stationers Adds to Staff 


hree ippointments to the staff of Atlas Stationers, 
Los Ang Calif., were announced recently by Louis and 
Seymour Polonsky, co-owners. 

Floyd Chamberlain has been given one of the company’s 
southeastern sales territories. He joins Atlas after six years 
with macl iccounting sales of the Underwood Corporation. 

Ed Thor s been added to the staff as a junior salesman. 
He came Atlas from Kemper-Thomas of Cincinnati, Ohio. 
Miss Claire Robello has been named to the sales staff of the 
furniture division. She previously was associated with Royal 
Metal M turing Company. 


Thomas Elected Underwood Director 


Joseph A. Thomas was recently elected a director of Under 
wood Corporation. A general partner in the investment firm 
of Lehman Brothers, New York City, Mr. Thomas is chairman 
of the board of American Export Lines and also serves as 
a membe! he executive committee and director of Flintkote 
Company 

He is ctor of Laclede Gas Company, Halliburton Oil 
Well Cementing Company, Tidewater Associated Oil Com- 
pany, Wils! Oil Company of Texas and a member of the 
advisory board of the New York Branch of Chemical Corn 
Exchange Bank. He is also a member of the board of trustees 
of Presbyt 


Hospital, New York City. 


Marsh President Tours Mediterranean 
Countries to Promote Trade 


Walt Marsh, president of Marsh Stencil Machine Company, 
and Mrs. Marsh, sailed February 2 from New York on the 
S.S. Constitution for a two months tour of Mediterranean 
countries 

For th motion of foreign trade for his company, Mr. 
Marsh w t Casablanca, Morrocco; Algiers, Algeria; Alex 
andria and Cairo, Egypt; Beirut, Lebanon; Haifa, Israel; 
Istanbul, Turkey; Athens, Greece; Dubrovnik, Yugoslavia; 
Naples and Milan, Italy; Madrid, Spain; and Lisbon, Portugal. 

Products company now exports include stencil cutting 
machines 1 accessories, electric tape machines, felt-point 
pens and ain brushes. 





Phil Pratt Buys Firm in Santa Fe 

Phil Pratt, an employee of the Southwestern Stationers, 
office supp rm of Santa Fe, N.M., for the past six years, 
has purchased the business from Mayor H. Paul Huss, who 
the firm for several years. Mr. Pratt at one time 
Strong’s Office Supply Company in Albuquerque, 
Gross Kelly & Company in Gallup, N.M.—EEG 


has operat l 
was wit! 
N.M 


Acme Jobbing Conducts Nameplate Business 


Acme Jobbing Company, 406 N. Van Buren Street, Green 
Bay, Wis now in charge of the interchangeable plastic 
nameplat siness that for a number of years has been con- 
ducted | ‘ 


Products Company. 


Savannah Underwood Agency Moves 

[he Savannah, Ga. Underwood Typewriter agency under 
e direction of Sam Cooper, has moved from 110 E. Con- 
Bryan St.—EEG 


egress St. to 2 W 


| 
| 
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any sorting problem with 
the KOHLHAAS PROFIT LINE! 


. +. you get a BIG PROFIT on each Kohlhaas 
Sorter and File you sell . . . but that’s not the 
end of the sales story. Users see Kohlhaas Equip- 
ment answer their sorting problems — MAKE 
GOOD PROSPECTS FOR PROFITABLE REPEAT 
SALES! 


1 





there’s an efficient Kohlhaas Sorter and File for every 
job. Here are just a few .. . 


ALPHABETICAL 
SORTERS 


No. °°0-W 25 to 100 sub-divisions 





NUMERICAL ~~ 
SORTERS ~ 


No. 472-W 2 digit, 00-99 





HOLDING FILES 


No. 912—25 Letter Size 
No. 915-25 Legal Size 





POSTING TRAYS. 


Ne. 785 CB Tray ee. r 
‘ eS ia 
we 


Special Sizes built to any size and index! 


Kehlhaas FAST-SELLING SALES FEATURES 


@ Full steel tray, black ripple plates, chrome plated rods. 





® Metal reinforced, steel tabbed index guides. 


@ Self-supporting index guides carry filed material — no 
slipping or crawling. 






WRITE FOR CATALOG, DISCOUNTS 
and INFORMATION! 


THE Kohklhans COMPANY 


8012 South Chicago Ave., Chicago 17, Illinois 
Telephone BAyport 1-4433 
Mfgrs. of Vertical Sorters for— 
LETTERS, CHECKS, SALES SLIPS, WORK TICKETS, BiLi STUBS, BILLS OF 
LADING, STOCK CERTIFICATES, PAYROLL CHECKS, INVOICES: 
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"Warmth" of Wood 






a Selling Tool 





NO. 700 







This series is 
warmly all- 
wood with all 
the construc- 
tion features 
of a truly 

fine chair. 
Made in plain 
and quartered 
o~k, northern 
birch, and 
American 
black walnut. 






























A recent survey in nine cities indicates 
most customers prefer wood to metal fur- 
niture. The most frequent reason given for 
the preference is that wood office furni- 
ture has a ‘‘warm, friendly appearance.”’ 


You can capitalize on this customer prefer- 
ence by featuring quality-crafted Crafts- 
man Chairs, made from only the finest 
cabinet woods — northern birch, plain 
and quartered Indiana white oak and gen- 


vine American walnut. 


Craftsman woods are carefully selected, 
slowly seasoned and scientifically dried in 
our own kilns then lovingly worked 


by craftsmen who value fine woods. 


Here is a complete line of quality wood 
chairs to meet every style and price need. 
Write today for our catalog or see the 
complete Craftsman line at the N.O.F.A. 
Convention in St. Louis, 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Manuel Davidson of Perfect Rubber Seat Company, Phil- 
adelphia, signed the Guest Book January 30. He expected 
to be in Chicago for most of the week, after which he planned 
to return to Philadelphia, stopping en route at Cincinnati. 
Mr. Davidson has been making rubber chair pads for more 
than 25 years. He has definite ideas about types of rubber 
and of covers for cushions, all of which are good. He has 
been numbered among OFFICE APPLIANCES’ advertisers 
25 years and has been consistent in exhibiting his wares at 
NSOEA merchandise exhibits. 


Fred H. Guyant, Moore Push-Pin Company, who makes 
his home in Decatur, IIl., visited OA offices on January 
24. Mr. Guyant travels from the Ohio to the upper reaches 
of the Mississippi. He had stopped first at Associated Sta- 
tioners Supply Company, OFFICE APPLIANCES’ across- 
the-street neighbor. Incidental to his sales activities he was 
interested in final distribution of pictures taken in the Moore 
Push-Pin booth at the 1955 NSOEA convention. 


“I have been hitting the sawdust trail, preaching the gospel 
of NOMDA.” Executive Secretary Harold Mann told OFFICE 
APPLIANCES via telephone while stopping in Chicago on 
January 27. The National Office Machine Dealers Association 
Busy Mann(n) was en route to Los Angeles after a swing 
which began on January 7. He had visited NOMDA locals 
in Houston, New Orleans, Miami and other cities and attended 
the mid-Winter meeting of directors and officers in New 
Orleans. Increas2d interest and swelling membership rolls for 
NOMDA were revealed. 

Robert J. Kouw and William H. Boer of Flo-Ball Pen 
Company favored OFFICE APPLIANCES with a visit on 
February 1. The two had put in a busy day with stationery 
outlets in Chicago and were about to return to their head- 
quarters in Holland, Mich. They had in mind promotion 
plans for Flo-Ball which may be released shortly. 


Denver Dealer Closes after 23 Years 

One of the oldest names in the Colorado office supply field 
will terminate on March 1, when Benjamin’s, stationers and 
office supply dealers at 17th and Welton in downtown Denver, 
closes its doors. 
In business for 23 years at the same location, Benjamin 
Mandelbaum, owner, created a_ state-wide reputation for 
clever window displays and effective use of minimal display 
space to show an inventory usually housed in a store twice 
as large. The Denver dealer developed many record keeping 
systems which have become standard in the “Little Wall 
Street” which the store occupies, and likewise was a frequent 
winner in national sales competitions 

The reason for the closing was the recent purchase of the 
block in which the Benjamin’s store is located for the con- 
struction of a 28-story office building to be known as the 
Murchison Tower. The building will eliminate any possibility 
of reopening, according to Mandelbaum, who is in search of a 
new location but dubious about finding it.—RAI 


Pelouze Scales Appoints New Representative 


Morton H. Mordell, 755 S. 60th St., Philadelphia, Penn., 
has recently been appointed Pelouze Scale Company repre- 
sentative for the specific purpose of servicing the restaurant 
and allied fields. He will contact restaurant dealers and whole- 
salers throughout the states of Delaware and Maryland, as 
well as Washington, D.C., Philadelphia and Southern New 


Jersey 
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TI M K prescribes 
Morval 
to your 


doctor 


prospects 














t what the doctor ordered for reception room and office— 
handsome, modular wood furniture with wonder- 
advantages at savings up to 20%! Regularly, Morval 
Time present this buy-provoking story to America’s 


t audience of doctors AND dentists, lawyers, business 


Morval ad — FOUR MILLION! 

4 THIS MONTH. Plan a special mailing to doctors and 
fessional and business men in your area. Let them 
have TIME-advertised Morval Office Furniture. Write, 


hone for Morval’s special Time mailing pieces, dis 


\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
hool and institution prospects. Total audience for \ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 
\ 


1 ad mats. 


MORVAL 








's I r er <p Morval Corporation 
Me a ys Herkimer, New York 
(e 
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Designed to your 
CUSTOMER’S 
SPECIAL 
FORMULA 
Executive and general 
office arrangements 
adaptable to every 


office need... 
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tha’s PEERLESS MODULE ITES 





SELLOT, 
From a wide selection of Modulettes - - drawers, files, cupboards and accessory 
. ’ . . . , types oO 
units - - there’s a wide selection of combinations to add to your sales program and tec 
trained 
Don’t miss an early entrance into this expanding market. Start now... by writing manufac 
: , ; . . | With rig 
for your copy or supply of the new, complete and illustrated price lif jy.o4 . 
of Peerless Modulettes ..} , Pendit 
0 impo 
complete in every selling ual Products 
States, / 
point of 





a substai 
See the Peerless Modulettes at BOOTH E-20 The Pp 


10th Annual NOFA Convention Exhibit tape” wh 


STEEL EQUIPMENT CO. March 3-4-5, 1956 I pational 
6600 Hasbrook Ave., Philadelphia 11, Pa . me On in all pa 
New York « Chicago « Dallas « Los Angeles City and 





Politan a 
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RITEFORM CHAIR 


The new building 


Harold Holden 


the United States 
and printed pressure 
hesive products now 
Adhesive 
owned subsidiary of 

The United St 














SELLOTAPE 


Or, 
types of procs 

1M} and technical pe 
trained in the Englis 

ing manutfacturin expel 
with rights to a 

LIF Ascot 


| Pending completior 


| to import the 


States 
point of purchas 
The products will 
tape” which is regis 
} national brand name 
in all parts of the 
City and the first 
=| volitan 





area 
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factory operation from St. Paul, Minn. to 301 Oak St., 
pictured above. 


Me., and E.S. & A 
jointly announce the 
State laws of 

During 1956, this 


Tapes, Ltd 


ymnel sent 


world. 





. Company, Inc., 


Form Ascot Chemical & Adhesives Firm 

president of Eastern Corporation of Bangor, 
Engiand, 
formation on January 4 under New York 
Ascot Chemical & Adhesives Corporation. 

new corporation will establish a plant in 
to manufacture and sell a broad line of plain 
sensitive transparent tapes and related ad- 


Robinson Limited of Bristol, 


produced and sold in world markets by 
of Boreham Wood, 
E.S. & A. Robinson, Ltd. 


ites plant will be equipped with the latest 





is product of new corporation. 


machinery, and staffed with production 
from the United States to be 
The accumulated know-how and 
Adhesive Tapes, Ltd., together 
new developments, will be available to 


h plant. 


ence of 


of manufacturing facilities, Ascot plans 


ine of pressure-sensitive tapes and similar 
tail products from Englar 


Ascot e xpects 


d and establish distribution in the United 
to distribute its products nationally for 


le through retail channels and also to do 


a substantial volume 


of business in industrial tapes. 
be sold under the brand name of “Sello- 


tered in the United States. This is an inter- 


that Adhesive Tapes, Ltd., has been using 
Headquarters will be in New York 


plant will be located in New York metro- 


has recently moved its 
Quincy, Ill. 


THOR VALET 





No. 3-U Basic 4-ft. office 
wardrobe unit provides 12 
wooden coat hangers (spaced 
4” apart) 12 individualized 
hat spaces on embossed (ven- 
tilated) shelves, umbrella 
stands on each column and 
off-the-floor overshoe shelf. 
Comes in any length (inter- 
locking units) a the foot to 
fit any available space— 





Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
lodges —even private homes 
—wherever people gather 
today you see VALET and 
Checkerette Wardrobe 
Racks. There seems to be 
no limit to the demand or 
market for these efficient 
units. 


For profitable volume 


England, a wholly- 








Doubles lockerroom capacity: sales-talk, display, demon- 
strate and catalog VALET 
and Checkerette Racks. 
(Tie-in your local advertis- 

with VOGEL-PETER- 
SON. ’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
sales literature, decals, etc. 


No. S6 Answers the wraps problem 
in the small or private office. 
Provides 6 coat hangers, 6 hat spaces and 
umbrella stand. Keeps wraps in an 
orderly manner—aired, dry and “‘in 
press.”’ Will not tip over. 


No. 6-12 Lockevttle 





<-> 

te 
| | (====SstSSe 
. es i — 
t jd a bt 
i i ' ! i--4-, 
;roeq Ben? 
) thi --=Al- 

a a to 
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Combines the 

best features of both ward- 

robes and lockers. Provides em- 

loyees with coat hangers held apart on pre- 

determined centers, ventilated hat spaces, overshoe 

shelf and dry 12” x 12"x 15" lock boxes for personal effects. 

End crumpling of —y wraps in dark lockers, soggy 

lunches aee by wet hats and mittens, etc. 6 ft. unit 
_ accommodates 12, 9 ft. unit accommodates 18. 






A separate line of smaller ~ 
capacity floor and wall wardrobe rac 
with a hundred uses. Checkerette racks 
have unique feature of storing away 
like folding chairs when not in use. Go 
anywhere—can be set up without tools 
or fasteners in less than a minute. 
Write for Bulletin OV-13. 


Manvfoctured only by 


VOGEL- PETERSON co. 


1121 West 37th St. Chicago 9, U.S. A. 
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THE PROVEN “’SPACE- 
SAVING” FILING SYSTEM 


WITH DOORS > 


for greater 
record protection 





DUNS REVIEW 

















Dealers Everywhere Report — 











q WITHOUT DOORS 


where dust protection 
is not essential 


NATIONALLY ADVERTISED TO YOUR 
CUSTOMERS ON THE PAGES OF— 




















wi Modern Industry 
office 
Management 
methods] [BANKING 














BES 





TX 


tc 














GET IN ON VISI-SHELF PROFITS NOW! 
WRITE FOR CATALOG & FULL DETAILS OF 
THE VISI-SHELF DEALER PROMOTION! 


VISI-SHELF FILE, ! 


N C, 


105 Reade St., New York 13, N. Y. 
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Rockwell-Barnes Adds Capacity 


Rockwell-Barnes Company, Chicago producers of office 
papers and paper specialties, announces a 50% increase in its 
plant operations. The company reports that, due to recent 
acquisition of additional space, major increases in warehouse 
and shipping facilities as well as greater manufacturing ca- 
pacity have been achieved. 

In announcing his firm’s expansion program, T. J. Salsman, 
Rockwell-Barnes president, stated: “Today’s highly-competi- 
tive marketing conditions make service a paramount factor 
and we are leaving no stone unturned to give the finest pos 
sible service to our customers. The recent additions to our 
plant facilities increase our truck loading docks from two to 
six and provide us with two railway sidings. 

“We can not only ship orders faster but can carry much 
larger stocks of finished merchandise than heretofore. Also, 
with the realignment of our manufacturing set-up made pos 
sible by newly-acquired space, far greater production is antict 
pated which may be speeded up by the installation of add 
tional production machinery and handling equipment.” 


Acco Staff Honors Fraser 

The management and supervisory group of Acco Products, 
Inc., at Ogdensburg, N. Y., gave a party on January 14 @f 
honor of the birthday of Andrew Fraser, Acco’s treasuret 
It took the form of a roast beef dinner dance at Holiday Inn 
The secret of Mr. Fraser’s age was not disclosed in the report 
of such an important event. 
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Chicago Locks 


the manufacturer’s key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 


7002 Cabinet combinati k lock 
wy “a nation Seg 3466 Sliding door lock %" travel 


in 180° turn 
1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 


locks handles and plain handles 

1747 Lid lock (75-50), individually or in 
: sets 

1747-4 Swike ter chove lock 76-10 “T” type locking handles and 

5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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No. 17-C 
Monarch 
COSTUMER 





ge - 1311 ANN AVE. 
Duchess x 
Siena E —/Z AEGO GOR ST. LOUIS 4, MO. 
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BIG SHOW 


OF FAST-SELLING 1956 3% 


BOOTH D-219 


Kiel Auditorium, St. Louis, Mo. 
MARCH 3-4-5 
for the 



















GUEST-WELCOMING 
ACCESSORIES 


Come One! Come All! 











No. 1900-WGR Bel Air 
WALL GARMENT RACK 





MODERN SPUN ALUMINUM 
ACCESSORIES FOR 


e OFFICES 


No. 18-GR Silent Butler e HOTELS 
GARMENT RACK e INDUSTRIALS 
e BARBER and BEAUTY SHOPS 


e RESTAURANTS 

e TAVERNS 

e PUBLIC BUILDINGS 
e FUNERAL HOMES 
e SCHOOLS 











No. 75-S Modurn 
SAND URN 
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‘Passed Away 


_— 





Robert M. Moore, 

Robert M. Moore, 76, retired vice- 
president and treasurer of the Western 
Bank & Office Supply Company, Okla- 
homa City, Okla., died January 6 at his 
home. 

Mr. Moore, affectionately known to 
co-workers as “Pappy Moore”, retired 
from Wesbanco in November 1954. He 
had been ill the past three months with 
cancer. 

Born in Three Creeks, Ark., January 
25, 1879, he was the son of Mr. and 

He served in the army during the Spanish- 





Mrs. Aaron Moore 


American war. Mr. Moore began in the printing industry 
in 1907 as a bookkeeper with the Dorsey Office Supply Com- 
pany at Dallas, Texas. After 18 years’ service, he left the 
company as general credit manager to join the Western Bank 


& Office Supply Company in 1925. A partner, he served as 
secretary 

Survivors are widow, Gertrude, three sisters, Miss Daisy 
Moore and M Ruth Hendrick, both of Texarkana. Ark., 
and Mrs. Charles B. Caldwell, Hot Springs, Ark——EVH 


- —- + + + 
W. Le Roy Marshall, 


65, assistant advertising manager of the Remington Rand 
division of Sperry Rand Corporation, died January 10 at his 
home in Greenwich, Conn., after a long illness. Mr. Marshall 


had been in advertising more than 45 years, the last 10 with 
Remington Ran 

Mr. Marshall was for many years advertising director for 
the Victor Talking Machine Company and made the slogan, 
“His Master’s Voice,” with the listening fox terrier, known 
throughout the world. He left Victor in 1933. 

Surviving are his widow, Mrs. Katherine Marshall; a sister, 
and three broth 


-~+ + + + 


Charles L. Kern, 

81, father of Jack C. Kern of the Jack C. Kern Company, 

died in Dallas, Tex., on December 18, 1955, after suffering 
severe stroke 

He leaves besi his son, a grandson, Jack C. Kern, Jr.; 
a great grandson, Jack C. Kern III, and two great grand- 
nd Nancy Kern of Amarillo, Tex. 

[he decedent had many friends in the stationery industry. 
He retired in 1945 after having been with the First National 
Bank of Chicago for 25 years. He was a member of Veritas 
No. 926, A. F. & A. M., Oriental Consistory, and Medinah 
Chicago. 


daughters, Le 


Temple Shri 
- + + + +> 
William J. Gault, 


of Higgins Ink Company, Inc., and an em- 
irs’ service, died at Kings County Hospital in 


issistant treasul 


ployee of 31 


New York City on January 18 after an absence from his duties 
for only a few months. He was 62 years of age. 

Mr. Gault v charge of Higgins’ billing department and 
was well known in the New York area as he took telephone 


tically the entire length of his employment 
idow, Norma M. Gault. 


~+ + + + 


orders during p 
Surviving Is | 


Herbert W. Foley, 

passed away on January 30, in his home in Kenilworth, IIl. 

nch manager of Smith-Corona, Inc. in Chi- 
of 1955, when he was placed on an unas- 


Mr i oley was 


cago until Decem! 


signed basis beca of his health. He joined the company as a 
salesman for the Corona Company in 1922 in Albany, N.Y. He 
managed branches at Portland, Me., Providence, R.I., St. Louis 


and then Chicago. He is survived by his widow and daughters. 
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....- CURMANCO ...... 
OFFICE TOOLS 


A Complete Line 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears The Desk For Action! 





LETTER RACKS With New 


Slotted Shelves 





Sorts, Classifies, Distributes the popers 
of daily work. Sloping Trays Catch and 
Hold the papers. 


NO CORNER POSTS TO DODGE! 
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GREEN———-GRAY——_BROWN 








NO. 202 LETTER SIZE, 2 tray and base . . .$4.00 
NO. 203 LETTER SIZE, 3 tray and base .  - 
NO. 204 LETTER SIZE, 4 tray and base . .. .$6.50 
NO. 205 LETTER SIZE, 5 tray and base $7.50 





Daily Business Sorter! 
SORTING TRAY e 


Active papers can be re- 
ferred to instantly .. . open 
like a book. When used 
with A-Z index, folders or 
tab guides the corrugations 
in the bottom prevent slip- 














ping. 
OLIVE GREEN 
NO. 115 LETTER SIZE without index .. .$4.00 
NO. 116 LEGAL SIZE without index . .$5.00 
CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders 
or catalogs separated for quick, 
easy reference. Not adjustable. 
Special sizes made to order. Dis- 
tance between uprights 13,”. La- 
bel slot each side. 





LETTER 
SIZE 11” 





LETTER SIZE with 5 divisions—Wt. 6 Ibs. $6.00 


NO. 105 





Adjustable Center Drawer 


DESK TRAY 
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ART STEEL 
al OLIVE GREEN FINISH 
material available without clutter and confusion. 


PACKED 12 TO CARTON 
NO. 425—4” x 17%” x 18” to 31” adjustable. 12 to carton $2.50 
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For Outgoing or Incoming Mail! 





POST OFFICE BOXES 


Every place having mail going out or 
coming in will welcome this box. Can 
be hung up ovt of the way. Made of 
welded steel for years of service. 

















3 SIZES 
NO. 221—SINGLE UNIT. . . .334%x41/2"x5” $ .80 
NO. 222—DOUBLE UNIT... .7/2” x 41/2” x 5” $1.50 
NO. 223—TRIPLE UNIT. ..1144”x41/2"x5” $2.25 
DEALERS ORDER NO LESS THAN DOZEN 
DAILY CASHIER'S PAD RACK 
FILE BOX 


Rack holds pads 
bank checks, re 

ceipts, contracts 

partial payments 
delivery and serv 
ice forms, saves 

space confu 
sion. Easy to reach @ 
each pad. All one @ 
piece welded stee!. # 


Quick, easy ac- 
cess to letters, 
invoices, bills 
payable or price 
sheets. 
Steel - Hinged 
top and drop 
front. 
Filing capacity 











5” - 10%” high , 

NO. 119 Letter Size - 12%/2” wide NO. 566- 6 pocket $4.00 ; 
; NO. 568- 8 pocket 

NO. 120 Legal Size - 15” wide pocket $5.00 é 

$6.00 NO. 570-10 pocket $7.50 Y 

ORDER TODAY! : 

CURRIER MANUFACTURING CO. ~~ 


i 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 
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TRY THIS 
MODERN WOOD BLOCK 
STAMP PAD! ee e@eee?°® 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Pad surface is always flatand 
firm does not collect lint! 


Ink cannot gush up between 
the type causing a blurred 
impression! 

Impressions are always 
strong, clear, brilliant and 
waterproof! 

Ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 


Clear-Print Ink and Pad are 
never affected by moisture or 
humidity! 


gladly sent to interested Dealers! 


L. A. PHILLIPS, President 


— pe > 
ne pRoTyPE - 
oe € aed . = 4 —— 
7 ‘ PROTYPE CLEAR-PRINT 
near TYPEWRITER WOOD STAMP 
CARBON PAPER RIBBON PADS 


PROCESS / CO, 192 mitt st.. ROCHESTER 14, NY. 
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-—Export Statistics 


of U.S. office machines 
equipment and supplies 





Second NOFA School Underway 

The success of the first NOFA sales training school spon- 
sored by the Southern California NOFA chapter in December 
promoted a second school to accommodate those unable to 
attend the first. 

The second group of 40 were enrolled and started training 
on Feb. 2. The school is operated under the director of P. W. 
Thelander of the Los Angeles Board of Education. Perry 
Jessup, who handled the first group, is instructor for the 
present sessions. The students use the NOFA sales manuel as 
their textbook. 

Burton M. Dubin, Cole Steel Equipment Company, chapter 
education committee chairman, organized the school. 


Homer C. Nix Returns to Selling on Road 

Homer C. Nix has returned to the road, representing The 
Whiting Paper Company in the states of North Carolina, South 
Carolina, Georgia and Florida. He is seeking two other lines. 

Mr. Nix, of Route 4, Box 122-B, Jacksonville, Fla., for sev- 
eral years prior to July 1955 operated as a manufacturers’ 
representative in the Southeastern states representing the B. L. 
Marble Chair Company, Jasper Office Furniture Company, 
Cardinal Sales, Inc., and Niemann, Inc. He then became as- 
sociated with the H. & W. B. Drew Company of Jacksonville 
in the capacity of merchandise sales manager. 


Western Opens Branch Store 

A new branch of Western Stationery Company was opened 
recently at 839 North Kansas in North Topeka, Kan. Forrest 
Lindsey, owner of the company, said Marlin Hohberg will 
manager the North Topeka branch.—WLF. 
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A ‘‘Must-See”’ at the N.O.F.A. Convention... 


A FIRE RESISTIVE LEDGER DESK 
WITH ALL THE CONVENIENCE OF A FILE 
* 


This compact, desk-high unit combines the protection of a certified fire- 












resistive safe with the convenience of a file. It has a wide range of uses — 
filing of stock transfer records, utility company ledgers, inventory and 
stock control systems, to mention just a few. 


—— 


Three 3-drawer units are combined 
in one compact cabinet. Each unit is insu- 
lated like a standard office safe. Each carries the 
Class “C’’ (one-hour) certification of the Underwriters’ 


Laboratories. 








Each drawer is equipped with automatic boltwork, 
fingertip control. A key lock or a combination lock, 
as specified, on the top drawer controls all three 


drawers in each unit. 


The cost of this equipment is far less than that of 


HERRING - HALL* MARVIN SAFE CO. 


Hamilton, Ohio 


Branches in: New York, Chicago, Boston, Detroit, San Francisco, 
St. Louis, Houston, Atlanta, Philadelphia, Minneapolis, Washington 


OA-—3 /56 


the conventional fire-resistive record safe. An. additional 
important advantage is its flexibility. The original 
installation may be made with three or more units. 
Additional units may be added at any time. 


Catalogue with detailed information as to dimensions, 
capacity, price, etc., will be furnished on request. 








6 daborator 
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JOHNSON 
Business Chains 





.......@ line youll be proud to have! 


It’s a great feeling . . . to see that big smile 

of satisfaction on your customer’s face . . . just after 
you’ve completed his first installation of 
JOHNSON BUSINESS CHAIRS. 

And you can be sure. . . that from that moment 









on... he’s going to be one of your best 
customers .. . and definitely an enthusiastic 


booster for JOHNSON BUSINESS CHAIRS. 


A good way to start off any 
customer, is with one of the 
countless variations of this 
“1521 Series” — JOHNSON 
SECTIONALS. Dramatically 
modern, good looking’ and 
mighty practical, too. A warm, 
friendly design that adapts itself 
to an infinite variety of arrange- 


ments. 





No. 152IRL 


DEALERS: Let us send you +} 


Write today for ou at 
details of our dealer prograr 


7109 MERCHANDISE MART 





JOHNSON CHAIR COMPANY 


JOHNSON CHICAGO 54, ILLINOIS 
Brsinass Chairs 


Y/ 


1968/7 
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S> 47H District Notes 


R. E. HILBURN, CORRESPONDENT 


| P.O. BOX 2835, GREENSBORO, N. C. 
Sehany Floyd sl settled in Charlotte, 2328 E. Sth St 
Ww K ne ved ; ! 


* £ © & 
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t be d sn better. | f ' 
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+ &£ #&# & & 
x at Harper Br Greenville 
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ee nis new’ nied ene 


f February Craig Jarman wil! manaae t 
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lly got the alligat 
aw ny a nice boat 
ding the qgaraace before getting the car 


ack “Inky Sanford" Lydiard f 


new back yard and né 


kK deas OL 
wait aw > M 3 bring mine d 
at r dock ackson?? Y 10+ 


+ &@ & & & 


e Boorum & Pease boys are now ee 
Jess Haralson t k and Jack O'Hare i 
rgia and South Carolina and Gene DuLaney 
: 
+ + HF & &€ 
have ft tart a "Cadillac Jr." club. An 
98 complete witTn *) the trimmins’ like air 
windows, will qualify nicely. Jimmy Wilson 
above describe bs and believe me he 
. Of course $2.98 more would reed a 
t of cases di the better part of 
*¥ £ & €& & 
traveling L y > word of advi 8 Next 
» & F rd, Camden, S. C., just don't r 
Cla will jump 10 feet into the air as 
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Dot Powe Office Supply Company, Sanford, Fla 
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RY RY 
LABEL HOLDERS 


for neater more attractive indexing 


On Ring Binders 


You'll enjoy their neat uniform appearance. 
They're durable and will last indefinitely. 


Your Choice of 
Kolor-Klip 


Red, blue, green and ivory— 
fabricated from plastic. 
Black — made of durable 
metal—smooth finish. 


3 Standard Sizes 


SO-1 for 1” Ring Books 
SO-1% for 1%” Ring Books 
SO-2 for 2” Ring Books 





Built-in storage space 
for label. 

Clips swivel for a per- 
fect fit. 


On Post 
Binders 


Fits any size post 
without slipping. 





They're made of Vinyl Plastic—will 
not warp or curl—will fit every type of 
open back binder. 


3 Standard Sizes 
PBS-%2" x 2%” PBM-1" x 2/2” 
PBL-2” x 22” 


Available from your Office Supply Dealer or for informatio 


Office Products bie, 


9920 Freeland Ave . Detroit 27, Michigan 


West Coast Distributor: Arch K. Ansty 
171 2nd St., San Frans 





Canadian Distribut 


The Luckett Loose Leaf 





Toronto 28. Ontario 


Territories available for Dealers and Distributors 
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Offer your cust 
operator-comfort 

this finest of portal 
adjustable o f f 

chine stands. Inc 
rated in this sturdy 
are all the features 
help produce efficier 









Model! No. 1 
Think of the ease with which you can dem 
strate (to a person of any height) that perfect 
eye level between work and fir is impor 
tant and worth attaining a is is good 
posture. Just turr ball-bearing finger t 
adjustment for proper yht and k in pla 


with thumb wheel! 


Sell Quality — 


Yes, every inch of a KARL tand made 
to withstand long and hard usage. Full 2” easy 
rolling full swing casters give easy portability 
Firm base (three legs) produce : firm, sturdy 
stand that has proper distributio I weight 
to eliminate vibrat \ r 


uneven floor 

KARLO Star 
of baked enamel colors. A etal constr 
tion except top w elected plywood 
expertly finished in 
Green or Gray. Available wit evated check 
table and sliding baseboard 





_ 
os 
yy 
Model No. 1 DS | | Get the facts today! 
3 int 11 de ne 
7 ee 


' 


ae, 
| 
> 


MANUFACTURING 
COMPANY 





32 lonia Ave., SW., GRAND RAPIDS, MICH. 
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Zepp Now Associated with Harry Tehan, Jr. 


Harry Tehan, 
Ir, manufac- 
turers’ representa- 
tive working out 
of Atlanta, Ga., 
announces that he 
has taken an asso- 
ciate, Roy Zepp. 

Mr. Zepp has 
spent the last 21 
years in the office 
supply industry, 
having been asso- 
ciated with Washington, D. C. stationers. He has maintained 
an active affiliation in local civic associations and served as 
an officer of several of them. 

The new associate is a graduate of George Washington 





ROY ZEPP H. TEHAN, JR. 


University 


Wins Clary Branch Trophy for 1955 

The Atlanta, Ga., branch of the Clary 
Corporation, managed by E. H. Wigand, 
won the 1955 President's Cup for the 
best sales record in the nation 

The trophy, presented by J. W. Stal- 
lings, general sales manager, climaxed 
Mr. Wigand’s first year as manager of 
the Clary Atlanta branch 

Houston, Tex., branch was runner up 
in the 1955 competition. Phoenix, Ariz. 


E. H. WIGAND was the 1954 winner. 





Rubber Stamp Firm in Alabama 

Machinery for the manufacture of all sizes of rubber stamps 
has been installed in the Record Service Office Supply store, 
Huntsville, Ala. The new department is operated by the Ala- 
bama Rubber Stamp Company which has leased the space in 
the store 

Jack Rogers, Memphis, Tenn., heads the firm which will 
employ three persons locally, according to James Record of 
the office supply company. This service will be the only one 
of its kind offered between Birmingham, Ala., and Nashville, 
Tenn.—EEG 
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Color Matched! 


METALSTAND’S ~via Were. GOW 


BS PROFITUNITY 


Color Matched! 
METALSTAND’S 
HARPER FILE 


= Now! METALSTAND 
You .e- 





Color Matched! 


METALSTAND’S | he 
ta hig What a profitunity line for 1956! Metalstand’s Color 


TYPEWRITER | - Coordinated Line. Sell Metalstand’s Desk, File Cabinet, 
STAND | /. 4. Typewriter Stand and Storage Cabinet in a 
md a~ f : . package — instead of one at a time. It means 







increased sales, increased customer acceptance, and 
increased profits to you. Sell them in any of these 
executive colors: Ocean Spray Green, Sahara Tan or 
Metallic Gray. So, for a profit packed ‘56, sell 

the Metalstand Color Coordinated Line. 

Color Matched! Send in your first order for profit today. 


METALSTAND’S 
| STEEL STORAGE 
| CABINET 






METALSTAND 


COMPANY 


7520 STATE ROAD, PHILADELPHIA 36 * DEvonshire 3-7900 





OA-3 /56 181 








““Meet 
Me in 
St. Looie, 


Looie”’ 








... Says Miss St. Louis of 1955. Yes, there’ll be gay 
goings-on in old St. Looie, and Miss St. Louis of ’55 
will be there in person to welcome you when 
Orna-metal plays host to conventioneers during the 
coming NOFA Convention...at Kiel Auditorium... 
March 3, 4, and 5. Mr. Edward Hirsch, president 
of Orna-metal, has reserved the Ivory Room of the 
Hotel Jefferson, Sunday evening, March 4th. 


Convention guests are cordially invited to visit 
the Ivory Room to enjoy a program of fun, frolic, 
and pleasant surprises. Remember the time — 
Sunday evening, March 4th. Remember the place 
—the Ivory Room, Hotel Jefferson, St. Louis. 


2412 So. Seventh St., St. Louis, Mo. 
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PAT PATTERSON, CORRESPONDENT 





REGIONAL | 


710 GROSVENOR ROAD, CLEVELAND 18, OHIO 





Ww» 
4 ie hg, cuby 


IFT }A pfil 39-30 
DIS STRIcr | 7 May 1 


MAKE YOUR 
§- es PESERVATIONS 


SE VOWN/ 


warms 1eceny Fe #OTe 





PAT PATTERSON 


DISTRICT 5... is busy 
promoting the regional 
NSOEA convention to 
be held in Cincinnati 
April 29-30, May |. 





Jra y near, and at tt 
t event, Me J. Boone, 

Ky., Fif 
; 1 the { y ’ sirmer £ shai, spe 
Thor Marsh, WN » Supe Company 


George Redeker, Rede 
hairman: Gene Semin 
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Pat Pattersor rer ef pul ty vice-chairman How. 
ard Armstrong tronq Stationery mpany, Cincinnat 
Carl Avra t olf: Cal Long, Cal Long & A: 
Cc . cr c Rt 
rie y Chesick, Century Fre Yewcast ind 
Mrs. George Redeker, progran 
mittees w be Art Frey, pre ident +} 
b: Elmer Rahe, sales manager of The 
Robert Kelly, assistant manager of The 
, , Tate n April 29. 30 and 
c Ww st 
yj Trat n tee 
+ + same + 
be Early Bird pr 
nM } 4 
} S Tay Apr 
k being res 
_A si 
y between v 
3a grape-vin 
7 mr vn tat) bt 
hou April 2 } 
Ay > take rc 
7 Clut theanin 
» in the 
or ae ae 
a Ohi R ang 
looks like plent 
t plans f jet $ 
siti: ica 
DEALER DETAILS: Gene Hall, formerly with Joseph C 
now manacer of the furniture depertment 
GG 3. % 0 Sub 
ed a new building in Royal Oak, Mict 
Dick Regula, buys tates that they intend 
nq on Ay t Jim and Betty 
Eastin tion a Royal Oak — Eastin Office 
Sou Ma George C. 
(Joe) Meyer time pply buyer at Eriksen’'s, Inc., Toled 
j Les Lark is the new t 
was off a.) nada 
NSOEA t 
415 £ Frank St 


BE SURE WITH 


NATIONAL LITHO 





STOCK FORMS 


STOCK READYSETS 


Blank 3 and 4 part 8 a x7 % 
8 2 x Il % for small quantity 
internal forms, sales orders, etc. 
These forms have a wide variety 


of uses. 


Bills of Lading-3 part 
Insurance Report R-I-3 part, used 
by insurance companies and 


agencies. 


INTEROFFICE MEMOS 


This modern, carbon interleaved 
memo form is designed for speed 
and efficiency. Easy-to-use 3 part 
set provides a follow-up for the 
originator and two reply copies, 
one for the replier and one for 





the originator. 


COPIFIXT 


Carbon Copy Sets — available 
for single, double, or multiple 
copies — makes uniform, clean, 
clear, copies of letters and other 
important data. Delivery on above 


stock from 10 days to two weeks. 





STOCK READYTABS 


Complete line of stock tabulating 
forms manufactured with top qual- 
ity paper and carbon, (Delivery 
30 days). 


Imprinted Stock Tab Forms 
Complete line of custom and 





single-set continuous, tabulating, 
business forms. 


LITHO 


O16 


COM Pra YT 


NATIONA XZ. 


18423 EUCLID AVE., CLEVELAND 12, OHIO 
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There’s a style and size 
for every customer! 





Rowles 


Portable — Framed 


CHALKBOARDS 


and 


BULLETIN BOARDS 


For Office, Industry or Home Use 


UNCE MENTS 





You'll find Rowles a good source for Portable 
Framed Chalkboards and Bulletin Boards. 
There's a complete range of styles and sizes for 
you to choose from one to please every 
customer. 


( atalo 270 F, 


x 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 


ROW LES 


— School Equipment, 


Write today for 
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ATTENTION Michigan dealers and travelers: Please get a 
ew items 1 ferro wine Wilson es Company, who has been 
ppointed cha r < sponde tT your state fT } tT this writer 

eresti ng pees y each month. He gets mail 


J Rd Oak Park, Mich. Telephone number is 
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Chapter of The Fifth District Travelers Club 
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HURRY UP & GET WELL DEPARTMENT: Tom Law, order de 
7 head at Burrows Bros. Company, Cleveland, in Paine 
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. Catherine Bastin gies. till in Bethesda Hospital in Cin 
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man { Armstrong Stationery Company, Cincinnati. ..... Don 
Crile, Equipment Company, Canton, O} Jown in the 
r ne Florida under tors orders. Mrs. Crile wi 
Jack Busch, Pounsford Stationery Com- 
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ply ¢ pany etroit, and | ely Missus off in extended 

ation ft Mex - San Jose. A Du etc. Fe k ruary 29th. 

r } tri at will be 

he ultimate in the industry: ¢ plete by August 
Jack Luke, manufacturer epresentative : he's aot 


$$$$$) vacationing at Northernaire Hotel and Spa, Three Lakes 
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posture-perfect 


' everlastingly beautiful 


for the successfu/ men in business 


See us at the NOFA convention, Kiel 


; . : i 4 MODEL -9000 
Auditorium, St. Louis, Space E-104. pramep ten 


Executive Posture Chair 


Write for details 














there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY - 101 N. Campbell! Ave., Chicago 12, Ill. 


6 OA-—3 /56 185 








Write: 


* = helps you pull 
or profit . 














Ever need a helping hand on the other end? Ever lose chips 
because a manufacturer would not take hold? 


W ouldn’t hurry with stock you promised to a customer. 

W ouldn’t give you special packing, or an imprint, or 
information that might keep the wolves away. Once he sold you, 
you could go climb a tree till he wanted to sell you again. 


That doesn’t happen when you deal with WRITE. 


WE NEVER LEAVE OUR DEALERS OUT IN THE WOODS 


We sell you stock... but in addition we give you service. 

W e’re growing big, but any dealer can reach our management 
and get service right away. 

Everybody knows we make excellent carbon papers, typewriter 
ribbons, Typ-Rol type cleaner. Ask around and 

you'll find out about our excellent service to dealers... 

and how hard we work to keep a dealer’s goodwill. 


write 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: 
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Ask 
us today 
for 
more 
information. 











BRIDGEPORT 2, CONN, 
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Chicago. He w be replaced here by Fred 
riorto Neb. .. New membe +} f+) 
Joseph M. Falbo, for many yea 
Corr r hicag now headquarte 
Harry Howard now in the wholesale d 
snd Manufacturing Company, Fred Allen 
f S$. H. (Sey) Rosen- 
blatt Hice pply npany, Cleveland... Don 
Michiaan for M sid 


McCullough 


Joe McGinnis has beer 
Ren }T K ana Tf pe manaade 
npany Ernie Thacker 
CG CE Ee oe 

+ + £ €&+ F 


SIR STORK RIDES AGAIN: Patty 1 John A. (Joe) Long, 


~ 


ve nag ) € 
Sue Gene Hall, Pounsford Stationery Company 
sh, acand daua Carol Reid, 
Mrs. Ellen May, Ma Trice ervice, Beckley, W. Va 
T Jack Burkes, fice Equipment C 


2 r nad aie t y. Orandpa 
William P. Kelly, president of ths CONGRATULATIONS! 
DON'T FORGET—CINCINNATI—April 29 to May 1—456 in ‘56! 


Steel Age Creates New Sales Areas 





ROBERT MOORE JOHN RADCLIFFE 

As a part of its expansion program for 1956, the Corry- 
Jamestown Manufacturing Corp., manufacturers of Steel Age 
office furniture, has announced the creation of two new sales 
territories to intensify dealer coverage in the Mid-Atlantic 
and South Central states. 

Louisville, Ky. will serve as headquarters for one new terri- 
tory, and serve dealers in Tennessee, Kentucky and portions 
of Indiana, Ohio and Virginia. The second office, a division 
of the Philadelphia sales headquarters, will be situated in 


Greensboro, N. C., to serve dealers in North Carolina, South 
Carolina and a large area of Virginia. 

The Louisville offices will be under the direction of John 
Radcliffe, formerly affiliated with the company’s Chicago 
office. He will report directly to the company’s home office. 

Robert Moore, formerly of the Steel Age home office, will 


be in charge of the new Greensboro office. Both Mr. Moore 
and Mr. Radcliffe have extensive sales experience in the 
office rurnitul field 


Meilink Equips All Safes 
With Relocking Device 

All safes manufactured by the Meilink Steel Safe Company, 
are now equipped with a relocking device, according to a recent 
announcement circulated to all Meilink dealers by C. C. 
Penske, company sales manager. As pioneered by engineers 
in the Toledo safe-making plant, the Meilink unit goes into 


action diately in case the safe’s combination lock is 
disturbed by any drilling, jamming or pounding. The precision- 
type mechanism automatically releases the relocking bolt so 
that the door handle of the safe can not be turned. 

Attention is called to the fact that there will be no additional 
cost for the relocking device, which hereafter will be an inte- 
gral part of Meilink’s Class “A”, Class “B”, and double door 
One Hour safes, as well as the Class “C” models on which 
the unit was pioneered. Dealers also are reminded that the 
Underwriters’ Laboratories Relocking Device label, which 
will appear on all such safes, makes it possible for the safe- 


owner to obtain an additional 10% discount on burglary 


insurance miums 
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3 Quick Steps 
to bind any 
loose-leaf records 


1 Insert tube sec- 
@ tions of new 
Magic Posts through 
holes in one cover. 
Stack sheets over 





Place other cover 

@ on top, insert 

shafts in holes and 

push down with thumb. 

Opener Key releases 
lock. 














Records ore 

@ neatly andsafely 

bound . . . smooth on 

top and bottom with 

no projecting posts— 

perfect for filing or 
stacking. 











AUTOMATIC 


BINDING POSTS 


Versatile new Magic Posts 
combined with nationally 
known Liberty Record Binders 
make an unbeatable combi- 
nation for sales! These posts 
lock securely or can be re- 
leased with Opener Key to 
add or remove sheets as de- 
sired. Records are bound se- 
curely, neatly and organized 
for easy reference ... at 
lowest cost. 


2 DIAMETERS, 
15 LENGTHS AVAILABLE. 


Magic Posts diameters of %e 
in. and %¢ in. and 15 standard 
lengths extendible up to 50% 
handle all loose-leaf binding 
requirements. Magic Posts are 
the most useful, efficient posts 
on the market .. . customer 
preferred. 


Write for Dealer Packet with 
Complete Information and Prices. 


BANKERS BOX COMPANY 


720 S. Dearborn St rs ee 











PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 





SALESBOOK CO. 


Factories at Ennis, Texas @ Chatham, Ve. 


Manufacturers for Dealers Only 


Branch Offices and Warehouses at Hous- 
ton, Dallas, Birmingham, Los Angeles, 


Denver, St. Lovis, Monroe, Orlando 


Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
volume .. . add 
to your profits 
with — 


STOCK ITEMS 


Salesbooks 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
Quick Out Sets 
Adding Machine 
Paper 


Legal Ruled 








Write teday 
for Catalog 
and Sampies— 
turn to 

ENNIS for 
Quicker | 
Turnovers! 








S> StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, 





e be me histor t we | A t mentior 

: Bill \3- or see 1nd ; in Frank (Sanford 

ink} Moore é nsisting Ken (3-M) 
rig Tom (Give Me ae Aba Gi llice f R well-Barnes, Ray 


(Service Steel) Eichenlaub, Benny (American Pencil) Allen and 
Be ee (On All Committees) Kickels sd 
*~+¥ £ & & & 


Amona Tra\ hand for + rand oper ' tility Sta 
Ken Henderson arter k t 
jid American Pad & ( [O. ma ‘Doug Allen. 
%* + €+ €& & 
t | Marry (Joseph Dixon) Hoffman ha ed the ft W- 
3 nmit 1a oT GLTC act : 
FRATERNAL Robert Reynell, chairman; Ray J. Eichenlaub, 
Ken L. Reister, Tom Gillice and Walter Lennartson. 
MEMBERSH|P—Clarence Clemen, chairman; Gordon Kickels, 
hairman; Ken Henderson. 
ROSTER—C. O, Schlaver, i Bill Miller, hairman, 
Al Cote 
SALES RALLY—Rus Ragan, cha Ken L. Reister, co-chair- 
JUNE GOLF—Bob Krumwiede, cha Harry Venet, hair 
AUGUST GOLF—Walter Lennartson hairma Robert Kane, 
SEPTEMBER LF—Benny Allen, sirma Robert S. Hal- 
brader, yirmar 
PRE NVENTION LUNCHEON—Robert Reynell, 
Gordon Kickels, hairman.. 
CHRISTMA PARTY—Herb Johnston, hairma ha 
Art Hutchinson. 
FINANCE—Ray J. Eichenlaub, chairman; Tom Gillice, hair 
Al Cote. 
* * + 
eg 1 have alread juled tw ’ he f 
R 3 Greer n June 29 and the se 1 at 3 H 
August j F the atter event sirmar Lennartson and C 


chairman k will be assisted by Harry Venet, Ed Deacon, Ken 
Riester, Gordon Kickels, Roscoe Benge, Bob Reynell and Ray J. 
Eichenlaub. 

+ + £ & 


Plans a reaagy unaerway fT k Tr yea pre nvention 
history, Helr t the NSOEA field division 
1 ana eacn Trave iC Tr iT n W be 


ead Tabdie and ? 
*¥ €+ & & & 
HERE AND THERE— —Ray J. Eichenlaub and Tom Gillice have 


Governor —— Reeves t t Pere Mar 
att snaements SS ‘ f May 
4 J P T See fe ye 
+} ske reser k 
ts of thet famed Peorie 
srnofr 10 } > new membDe T tary rc yaugqn?t 
Patricia Joan wa »d or ynu st St ; hurct 
Robert O'Conner f sk Park .. T. E. Olson is now 
f f ; 1 Rice > k W ] jeatt f Jim 
Belay of Belay fice Sur ply reported Clarence 
Balliett of home village of M t Propect the Westcott 
rma } returneaqg nome ¢ J na neaithy ft Y s f riaa 
Mr. & Mrs. Omer Baumgartner of Wilkinsor Ke 
wrenaance aft eor } nierence 
wa. .  doek "Perry i 
t & & £ 
PINS A'FALLIN—The Chicaa tat é Bow sGue keglers 
jeteated the Milwuakee ft +h re } rir atch 
Milwauke if was the third t the able match 
tand that our ste 3 athlete, Al (Reuhasn! Cote, 
fternoon with a 579 high s snd 236 high 
* + *&* & 
NEW POSITION .. . Jack Harlacker, forms with Waterman 
en | 3g nformed memt t GLT t the February 
accepted a wt t ; snager f 
Tor mMorde 2 } K BCK, 
x * *+ *& 
In FLORIDA .. . A welcome te mes from Mr. & Mrs. G. J 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel Oi Equipment 


A FILING CABINET FOR EVERY NEED e« DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES | _ SPECIAL PURPOSE 
DESK TOPS 





A 


DESK HEIGHT FILES CROSS FILES : CARD INDEX FILES 
Se - 


ONE DRAWER AND APEX GRADE B FILES + & COUNTERS 
> 4 * 
SHORT LINE FILES , 





LEDGER, MICROFILM & COUNTER HEIGHT FILES HA Ti 
FINGERPRINT FILES = BLUEPRINT FILES WIDE SECTION UPRIGHT FILES 


} SUBSTITUTE DRAWERS 





COLUMBIA STEEL EQUIPMENT COMPANY 


ESTABLISHED 1919 
OFFICE — SHOWROOM — PLANT 


FORT WASHINGTON, PENNSYLVANIA 
CHESTNUT HILL 8-2200 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 














5 : SE-775-DA 





SENIOR EXECUTIVE POSTURE CHAIR 


(With DeLuxe Arms) 


CU 


COUCUARUEAAOLGOGUGEADOEEAGAAADGAGaEUEneeaaaneeaneateae SOLHEEEEROOLEOOUEROSEDOGEROGANGOEERODOGOEOCERCDAGROONRONRROROROOES 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 

Genuine foam rubber cushioning throughout. 

Gracefully styled. 

Upholstering is available in a wide variety of materials and 
colors. 

Materials can be furnished in any desired combination. 

A beautiful product by expert craftsmen. 


; Comfort. 
Sine kant for = SPECIFICATIONS 


SE-775-DA 


Economy Overall Mola . oo. scceacccss ...34” toe 40” 


I TN sg oo wind & a Daten ae 2 Be~ 





toneeeesenee 


Beauty 


tte 








a rk a ne ee ene ee a 
Durability EN (3s. c alae aie Sue vs Stee kes oss « OR 
Seer Gr GOON ow iwaisecenes sess. Gis ip. oo ae. « 

oo SO rr ae ee re oto 

Average Between Arms ......... 2... 65505444 -2OYQ”™ 

Diameter of Base ............. : ch ake ee son 

0 EP ee ee ee Serres 3 

err te eee eee Pee ere 69 Ibs. 

MTT (Two Chairs to Carton) CUONUOUNUOLEOOAGHAAUEAUREAU EAC EAUUEROOEEODEOO EEA ORE ROOORN 


America’s Standard of Business Seating 


DISTRIBUTORS 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 


ALUMINUM SEATING / orpcradé En matt 


SAFE & EQUIPMENT WHOLESALERS. 260 5S. Fifth St.. Philadelphia 6, Pa. 














17S. CHERRY STREEr * AKRON 8,OHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calit 
WAREHOUSES: Los A i San Fra Seattle 
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Aigner nding the rest of the Spring at 20 N 
‘ r [ r > Fane 


& &£ & & & 


WELCOME ABOARD—New memt f Great Lakes Traveler 

Abe Luskin, Eversharp, Ir Robert G. Jones, Eagle 

John Steurcke, Roaers | e Leaf; John E. Carney, 

B Ry James Golden, Jr., F. S. Webster Co., and Gerald 
H. Olsen M ; 


HOW | WISH | WAS IN PEORIA" 


SS 71H District Notes 


BRUCE A. BLACKBOURN, CORRESPONDENT 
5526 VERMONT ST., MINNEAPOLIS 16, MINN. 








Larry Goodhand has announced 


Bud Caruso, Earl Collins and Bob Vater. 
Bruce Blackbourn, Merrill Hasty and Arnold Berglund. 

é Larry Johnson, Stan Griebel, Berk Ertl, Chef 
Sheets Bruce Blackbourn. 

B Ron Sandberg and Bill Harlan. 

Lad Vic Lydon, Bill Carroll, Chet Smith, Jr., 

1 Chet Sheets 

Jim Roche, Bill Carroll and Ed Williamson. 

H Jim Hyink, Bud Caruso, Dick Armstrong, 
Bob Morris 1 Ray Goosen. 

? Mel Sowell, Jack Guntrum, Art Schade, Neil Short, 
Fred Schaefer, W. M. Bachman, Cort Horr, Harry Hitchcock, Ray 
Hammond, Al Nordstrom and Ed Stivers. 

Carl Schutz, George Hanson, Rus Ragan 


56 


William Crowe 


+ & & H& F 

A eld at Charlie's for retiring Herb Falls. Pre 
+ } yiven by Minneac tationers were ice 
Hanson, Bob Davies, O. J. Bertelson, Art Grayston, Howard 
Schaub, Joe Crane, Sam Okney, Bill Bedauer, Jim Lee, Clarence 
Benson Del Deming. Herb presented with luggage and 


* + &€ & 
Mrs. L. H. Zoeckler of Zoeckler r yvenport, lowa, celebrated 


snuary ngratulations and ntinued 
* &£ & & & 


Frank Fox Free Pre n Mankota. Minr 


Vern McCann r sr W A Sheater Per Company repre 
c adout e Tut 

*# £ &€ €& 

f Bob Morris hird tin d 


Arnold Berglund » runner-up in the Minnesota state bridge 


ynnual sales meeting in Des M 
ry Seventh [ +r + Traveler n atten 
Berk Er Al Nordstrom and Paul Griffin. Nell Bleakly, 
1 . eke eat the hocnitel. but 1 
*+ £ & & F 
Bob Frank ny year with De Moines Stati nery, I ‘ 
| | > es A ? rr 4 
+ £ &€ & € 
Russ Lynch with Swartz Cr W now 
F W 
* + &€ €& F 
Jates f Farnham's grand opening at 
* £ & & & 
Nv T Tra e r n last Sa >| 
mn > Clu 


IBM Typewriter Missing 

An IBM typewriter, serial No. 203578, PSM modern, has 
been reported missing or stolen in Chicago. Any information 
concerning this machine will be of help to Young Office Ma- 
chines Company, 170 N. LaSalle, Chicago, IIl. 
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~ SCOUT 
«‘ounme STAPLER 


and 

1000 STA 

Let Us Show You , 
How it Works... 


SEND FOR THIS NEW ACE SCOUT STAPLER DISPLAY 


You'll easily sell a lot more ACE SCOUT Stap- 
ling Machines with this attractive new dispenser 
display. Holds a stock of 6 boxed Staplers .. 3 on 
display in front and 3 more right behind! These 
sure-fire sales makers are yours if you'll ask for 
them. Write today! Effective display material and 
folders are also available on other ACE models. 
Just tell us what you need. 

















_ ACE FASTENER CORPORATION 


3415 N. ASHLAND AVE., CHICAGO 
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gprvabespen,. said it: 






Tis the Mind That Makes 
the Body Rich rae seea 


Dealers with keen business sense sell Justrite 
Envelopes for highest profits. 


Ra da x amie | ie 


Justrite knows the secret of highest dealer profits . . . 
the Justrite Dealer Sales Plan, which supplies dealers 
with dealer catalogs, retail catalogs, samples and infor- 
mation to help sell more envelopes for them. Take your 
cue from smart dealers everywhere and earn greater 
profits with larger sales volume—the Justrite way. 


SELL JUSTRITE ENVELOPES 


P« 





4 Bank by Mail Systems 


. . . for convenience 
to the banking cus- 
tomer and efficiency 
to the bank. Justrite 
offers two different 
Bank By Mail Sys- 
tems available in 
various colors for 


quick identification. 








Make Your Next 
Order Justrite. 






list H-3 





WRITE FOR SAMPLES AND PRICE 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th STREET, ST. PAUL, MINNESOTA 


JUSTRITE ENVELOPE MFG. CO. 
523 STEWART AVENUE S.W., ATLANTA, GEORGIA 


Two modern factories to serve you 
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=> StH District Nores 


IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO. 





Hugh C. Green, former representa f WA 


Clint Cooper, Esterbrook Per 


& Sct S - 
re 1 P K wa 
rec the fx +} 
ur ne 
* ¥ ££ & 
Stat ry & Bank Supply Compa Ponca 
k j tion Winfield White, ry 
" tyled st snuary Dé 1 28+ 
} anization per nda Jue 
ewly de 1 € 
Ey ryor 5] 
t jer Tic 
aiwa a 3 y 
A aS T tind na i 
| ware lL, 
nd N tner 5] 
S$ utTnwester kla 
? y Ok a rr A A 
%* £ £€£ €& 
Bill Cromwell, president of Midwest Travelers, has tormed me 
T Hospitale Committee” he ; sppointed nbers 
John R. Chowning, chairman, 7708 Rue Ave Pra Village 15 
Chet Smith, hairman, 1508 N. 24th St., Kansa ty, Kar 
John P. Low, 4407 W. 77th St. Terrace, Kansa ty 15, M 
Carl M. Schutz, x 745, Bransom, M 
The JuTIe t the above memt rs Tu 
Both we amin 
%*¥ + & & 
} ted Scott t tt's Office 
S Bartlesville, Okla.? n 


ta, Kan., under the direction of Fred Pfaff, had 
ruary 24. Many ths were spent in ren 


Je 
nd dé ating the entire store. Fred did a fine job in making 
st in Wichita. Then to be ngratulated on a 
b well done are Earl Duke, Sr. and Earl Duke, Jr., Fred Pfaff and 
Jess Whitehead. The entire sale yanization we med friend 
j ton 1 ¢ vally r 
Many Trav were n hand to wish them we 
*¥ + & & 
Frank Boyce, American Pencil Company, Kansas City, Mo. ha 
ent moted ft Jistri ana 3Iqua Chicag 
“ 2AV tT ever 
c 
%* + &€ & 
STRIM EA FOUNDATION 
f end tr ’ 10 ra 
4. TI s m } n 
t during the 
suieae the thanks tor the lorena: 
eived tor Brain's store pening in 
nha. ntributions were also received in remembrance of Bill 
Pickering, Gene Mitchell, Courtney Wall and Holt Pilkington. 
| RE a ‘ead onbaees ntribu? ivan the Foundation ‘for 
10 deaftt n the tamilie juring This past 
*¥ + + & 
} tea F naa half an 
, 8 Re held 
A 19 and Apr r Make a 
War w T atfena tnis mee arr ry e 
>| F Ja 
> + ac > > > 
Board of ( N 
the j 4 
N at —_e var 
Rudy Johnson of the Omaha Stat mpany naha, and 
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7 Ways to Squeeze the Most 
Out of Your Manufacturer 


by Jack Wendell 


In today’s competitive market, 
dealers deserve more and more 
help from their manufacturers. 
In this article, Mr. Wendell de- 
scribes what one manufacturer is 
doing to help dealers meet and 
beat competition. 


Most n facturers are anxious to 
help dealers sell their brand. 
Here's dealers are asking for 

.. and getting trom Lit-Ning Prod- 
ucts Company, national manufac- 


office accessories. 


1. ASK FOR QUALITY 


It's a great feeling to sell qual- 
ity merchandise, because it’s a 
prea y to build a reputation 
for your business. You may pick 
up a quick buck on “bargain 
merchandise” but you're stick- 
ing your chin out for a slow 
burn from your customer when 
the iff falls apart. Lit-Ning 
dealers never get a “fast deal” 
from the factory, but the qual- 
ity me handise they get from 
Lit-Ning moves fast, and creates 


a fast friendship between dealer 


and customer. 

2 ASK FOR PROMPT 
DELIVERY 
Let’s face it. Most dealers don’t 
order until they really need the 
merchandise . . . then they need 
it fast. Lit-Ning fills almost 


every order the day its re- 
ceived. Lit-Ning dealers keep 
adequate inventories but never 
have to “stock up” to guard 


against slow factory delivery. 
; ASK FOR ADVERTISING 
BACKING 


A vsood, aggressive dealer is the 
best asset a manufacturer has. 
Lit-Nis supports its dealers 
with 40 ads a year. . . ads that 


build ceptance for the deal- 
ers Lit-Ning line and for the 
dealer himself. 

| ASK FOR (AND USE) 
DEALER AIDS 


Lit-Nin dealers receive all the 
free stuffers they can use, and 
they're imprinted, too, at no 
extra charge. The 1956 Lit-Ning 
cataloz is a handsome, _two- 
color, hardselling dealer piece. 
In the hands of your customers, 
this talog sells for you 365 
days vear (and no commis- 


SIO! 


9. ASK PROTECTION 


It’s not easy to win a sale when 
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you compete with your manu- 
facturer. Lit-Ning never sells 
direct sells only through 
dealers. Even all inquiries from 
advertising are turned over to 
Lit-Ning dealers. 
6. ASK FOR PROGRESS 

Don’t let your manufacturer 
“live in the good old days”. 
Lit-Ning keeps ahead of the 
times by bringing out new 
models and _ items; redesign- 


ing the old ones to keep pace 
with modern trends. 

7. ASK FOR THE NEW 
LIT-NING CATALOG 
If you like to make money, you 
¢éan make it with Lit-Ning. Ask 
a few thousand Lit-Ning dealers 
(names, furnished on request). 
Write for the 1956 Lit-Ning 
catalog and discount sheet. Ad- 


dress your letter to Lit-Ning 
Products Co., 3907 Duquesne 
Ave., Culver City, California. 


This advertisement (one of 40 running in 
1956) is helping Lit-Ning dealers hell. 
This ad appears in Management Méth- 
ods and Office Management magazines. 











compact stainless steel 
in-and-out board and 
message racks 


more of everything 





vertical files 





with 


—— 


time savers 





MOFE than 400 modern steel office 
items in attractive desert tan, mist 
green, hammertone grey and office 
green. 


eeeeeeeeee eee eee eee eee eee ee ee ee 


* tell me MORE - « « Without obligation send me the new LIT-NING 
catalog and the name of my nearest dealer. 


* LIT-NING PRODUCTS CO. Sales Office P. O. Box 142, Culver City, Calif. 


(9 On — 


* Address___ "a 


; City 





* My 0) 





a State — 


LIT-NING PRODUCTS COMPANY ... SALES OFFICE P. O. BOX 142, CULVER CITY, CALIF. 
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AWARD WINNER! 


Bulman planned and equipped 








HARPER BROTHERS Wi arper Brothers Bulman-equipped 
Greenville, South Carolina store not only won the IBSA award 
for its outstanding modernization at the 
NSOEA Convention, but it is also 
winning more customers and greater 
profits. 


Bulman’s flexibility increased the vari- 
ety and amount of merchandise dis- 
played and sold at Harpers without an 
increase in their sales personnel 


Bulman’s magnetism creates a greater 
desire for merchandise. . and related- 
item merchandising possible with Bul- 





These close-ups illustrate use of end dis- 
play for high profit items (top) and the 
variable pitch shelves used both sloping 


and level to fit merchandise (bottom) man increases the ratio of impulse buy- 


ing. Why not let a Bulman engineer 
help you increase your business and 
profits the award-winning Bulman way. 


DEPT. OA-36 


the BulmaNn Corporation 
Grand Rapids 2, Michigan 


GRAND RAPIDS 





The Greatest Name in Self-Selection 
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IME AND MIX IN '56 AT OMAHA — 

Make your reservations with Rudy Johnson 

maha Stationery Company, Omaha, Neb. 
NOW 


Reliance Bearing Moves to Bristol, Pa. 


Reliance Bearing Company has moved to its new plant 

Bristol, P from Unionville, Conn., where the firm suf- 
fered through two floods last Fall. 

Reliance Bearing specializes in the manufacture of un 
ground | irings and solid rollers and studs for the 
manufactul of filing cabinets and desks. The firm is pres- 
ently supplying many of the leaders in these products and 
expects wit he establishment of the new plant to be able 
to assure manufacturers of a steady source of supply. 

B. F. Industries, Inc., 15 Lombard St., Philadelphia 47, 
P has I ppointed by Reliance Bearing as exclusive 
distribute Inquiries are promised prompt attention, states 
J. Joseph | kK, manager. 








CHECK VERIFICATION . .. The National Shawmut Bank of 


Boston, Ma with the co-operation of Stenafax Division of Times 
Facsimile Corp., and the Elliott Addressing Machine Co., has de- 
veloped a method of reproducing specimens of required signatures 
on ledger cards of checking accounts. The facsimile machine copies 
the capt f the account and the signature on a vinyl plastic 
stencil which is converted to a permanent stencil used on an 
addressing machine. These are used to imprint the headings on 
new ledger cards as required, With this new method, the respon- 
sibility for verification of signatures is placed with the bookkeeper 
without the need for constant reference to an auxiliary signature 





> easy to use, fast selling necessity for all 
loose leaf pages No need 
rings or remove page 
tively packed 


service disp 


6.) 


‘Ca u 
SELF-SERVICE PACKAGING 


Puts the merchandise where "helt i au a! omer 


will be reminded of it sper 
and buy it The package 


especially adapted t 


Reyburn’s new packages 

cre primarily designed for 

self - service departments where 
customers inspection of merchandise can 
be encouraged without fear of loss 

from handling. Be sure 

your stock will meet 


the demand. 


THE 


REYBURN MANUFACTURING CO., INC 
PHILADELPHIA, PA 
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THE “Unduplicated” 
DUPLICATOR VALUE! 





LIQUID DUPLICATORS 


It's VALUE that has put MASTER LIQUID DUPLICATORS 
at the top of the duplicator sales picture. Right down the 
line they stand out for value — in quality — in customer 
preference — in faster, easier sales — in bigger sales profit. 


There are || reasons for MASTER'S growing popularity .. . 
all of them point up an unduplicated value to your cus- 


tomer and YOU! 
Check Them! 


1. LOW INITIAL COST — America’s lowest priced Liquid 
Duplicator. Letter size retails at $37.50 
Legal size retails at $44.50 
Both with supplies and case 
2. HIGH QUALITY REPRODUCTION — Clean, sharp copies every 
time 
3. VERSATILITY —— Reproduces everything written, typed or 
drawn 
4. PRINTS UP TO 5 COLORS AT ONCE — Red, green, blue, 
purple or black, or any combination 
5. QUICK SET UP AND FAST OPERATION — Ready in seconds, 
prints up to 15 copies per minute 
6. EASY SIMPLE OPERATION — No special skills or training 
necessary 
7. COMPLETE PORTABILITY ——- come with metal carrying case 
+ easy to carry and store 


8. LOW OPERATING COST — Less preparatory cost, waste and 
maintenance 


9. EXTREMELY CLEAN — Prints with spirit solution, uses no 
messy inks, stencils or gelatins. 


10. TWO MODELS AVAILABLE — Letter or Legal size ... the 
latter prints an area up to 8” wide. 


11. NATIONALLY ADVERTISED — completely warranted by the 
manufacturer. 


yvouSFELL more—vou MAKE more 


with MASTER LIQUID DUPLICATORS! 


Be a ‘coupon clipper’... get all the facts about 
. the Unduplicated MASTER LIQUID DUPLICATOR 








MASTER ADDRESSER CO. 


6500-D West Lake St., Minneapolis, Minn. 


Tell me more about your Unduplicated DUPLICATOR values 


CGR We wee sccccces jiewneee : codeewaks 
ge eee ‘ , (Ae w ee 
eee 
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OtrH Districr Nores 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 











A iT.) o 
H. Doyle May: has been apr ted 1 rer tative f 
ncible Metal Furniture Company 1 Ww ; Tex kla 
Arkansa nd Lou na re T ent t e 
S 
Albert L. Goldblatt: In addition to n ; 
33 Westmore Circle, Dallas, Albert has resiqned a slesman 
sales manager atter twenty-tw yea th Royal Metal Manu 
Gg company and sett na hin 
; vering Texas, Oklahoma, Arkar 
Bev. Cheeington: Bev., with five yea ; sles representati r 
Amer an Lead Per Company tht mid tern states 
Salen. suas. the tars itory of L M An i ha 
bought a house in Lancaster 
George C. Deutsch: Having taken 
father, Fred, for yny years, © 
the indust ind gone into tt t 
ks 
ex 
Henry Deutsch: Henry is back the , k 
} Tor Jasper vif snd C. L. Barkley 
Pete Mentzel: Pete was almost a fixture scar Springer, one 
Salvest . | 1 1 de alers. But the ca f Houst br + Pp 
to The Cara ny, where he is #t 
Warren Bair: Warren has taken over the management of the Aus 
tin stor f Mave k-Clarke, replacing Phil Alexander. Warren ha 
a Ww Je experience the ind istry } ) Y worke | ; ame 
firm at Corpus Christ snd San Ant 
Roger (Cy) Giegling: yer has beer pointed 
V/V n Office Sur at Wichita Fa sft. nine yea slesmar 
> have charge of the buyina. E. R. (Red) 
Evans will a me the sale territor f . erviced | Panar 
% e & & * 
T annua Ja Jinner dance iz. Texas Trave W ive 
Travelers’ Wives Entertain Husbands .. . 
1. Wolt Stempel, The Stempel Co.; Lucille Musgraves; Ray Howard 
Esterbrook Pen Co., president of Texas Travelers Club 
2. Ed Youngbluth, White & Wyckoff, and Pat Whitesides, you name it 
he has it 
3. Mrs. Edrie Otta, president of Texas Travelers Wives Club of Dallas. 
(Art Carrow Photos) 
Club of Dallas was held at the Chalet Club with 52 pre t 
Guests of honor were the husbands. 
Mesdames W. C. Stempel and William Eix were in charae 
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tty MEANS BUSINESS...for 








— a THERE IS MORE BUSINESS FOR YOU when you sell Security Steel 


Ay 


Office Furniture because, with Security, you can handle every installation 












large or small. Three complete lines of fine, steel office equipment give you 


aS 


entree to every one of your prospects. 


Desks for every office use—chairs to match—filing cabinets—bookcases 
tables . . . everything you need for any order is available with Security. You 
can fill whatever requirements your prospects have when you make Security 


the basis of your business. 


Send for your brochure and information about Security Office Equipment. 





SECURITY STEEL EQUIPMENT CORPORATION 
Avenel, New Jersey 

Please send me full information and catalogs on CRESTLINE 
TD 30 Series, 4-Leg Line Office Furniture 


Name — . ‘ sie 
Title — a. . , ue = 
Address iid ae 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 
6 Pe a a ad PA Ae 
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FIRST SHOWING 


Costa Mesa’s new, low-cost pieces set the 
office standards of today—and tomorrow! 
Desks, storage units, tables, occasional 
pieces and chairs...all adapt in endless 
varieties for individual office requirements. 
Legs and hardware in black metal 

or brass... tops and cases of plastics or 


hand-rubbed woods. 


COSTA MESA FURNITURE COMPANY, 2037 PLACENTIA AVENUE, COSTA MESA, CALIFORNIA 


ANAHEIM CALIFORNIA 


A DIVISION OF VISTA FURNITURE COMPANY, 
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© r. Walze 
%* # & & % 
R. O. Bean Rush Fielden Ja 
tive | f J uf \ 
represent } haw-Walker and Master 
k tside with Mrs. Fielden and Mrs. 
Beamus M B joing the t r t the 
eee & 
i f 
Be 
+ £ &€ €& & 
k >| t 
+ | 
Jerab ‘ 
%* He & *& % 
Gene Collins nq Elmer Wheeler recently i: Ma 
Bill Strona imple fT Te T y Ba 
Scott Denny has | sid uf f 
be ba t 
* * & & 
John A. F Eq 


Mrs. Fernon 


* * & * 9 


Joins Executive Furniture Co. 
as Planning Co-ordinator 


Ellis Crawford Foster, Southwestern 
industrial designer, has joined Executive 
Furniture Company, Wichita Falls, Tex., 
as planning-coordination manager. His 
appointment was announced by C. M. 
Herz, Executive Furniture Company gen- 
eral manage! 

Mr. Foster’s services will be available 
to all Executive Furniture Company 
dealers for assistance in the design and 
planning of business offices and furnish- 
ings. A designer of wide experience in 
the industrial and commercial fields, Mr. 





Foster | so done considerable work in commercial and in- 
dustrial ir r planning. He has served Southwestern archi- 
tectural f creating furniture and interior designs. 

He \v principal in the firm of Foster-McClure & As- 
sociates and Dallas, specializing in planning design and 
decorat f interiors for business firms and institutions. 


George E. Bartol Ill Now 
President Hunt Pen Company 


George E. Bartol, Jr., on January 18 announced his retire- 
ment as president of the C. Howard Hunt Pen Company, 
He will continue as chairman of the board of directors and 
is succeeded in the presidency by his son, George E. Bartol 
tt 

[The Hunt Pen Company manufactures Boston pencil 
sharpeners, Speedball pens and products, fountain pen points 
ind met specialties 
OA—3 /56 
















BEST 
FILING 
OFFSET PLATES 
STENCILS — NEGATIVES 
ATLAS MODELS 


Monufactured of heavy gavge 

steel. Jumbo Models equipped 

with cradle suspension 

thumb latch. Other models 

equipped with ball bearing cas- 

ters and locking stop arms. All 

units have reinforced hanger 

frames with pleted runners. 

Twin Deluxe Model (illustrated) 
Files standard offset plates, 
stencils, negatives 

Deluxe Models A B and C 
Files offset plates, stencils, 
negatives from 10” to 21” 
wide 

Jumbo Models A B and C 
Files offset plates, stencils, 
negatives from 10” to 21” 
wide 

Portable Model 
Files standard offset plates, 
stencils, negatives 


File-All Model 
For items to 21” wide by 
28” deep 


Efficiency Models 
Storage, Table-Top and Filing. 


ATLAS HANGERS 


Only Atlas manufactures a complete 
line of patented hangers in 11'/2", 14” 
and 22” widths. Choose the hangers 
best for your requirements. 
Nega-Plate Hanger (illustrated) 
Equipped with two heavy envelopes 
for offset plates and negatives. Files 
items are protected from dust scratch- 
ing and effects of light. Available in 
11%" and 22” 


DSH Hangers-for standard stencils 

DGR Hangers-for foreign heading 
stencils 

PSC Hangers-for straight edge plates, 
negatives, stencils etc. 

SH WHangers-for serrated edge offset 
plates 

GIH Hangers-for group ond specialty Nega-Plate (as used 
filing in Buyer's Guide) 











Twin Deluxe-Photo enclosed 





WRITE FOR COMPLETE LITERATURE 





SCHEDULE 
ATLAS LINE 


item Arrival 


NEW 
ATLAS HANGERS 








April 1956 

















Atlas Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 
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EASE OF USE, 
CLEAN, SHARP 
REPRODUCTION 4 


Miw 
on 






NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 





PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 





332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 14- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 
Extra Profits For You in Private Label Packing... 


INK SPECIALTIES CO., INC. 






.O 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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10th District 
Notes 
JIM ELLERTSON 
2994 S. Bellaire, 
Denver 22, Colo. 
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A » Academy . Hing 
the hottest 1a 
t the best e 
Ww it 
% 3 %* + & 
Theron Fiske, jenera anage v Ty 
ter & Equipment Company in Cheyenne, took a yea eave 
yoOsence rarting anuary 15 To be é execut é P etary + 
E. Keith Thompson, Republican Congre sn-at-large from Wy 
Y Don Stanfield will assume his duties while Fisk n the 
*¥ + &€ € 
Elmer Pearce, Rocky Mountain Ba C Puek 
T f ? Y T " acar a 
* ££ &€ € & 
Chuck Charles ng time, well-kr 
m Los Angele huck won top prize 
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Bud Jensen, tur f and Chuck Lee, Shedd & Le 
t srranged a little rendezvous 7 their Daschounds . 
Wu Time were presentec with ft ttle é for Chr 
' Ta ER a eee a Fr Santé Beas 
>| witl Tr A x bat 
a Solden R 
*¥ ££ £&£ €& ¥ 
a te Se ™ a 
were a Ww } rs work Derek Jonson Dixon 
Tom Varnum, Et ard-Faber here we a 
a ainner K 
er 3 4 
places tha oul... ' ts 
s+ Alta. The xd over ten feet on the ' so aaa 
everal teet the ad going up ther we passed 
George Feeley, Dennison, and Gardner Griffith, Parker Pen, met 
7over Don Stanfield at Casper + t 1 week-end January 
citadel es Me hould 
nth " — . 
M ° j Sa 
r 
j 7 . 
De 


Denver Salesman Receives Award 

Donald E. Terry of the Clary Corporation’s Denver sales 
branch has received the Salesman’s Award of the Denver Sales 
Executive Association. The award cited Terry for his “in- 
dustry, application and enthusiasm as a first-year salesman.” 
He was one of 23 salesmen of the Denver area selected for 
“Selling Victor” recognition. 
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NEW 


HIGH FIDEL/TY 


OMMANDER 


OMPTOMETER 







dictation-transcription machine by Comptometer 


with amazing UNIMATIC remote-control microphone 





... makes dictating as easy as talking—An electronic miracle in the sim- 
plification of dictation has been achieved by Comptometer. Now you can forget 
the mechanics of recording and have your mind free and clear for better dictation. 
All you do is talk into the Unimatic remote control microphone which fits the palm 
of your hand. One simple button lets you dictate, listen, reverse to review, or even 
to “erase” and replace a word or phrase.When finished dictating, press other button 
to mark length of letter—everything is automatically recorded by remote control. 


... Saves more than it costs—The flexible Mylar* magnetic recording belt 
can be used for thousands of dictations. It “wipes” clean in just one second, 


ready for re-use. The day-after-day savings over costly ordinary one-use belts or 
records more than return your Commander investment. And only Comptometer 
guarantees these mailable belts for life. 


... erases unwanted words—You will hand your secretary error-free dic- 
tation she will transcribe twice as fast and right the first time. Error-free because 
you can electronically “erase” any unwanted part of your dictation and replace 
with the new or correct thought—No extra correction instructions to add. And, for 
economy-minded offices, the same Commander unit can be used for both dicta- 
tion and transcription. % Mylar-Dupont’s trademark for its Polyester Film. 




















SEE ALL THESE YEARS-AHEAD FEATURES DEMONSTRATED IN YOUR OWN OFFICE! 
NEW! NEW! NEWI NEW! NEw! NEw! NEW! NEW! NEw! 
Visualite Indicator Remote Indexing Unimatic Remote- Simplified Recorder — Conference Recording — Customized Input Vol - Carrying handle Dual speakers Modern design 
Glows red when you automatically marks Control Microphone all operating controls Listening. Supersensi ume-Control can be 
dictate, flashes t length of letter. fits palm of hand. Two are now on Unimatic tive microphone pickup pre-adjusted to your NEW! NEW! NEw! 
green when you liste buttons control all microphone. Extra loud volume play voice whether it's ex- 
or transcribe operations back speaker tra loud or extra soft.  Removablecover —Lighter weight High Fidelity 
also @ Comptometer Dictation Div., Felt & Tarrant Mfg. Co., 1700 Marshfield St., Chicago 22, II! 
— ae - . 4 available * — Gentlemen: Without any cost or obligation please arrange 
ee in © (© FREE DEMONSTRATION (© FREE 10 DAY TRIAL (© Send complete information 
e 
OMPTOMETER “™™: “ sie 
>. n 
A product of Felt & Tarrant Mtg. Co., Chicago, Winois. Other Felt & a ompany: 
Tarrant products. The world-famous Comptometer Adding-Caiculating 
machine and the new 10- hey Comptograph 202° Calculating Adding machine sd Address —_ 
e 
eo City County State 
2 
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is 
the Watch Word 


. 
ee 


You can depend on ADDO-X 

to perform the thousand and one 
adding, subtracting and multi- 
plication jobs each day with amazing 
speed,* quietness and smooth operation. 
Operators are more relaxed, more 
efficient, more productive on ADDO-X 
machines. The STEP-O-MATIC 

lever offers calculator performance 
when multiplying. Write 

for descriptive 


literature + today. 


ADDO MACHINE COMPANY, INC. 


145 WEST 57TH STREET, NEW YORK 19, N. Y., CIRCLE 5-6940 


WEST COAST BRANCH 
WESTERN ADDO MACHINE CORP., 2921 BEVERLY BLVD. 
LOS ANGELES, CALIFORNIA, TEL: DUNKIRK 5-2247 





*At 175 r.p.m. 


+Also on our NEW two register machine. 


For further details mail this advertisement with your letterhead. 
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11tH District Notes 


E. G. WHITCOMB, CORRESPONDENT 
2303 N. 64th ST., SEATTLE 3, WASH. 








Horace Griggs, 


j Y 4 ¢ zt He t 


+ &@ & & & 


Riedl snd Iva, his housekeeper, did 


ee + from air. eaberteiament 
Bud Schaeffer Pen) Sostea and | vely » Eleanor. 
Jent's wife Marie “+ Brad Pencil) 
Whitcomb impkin pies. much to +t 
Ear Swingtine} Nea Seales (Eberhard Faber) Siem- 
mons 

lva t de is fried chicken and Eleanor Stayton's 
Fred "Swede Dennison) Carlson has just purchased some 
t nd Eleanor Stayton had a very pleased 

; i M T ave bee } 
era } , a“ 
th T Tra 
‘ a7 3 > 
A kt Set 6:3 
b +} teak d 3 
was good and w sd a swell evening. A 
Bud" (Schaeffer Pen) and Eleanor Stayton 
beer sbout midniah# 
hour Fred “(Dennison Casteon invited 
for a dr r+} His very 
Olive J folks, b 
T st Fred j 
} } 7 ur 
* & & & & 
k Overholt make +! tt biggest yet. Rememt 
New Underwood District Manager 

( H. |} 1, formerly regional manager for Underwood 
Corporation in Salt Lake City, has been appointed western 
district manager of the business machine company with head 
quarters at 131 S. Wabash Ave., in Chicago. 

Mr. Fie o joined Underwood in 1941 as a typewriter 
salesman in San Diego, has been regional manager at Salt 
Lake City 1950, he previously served as an accounting 
and adding machine salesman there. In his new post, Mr. 
Field will direct sales and service activities in an area which 
ncludes Illi Ohio, Towa, Michigan, Indiana, Missouri, 
Wisconsin, Minnesota and Nebraska 
Stationer Named Chamber Treasurer 

Kelly Litt Little’s Printing and Stationery Company, 
Duncan, O} as been elected treasurer of the Duncan 
Chamber of Commerce.—JHR 
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Easy to Sell — Sel Repeats 


Easy to Display — Easy Profits 


oe Oy Nive 


Guaranteed by 


> 


Good Rousshooping 


as Aovrere we 


Heavy Gauge All Vinyl 
Plastic Zipper Portfolio 


Letter and Legal Sizes to 
Retail at $1 and $1.50 


Zippalopes are made of Monsanto Ultron Vinyl 
Film ... all virgin vinyl . . . peel-proof, stick- 
proof, long flex-life. 


Zippalopes are made to withstand constant 
vse and keep their smart appecrance. 


Zippalopes are available in Black, Navy Blue, 
Grey, Charcoal, Walnut Brown. 


Zippalopes are an ideal premium for quantity 
users with Firm Name imprinted. 


Write for Complete Details Today 


Jobber and Dealer Inquiries Invited 



























12TH DISTRICT NOTES 


JAMES F. BRINKLEY, JR.. CORRESPONDENT 
244 CALIFORNIA ST., SAN FRANCISCO, CALIF. 





LOOK! 






No Stained Hands flood yet A the 5 To 6. W. "Mick" 
No Broken Nails that only: un cone, the a ee 






New! Exclusive! 


m * % 

al NOTES FROM HERE AND THERE 7 
Oo iq iq | % Raymond Dickey, formerly manager of Bledsoes, has op 1 ur 
w Office Supy tore in Arcata . Perry Martin, ‘he genia 

r JoOply epresentatfive f Schwabachs Frey Sar Frar 

SPRAY eee ee eer ee wee ee 
TYPE ond PLATEN CLEANER Jolie ae ey Se meanest 
B wa 1 many years A ae 7 : wit R ake KA + & 
ea not niy T ast T tT paper 


No Brushes hnowiadly 





No Rags 
No Plastic Putty 








Cleans Type 
Restores Platen 


Nothing equals Morris Type and Platen Cleaner 
for quick, easy, safe cleaning of type, platen and 
rubber rollers. Just touch a valve, spray it on, 
blot with cleaning tissue. No stained hands, no 
broken nails . no messy rags, brushes, or 
plastic putty. Morris Type and Platen Cleaner 
contains no carbon tetrachloride—is non-toxic 
and non-flammable. 


To keep type clean as new, use Morris Cleaner 
daily. To keep keys from sticking, and renew 
platen and rollers to prevent paper slippage, use 
Morris Cleaner weekly. It’s the modern way to 
save time and trouble! 


DEALERS! DISTRIBUTORS! 


Morris Type and Platen Cleaner offers the first 
real advance in typewriter cleaning in 20 years. 
It’s a sales natural—with a tremendous market 
and an excellent profit margin. Mail coupon 
today for details and full-size can. Money 





SALES CHAMP . . . Burton Newmark of the Victor Adding Ma- 
chine Company's San Francisco office piled up the most points 
in the firm's Pigskin Prize Parade contest to win a free trip for him- 
self and Mrs. Newmark to the New Orleans Sugar Bowl football 
game. The Newmarks are pictured here just before taking off 
from San Francisco. 





Hatch Heads New West Coast Firm 





& 
credited against your first stock order. oxrig 
776 ong PlATEN Chany | 


Manufacturers’ Representatives! 


A few choice territories for Morris Type and 
Platen Cleaner are still open. State lines 
carried and territories covered. 




















S. L. Hatch, former president of Sell 
Corporation, Chicago, will head the 
newly formed Sel Index Manufacturing 
Corporation in Burbank, Calif. 

Mr. Hatch said the company, which 
has located factory, warehouse and of- 
fices in a newly built one story building 


moon ) 
| at 101 W. Alameda in Burbank, will 
| Be Be MORRIS co. manufacture the various types of Sel- 
| Box 126, Canandaigua, N.Y. Plastic index tabs, including several new 
| variations. A new type of suspension 
| Enclosed is $1.50. Please send, postpaid, 1 full-size can of type folder will also be put into pro- 
| Morris Type and Platen Cleaner and complete sales information. duction. 

| Name Two Join Toledo Firm 

| Carl L. Pietrykowski and Vincent J. Rogers, Jr., have joined 
! Address — McManus-Troup Company, Toledo, to specialize in business 
! furniture and office planning, announced Hugh Bartley, Jr., 
| sales manager.—AK 





3 
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make a neat profit... 
build continuing sales on Tempo supplies 


with today’s biggest value in stencil duplicators 


SELL the QUALITY duplicator 
EVERYONE can afford! 






Model 74 


7 
4; LOOK at these m 


Quality Features:  , 


+ aa 


—_~— —— 


Here’s a machine so loaded with quality features, so attrac- ‘ 
e@ push-button selective 


tively priced, “it sells on sight.” a ee 
line inking 


The Geha Comet appeals to all those buyers who need a 
stencil duplicator for a wide variety of work but can’t afford complete copy control 
the more expensive models. 

[It produces the same high quality copies as the more 
expensive models because it is precision-built—yet unbeliev- 
ably simple to operate. The Geha Comet is clean because it 
uses the proven silk screen and paste ink process. 

The Geha Comet is so sturdy you'll have no “comebacks” 

no service problems as there is virtually nothing to get out 
of order. Fully guaranteed. 

They sell on sight. So order your Comets now and start 


fast color change 
complete copy alignment 
centered pressure control 
automatic paper feed 


automatic counter 


automatic roller release 


rolling up profits. 


Write for MILO HARDING COMPANY 


dealer Established 1904 
Manufacturer of the most complete line of stencil duplicating machines and supplies 


proposition 500 South Monterey Pass Road, Monterey Park (Los Angeles County) Calif. 
San Francisco « Pittsburgh * Cleveland * Dallas 
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PEERLESS Lag 


(¢ s/f 
wae 
fig 


206 


General Office and Factory : 
Newark 5, New Jersey 





REJECTED 


EXPECTED 








COMPANY 


INCORPORATED 


Peerless Place, 






fh 


Performance can't match promise? 


Sell Peerless 
Imperial 


Carbons... 


They never 


let you down 


Wasting good salesmanship on a carbon 
paper that lays an egg in the clutch? 
Change to the quality line that does most 
of the selling for you. 


From raw materials to cutting and boxing, 
PEERLESS carbons must pass inspections 
worthy of a 5-Star General. PEERLESS 
inks are made with purest oils, waxes and 
colors. They’re ground slowly, pain- 
stakingly, over and over, unde 

rigid temperature controls. We could get 
away with fewer grindings if we weren't 
so insistent on velvety smoothness, 

free from grains or other imperfections. 
We watch our carbons like a hawk 

every step of the way to guarantee quality 
and uniformity with never a lemon 

in the lot. 


What’s all this got to do with you? 
You know you're selling a line that can’t 
let you down. You won't hear a 
complaint in a carload. Repeat business 
is a cinch. Best of all, PEERLEsSs IMPERIAL 
carbons are priced right, with healthy 
profits for you. Weights, finishes, 

colors to cover every conceivable need. 


Just tell us what you want and when 

you want it. Service is our middle name. 
Write for samples and prices, 

today. Dept. A-3 


Q ” 
YW Lond Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Patents 





Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 
| Granted Janua 1956 
28 vel Lock. W i Alexander L 
| ‘ + R ‘ pment Reedy 
7,19 Width Writing Pen y Ankud, Brooklyr 
} rated Multi-Deck Record Perforating Machines 
? Record Perforating Machines. Michael Ma 
] ning Mechanism for Typewriters or Like Machines 
ynor t y VicBe Illustration 
9 ving Facility. W 1 es, West Hartfor 
New Y N. Y. Illustration. 
Means for Calculating Machine. Thomas M. Butler 
etroit, M Illustration 
File. Niels Y. Anderse yder, N. Y r 
‘ New Y 
Granted January 0, 1956 
ng and Issuing Mechanism for Cash Registers. M 
Pratt avt ' assignor to The Nat 


hanism for Cash Registers and Accounting Machines 


ash | =Rea 





2,729,322 
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_— Sa) coh sg 
7 bale A Fe 
a | 7 am | z 
ess 
2,732,129 
Setting Device. A Russell, Stamford 
l Devices for Record Sheets and Carbon Paper. Bert 
t Mechanism. Harry Yaeger, West Hartford 
w Y N. Y. Illustration. 
pper Brookville, and Edward 
ee ( , 
Devices in Addressing and Like Machines. Robert 
Granted January !7, 1956 
30,94 E Accounting Machine. Walter A. Anderson, Trumt 
p., New York, N. Y. 
164 unting Mechanism for Duplicators. Edgar H. 
North | er ie 4 Ke eth Tonkin. Berwy 
94 Master Sheets of Printing Machines. Lester F. M 
rt Addressograph-Multigraph Cort Clevelan 
949 Master Sheets of Printing Machine. Lester F. M 
rt Adare graph-N tigraph Corp Cleveland 
99 r for Ball Point Pen. Farnham F. Boyle ) 
ts to Riter t Pe Per Co.. St 
] Filing Device. Hildaur Neilsen, Metuct 
rc New York N Y 
nt-Feed Attachment. Walter Haselmeier, Chur 
T Number Punch. Ha F hr Armonk N.Y 
ntrol Mechanism er, Chicaa 
Tenr } anmen F 
9 Mechanisms for Checking Computations. loino Ghertma 
f P anors ¢ ternational Business M 
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PROF Tw VAIL 


One Source of Supply 
for all your Paper 
Fastening Needs 


























‘| VAIL FASTENING ft 
3 DEVICES = 


























IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 











stationers realize 
that it is sound policy to sell quality products. 
And more than that .. . they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time — handling — book- 
keeping and other definite cost factors. This 
modern, efficient and profitable policy of buy- 
ing paper fastening devices insures a well bal- 
anced inventory which satisfies old customers 
and attracts new ones. 


Now, more than ever, wise 


IMMEDIATE SERVICE AT ATTRACTIVE PRICES 


\' ae: oe eS 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 
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ATTENTION MANUFACTURERS’ REPRESENTATIVES 
Valuable territory still open—write for full details. 
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ow, Colortul [ 


fast 
Selling! 


BOOKREST 


$4.00 


(Suggested Retail) 





pe 
Sembee 


Vibrant and colorful ... packed with sales appeal... 
the Scotty-Terry Bookrest will be one of your fastest 
moving items in 1956. Gleaming jewel-plated finish 
positively will not tarnish—rich metallic colors sell on 
sight. Will hold up to 5” of books. Books are easy to 
insert and withdraw—spring positively will not sag. 
Available in six jewel-plated colors: Gold, Silver, Tur- 
quoise, Chartreuse, Rose, and Royal Orchid. Individually 
gift-boxed, 6 to the master shipping carton. 


Standard Dealer Discount 


Todays Fastest Moving Gift [tem { 
eh 


COUY 


iii 


yOOY 


“The watchful 
secretary" 














Sees 
pee 




















Hundreds of uses for every home or office. Keeps every- 
thing from letters to pens and paper clips within easy 
reach. Available in six jewel-plated colors: Gold, Silver, 
Turquoise, Chartreuse, Rose, and Royal Orchid, as well 
as Lustre Black. Individually gift-boxed, packed 12 to 
the master shipping carton. 


Plated Colors——-$2.00 each 
lustre Black —$1.50 each 
Standard Dealer Discount 


ey Augel Cualon 


Capitol Metal Products 


St. Paul 3, Minnesota 


577 University Avenue ~~ 


‘ 
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New 


2 731 205 Autom atic Ticket Printing and Accounting Machine pione Innocent 
2,731 206.” Calculati ing Machine Function Control! Keys Interlock. Erhard M 
ert Ralph tz, and Albert V. Neyfeldt hicag l assignors to 

Adding Chicago, II! IHustration 


Granted + eons 24, 1956 


2,731 910. Machine for Feeding and Treating Lithographic Address Printing 
P ates. Jot H ruver cl eve e — Height t assignor t Addressograph 
2,731 ‘911 "Record comenetted oo Bar Setting Mechanism harles Thomas 
r Jon es Wa ton, England, assignor to Powers-Samas A inting Machines 
; . sland 
2 731 939. Binder Device. James R. Fellabaum, Vandalia, Oh 
2 731 966. Rotary Card-Filing Device. Hilda Neilsen, Metuchen, N. J 
to Zephyr American Corp New York, N 


2731 967. Note Books. Charles F. Allison, Chica 
2,731, 968. Filing Cabinet Drawer and Follower Block Therefor. Joseph A 


2,732 ‘007, "Adjustable Chair-Desk. W am B. MacWhirter, Grand Rapids, Mich 
2,732,055. Typewriter Platen Be Device. Howard L. Willian Wichita 

Illustration 
2,732 = _Stoppl ng Means for Calculating Machines Herman Gang, Livingston 
Monroe Calculating Machine Co Orange, N. J. Illustration 


2,732 240 Combi ned Handle and Drawer Latch. Howard £. Hutzelman, Corry 
Jamestown Mfg. Corp 


2732 439. ‘ve ephone Attachment for Shoulder Rest Arthur Garfinkle, Brooklyn 


rc 


Y 





Stewart Heads Underwood Service Operation 

C. Stewart has been appointed general service manager 
of Underwood Corporation. Formerly regional manager for 
Underwood in Chicago, he succeeds W. H. Shepler, who is 
retiring. 

From headquarters at One Park Ave., New York City, Mr. 
Stewart will direct all operations of a nationwide field service 
network for typewriters, adding machines and accounting 
machines. 

Mr. Stewart began his career with Underwood in 1923 as 
a member. of the service department at Philadelphia and 
Allentown, Pa., transferring to sales in 1926 at Richmond, Va. 

Vice-President W. F. Arnold in announcing this promotion 
said, “Mr. Stewart’s long and successful experience in both 
sales and service activities eminently qualifies him for this 
post where he will direct the important daily customer rela- 
tions of thousands of Underwood servicemen.” 


Waterman to Take Trade-Ins 
on New Ball Point Pens 


The Waterman Pen Company, Inc., has announced to its 
franchised dealers that it is offering a trade-in plan on the 
new “Sapphire” 295 ball point pen with a plastic barrel. 

Under the plan, $1 credit will be given to the purchaser 
of the new pen if he turns in any old ball point pen at the 
time of the purchase. 

According to George C. Holt, vice-president in charge of 
sales for the firm, the trade-in plan is designed to guarantee 
the dealer’s normal profit on each sale. 


Eight Firms Receive Awards 


Eight firms supplying office equipment were certified as 
“excellently managed” by the American Institute of Manage- 
ment following an evaluation of companies submitting entries. 

Included in the “Excellent” group were The Standard Regis- 
ter Company, Pitney-Bowes, Inc., National Cash Register Com- 
pany, International Business Machine Corporation, General 
Fireproofing Company, Burroughs Corporation, Addressograph- 
Multigraph Corporation, and Sperry-Rand Corporation. 

This award places them among 408 firms so designated by 
the Institute for 1955, 


‘Financial Notes 





Ww. A heaffer F mpany, Fort Madisor Ww Decline n foreign sale 

by import restrictions and dollar shortage broad nt to offset, t 

{ domestic sales of Sheaffer writing instruments, G. A. Beck 

vice re ent f the W A Sheaffer € Company aid recently. A 

¢ have mproved net ale for the nine-r eriod ended 

were $20,329,927 compared with $21,580,508 for the same 

period of 1954 1, Net earning ntt were $1,886,068, or 

$2.29 a share compared “with $2,218 381 or “$2 68 a share for the same 1954 
eriod. Net ear j r the third quarter after $1,380,4( prov for taxes 

re $1 ] $1.54 a share, compared with $1,274 a $1 54 a 

aft a erve of $1,340,5 i year ag Net »s for the third 

were $9,43 3 compared with $9,541,059 for the d the pre- 
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4X This New Folder 
Makes a Unique Pres- 


ruline _— 
end etticiency’ os we “se oor 
or 
yecord ve 






oxe 
Nocera with 


Sienplex Machine Bo 
ne over! * 





+ Catalog Cover* 





entation of National's 
Star Studded Items. 
Order a Supply for 
Your Salesmen and 
Your Mailings. 





Every one of these National 
items has special features 
designed to increase office 
efficiency. They outclass 
competition because they out 
perform! When your salesmen 
talk about saving time and labor 





they are talking language that ; NATIONAL NATIONAL BLANK BOOK CoO. 

every office manager and , ” 33 WATER STREET, HOLYOKE, MASSACHUSETTS j 

purchasing agent wants to j Please send the following quantity of the ‘17 Star Feature’, 3” x 6” i 

hear. Be sure you are stocking | folder (maximum quantity 500). I 

all the numbers in National’s I l 

‘17 Stars for Office Efficiency”. § Imprint — Company ! 

Send for a supply of the l Address. 

‘17 Star Feature Item’’ folders. \ 

It will pay you to feature | , " 

National’s Features. , Tel. No. i 

1 Mail to attention of: » Vn 4 vinincsw's 40 6 06g ed ee ! 

| Ca ce ce ce ee Se SD OD SD SN ED SD GD GD GE ED MY UD cD cD cD cs uD cum ems ed 
| 
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THE WATSON LINE OF 


HORIZONTAL 


Stock Filing Equipment 


designed for maximum flexibility in arranging multi-purpose composite assem- 
blies. They are available with or without a stack lock which automatically locks 
all units in the stack. The units are 18” deep (with exception of bookcases) by 


32” wide. Wide selection of colors. 
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= S || make u . 
= ae | p S/=|/s|e 
= | a | floor cases, Style 822 5” x 3” card aE 
Style 825 6° x4 cord unit =| =| | | 


























Style 826 8” x 5” card unit 
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| safe interiors, 








omnibuses or ole 
















































































° ‘ee 5) 
Style 810 2 drawer letter file a e 
work stations . 
‘| Style 840D cupboard 

| to any a|ea| a 

re) e a ° ° ° 
Style 894 Disappearing Door Case Lie ° | = =| 

aah required 3 





Style 829 Check File 


it rt e — 
= height 
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Style 827 8” x 5” card unit 
ia | om oO 
= —— 
Style 845-1S giass paneled section 








Styie 800 Plain Base Bs ee 
Since 1887 


— and many others— 
For more information about our 800 Line, write Dept. 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, N. Y. 
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and many others—— 
0-5 
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SEEN & HEARD_IN 
SOUTHERN CALIFORNIA 
by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 





Ward Bemaa, : 


Fred V. Gardner ed V. Gardner and A 





nageles chapt 4 4 — 
se | Satis ustomers = 
Van Nuvy yrout 
* * & & & 


nstruct 


| SCHWAB 
sells 
protection 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 











satisfied customers and future sales. 


Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 








manufacturers of For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


@ FIRE & BURGLAR 
PROOF SAFES 


@ BURGLAR PROOF 
CHESTS — VAULT 
DOORS | For Typewriter Desks 
_— } — P Seng Fixtures bring the typewriter to typing posi- 
CT 20 Lobel rn tion with effortless smoothness. They provide a stable 
neneree platform for typing. 

@ ‘FORTIFIED 

. FILES’’ ——- HOME 

1832-C T-20 U. L. Label CHESTS 


THE | 
| 


SCHWAB 


SAFE COMPANY 
| i= LAFAYETTE, INDIANA S=————— 

















The SEND omaary 





1450 NORTH DAYTON ST + CHICAGO - 22> ILL. 


SINCE 1874 WORLD'S LARGEST SPECIALIST 








IN FURNITURE HARDWARE 
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| 1y ofr M 7 ‘ eade +r t tT 
ut far elect nics in Cee - t instrumentatic 
the and industria ntr kely will advance at @ rapid pace tor man 





- Robert and Warren Parker, managing partners of Park ype 
important writer Company, Pasadena, have secured a 30-year lease on a new 
home for their business at 840 E. Colorado. This n the rapidly 
4 jrowing Lake-C rado business district. The lease provides the 
thin arker company with 12,000 square teet of ground-tioor space 
g ao» 3 a 55-foot frontage on Colorado Street, and ample parking 
3 ST 
T new building teatures complete a nditioning and ft 
An vat » reta mercnand ’ tixture A+ +} ’ wr 
building is nearing completion 
T Parker Typewriter Company was tounded Pasadena in 
921 by Howard C. Parker after he had successfully operated a 
ar business in Topeka, Kansa 
* £ & & & 
February 15, the management of the | Angeles Desk Com 
Ww neve ‘YT Dp eteda its m ve Tr ry 944 S. Ma r Street TO 
O01 S. Fique Street, Los Ange es. A pre-moving earance sale 
s being held at this writing. W. H. Jor now general manager, 
ucceeding the late Douglas Holman. Mrs. Muriel E. Holman 
ane 


* + &€ & 
J. R. Costetter, vice-president and sales manager { the Waters 


Manutactu J mpany, 3960 Ince Boulevard, Culver City, re 
s that busine is very good for tl mpany Hea mention 
that the Waters firm is the only one west of Chicago manutactur- 
a complete ribbon and cart t n 
rar 


{ hav- 


VV pany nas been n tne busine a ng ne 
k 4 ed in St. Louis in 1918. J. C. Waters was the 
} now chairman of the board of directors. The 
ca 3 plant was established in 1935 in Los Angeles 
J was moved to Culver City, a suburb, in 1940. The fourth gen 
y nected with the firn Mr ® totter ned the 
5 9 





: : ; ; James M. Klein, assistant to Hugh L. Clary, president of the 
Is not simply that Codo practices quality- Se = a eel 
control at every step of the manufacturing 
process to insure uniformity. 








The Bostrom Chair <= 
THAT FOLDS 


— 
we ~ 





oY BEST MATERIALS Y QUALITY CONTROL 


YY PACKAGE DESIGN @ SELLING AIDS 





¢/ CARBON GRIPPER @/ BUYER'S GUIDE 





Now! A high style contoured chair that 
And that lls PROFITABLE Carbon, folds and stands alone. Beautiful hand- 
s ee _— rubbed, natural finish. American Walnut 


Ribbon, and Hectograph Supply business. or White Birch. Unique 14 ga. tubular steel 
frame construction, the heavier the occu- 


pant the more rigid the chair. Non-marking 
clear plastic glides. Easy to clean and pol- 














TAN ish. Ideal for homes, dining rooms, hotels, 
reception rooms, offices, schools, libraries, 
etc. Place your trial order today. 

@Q ~~ MANUFACTURING CORP. 
Factory: Coraopolis, Pa. See it in At N.O.F.A. 
79 Madison Ave. e 401 Wood St. 564 W. Monroe St. Booth 207 Exhibit, St. Louis 
Now Verk 16, N. Y. Pittsburgh 22, Pa. Chicago 6, Ill. BOSTROM MANUFACTURING CO. 133 W. OREGON, MILWAUKEE, WIS. 
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Take this handsome steel desk with the king- 
sized top. It’s Republic’s popular executive con- 
ference model and completely Republic from 
start to finish—designed by Republic, fabricated 
from Republic steel by Republic craftsmen, pre- 
sold by Republic national advertising. 

Here’s an opportunity to offer your customers 
superb office equipment and be certain you're 
selling outstanding quality—along with dur- 
ability, utility and smart appearance. 
| Masterfully built by Republic’s Berger Divi- 


REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 
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Sell the only equipment line 
that’s planned, built and pre-sold by one of 
America’s biggest steeilmakers 


sion, makers of famous Republic Steel lockers 
and shelving, this big line includes modern steel 
desks for every office requirement—plus match- 
ing tables and desk-high cabinets, bookshelf 
units and files. And they’re all available in stun- 
ning colors for those with a yen for color- 
styling. 

For all the facts on these beautiful units—plus 
the latest information on available dealerships— 
send in coupon below. Join with those who have 
found the Republic Steel Deal a profitable deal. 








: 
| REPUBLIC STEEL CORPORATION 
| BERGER DIVISION 
| 1058 Belden Ave., Canton 5, Ohio 
Please send: 

© Illustrated booklet on Republic Office Equipment 
0 Information on available dealerships 
| Ee ae ee ee ee Title a 
; Company - piiias 
]} Address_— ™ wasiia 
| oS Zone—— State = 





ARM SWIVEL CHAIRS 


























MODEL 1223-2 
With padded 
arms. in Nau- 



























CLIPBOARDS 


qOR_ GR. 
eek SBM 


soLp BY --- (( =) 
So 
THE GATOR GRIP HOLD 








DEMAND 


CONVENIENCE 
AN D 


FOR THOSE WHO 
te bist as low 
as $53.00 each! 


YOUR MEN CAN SELL MORE 





EFFICIENCY 


Cramer CHAIRS, WITH A PRICE 
ADVANTAGE LIKE THIS... 








Made of sturdy, light-weight California 
»Redwood with beveled edges to avoid 
cracking, patented strong ''Gator-Grip" 
Clips, engineered of extra heavy gauge 
steel, completely rust-proofed with special- 
ly designed rivets for extra rugged con- 
struction, ''GatorGrip'' Clipboards are 
used by everybody at any time, in any pro- 
fession or job, from the surveyor to the 
salesman, from the student to the secretary. 
FAST MOVING 


TODAY 


COMPETITIVELY PRICED 


and you, as a Cramer dealer, will 
recp added profits from sales to 
price-minded buyers as well as 
your regular customers! 


These chairs have all the fea- 
tures necessary to a good, com- 
fortable, long-service chair; super- 
strong aluminum and steel con- 
struction . . . bonded foam latex 
padding . . . removable covers in 
a wide assortment of rich colors. 
We'll advertise them in MAN- 
AGEMENT METHODS, DUN’S 
REVIEW and other leading pub- 
lications; we'll provide you with 
good printed material for your 
men to use. 


ORDER THESE POPULAR 
GATOR GRIP CLIPBOARDS 


Write for the whole story today; 
up your profits from quality 
chairs! 


AVAILABLE IN THREE 


Ons MOST WANTED SIZES: 


10 Note Size 642" x 11” 


F-7 
3— F-7 20 Letter Size 9” x 1212” 
F-7 


30 L | Siz 9” x 15,” 
oe and poe snout sizes. . 
POSTURE CHAIR CO., Inc. WRITE FOR PRICE LIST AND LITERATURE! 


1205 Charlotte, Kansas City 6, Mo. 
Ae ae oAation +» HUDSON, OHIO 
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@ Dealerships availabl« 
in certain areas; write 
Dept. OA-3 for the 
complete story. 
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MAYLINE 
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MAYLINE 


MAYLINE 
Steel Plan Files 
Meet 














Specifications 
pecif 
Mayline St Blue Print Files meet present rigid 
ications, and in accordance with 
se s tions, the 5-drawer units, caps, and 
ntermember. 
ua Additior tures are described in Folders S-20 
z S ’ in give your customers high grade = 
_ asonable price. Sell Mayline. < 
< S 
> 3 z 
a 





of é ia, ority 
MAUIINE 


MAYLINE CO. 


625 No. Commerce St. 
Sheboygan, Wisconsin 














MAYLINE 
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Every office, reception room 
or shop where visitors or 
customers are invited to be 
seated is an excellent pros- 
pect for these fine Cramer 
chairs. Modern in design ... 
built of “ton-tested” square- J 
tube aluminum ... padded THEY STACK 
with bonded foam latex .. . covered 
in U. S. Naugahyde or Claremont in 
standard or “decorator” colors 
they’re comfortable, durable, and the 
most economical chairs of their type 
on the market. 


This is your chance, as a Cramer 
Dealer, to profit from chair sales to 
a whole new list of customers, with 
these “chairs of a hundred uses.” 
Drop us a line for complete details 
today! 


List Prices, in U. S. Naugahyde 


MODEL 1200 Armiess (they stack!) ......... $31.40 
MODEL 1201 Side chair, plastic arms 37.70 
MODEL 1201-2 Side chair, padded arms 40.20 


@ Dealerships available 
in certain areas; write 
Dept. OA-4for the 
complete story. EA 
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we Ka be A ele + L . L ibiect You & on'® Talk + W Rev 
4. : Alex Gerald Nichols, pastor of Trinity Methodist 
A ele poke the theme What M +} C ; 
Alle president of the Ivan Alle npany, Atla “4 


Joe M. Davis was master of cerer 
+ ££ & €& & 
Angele n Monday, January 30, Hugh L. Clary, president of the 


rporat made tne p nt tna € new 


mputing and data-nhand } pen up new 
expana present methods and nment 


nent 


a > that | = tneee nes fab, 
ed States, particularly the Mid-West and East, Harold Mann, 
f the Nationa ffice Machine Deal: A 
makes the bservation that the ok 
with better and better accept e and with creater 
ation Thr f tT The country 4s Time ¢ es. The present d 
ew member January |-May 1I5, Mr. Mann stat » far 
bang. ‘Among other things much appreciated 
ry ’ + | ¢ fn + + + r 








tor Read-at-2-Glance 
VISIBILITY 


Customers are asking for Barkley Plastic Tab Card 
| a oO 
Indexes because they know angular and magnified ARD mini-space 


plastic tabs speed filing and finding—saves expen- FOLDING TABLES 








* * ! 
sive filing space too! Make sure you carry adequate isch to ORD tr < 
sine ‘ Sturdy, dependable, made of finest ma- f é 
quantities in stock. terials. Self-locking steel legs in aluminum- Director's Tables 
like finish, stainless steel moldings, 2” Lounges 
Three sizes available: wood rim for added strength. Fold to 3” Lecterns 
height for quick, easy stacking. Ch & Stool 
r airs ools 
3x5,4x6,5-x 8. In six Pachimes 
LOOK AT THESE LOW LIST PRICES! ; ' ° 
colors: Green, Amber, i ’ Special Fixtures 
Red, Pink, Blue, and Clear. No. 830F (illust). 96” x 30” x 30”. Genuine 
Formica top. eact $65.90 
i N 830M. Same, with Masonite Presdwood f 
Write for $39.90 
: \ Q34F. x 36” x 30”. Genuine Formic: 
illustrated ' $75.00 


literature. 836M. Same, Masonite Presdwood top $47.90 


ARD No. 327 END TABLE 


Simple nd € balanced. Continuous 
plated steel tubing, Formica top and shelf 
Serving yh overall. List each $24.50 





Stationers 
Since 1921 


Cc. L. BARKLEY & CO. 


$220 W. Van Buren Street - Chicago 7, Mlinois 
a ae ‘ 13 VINE STREET a — EVANSVILLE, INDIANA 


1d Table 





216 OA-3 /56 
































OA- 













® Because the nation’s time and 
motion experts have chosen 
Pres-To-Line as the ONLY copyholder 
. 5 : : , 
A baal e Yl Cc as of modern business, the list of corporations 
using this amazingly functional machine 
baakes-ji wanted Pres-To-Line is nationally advertised 
directly to YOUR market, 
the SELLING FACTORS that make 
Pres-To-Line the finest and most 
- 
PRES-TO-LINE DESK STABILIZER 
, , World's finest desk stabilizer... 
4 releases instantly with a touch 
of the fingertip...a fast-selling 
bigger profits with typists all over the country. 
Reduces typing errors by elimi- 


meeting the exacting demands 
reads like a Who's Who of American industry. 
ole} hia aked Kok =Se ; acquainting YOUR customers with 
wanted copyholder in the world today. 
for more sales... item that is becoming a “must” 
nating wobble and vibration. 








ter Sturdy, all-metal construction... 

Sie-bate (bdo! equip smooth streamlined finish, mar- 
| proof rubber top bumper and 

ment for pagted a — floor base. Retails at only $4.95. 





than 2500 of r= P "rcciotin Gon ae 
. , oy 2339 Cotner Ave., Dept. 123, Los Angeles 64, Calif. 

America Ss larg- [~] Please send me catalog of complete line of 

=F) ele} @ olebe-takesat-) 


* Pres-to-Line products 
as well as innumerable 


Government agencies 


Name Title 


ow Address 


8 City Zone __ State 


THE SELF SERVICE WAY TO GREATER PROFITS 


Self-service items cost less to handle — save selling time and expense. That's why it pays to 
stock, display and sell Akay self-service, impulse merchandise for volume sales. 

















AKAY DELUXE MEMO-MASTER AKAY PLASTIC HOLD-A-BOOK 





[his complete memo pad comes with pencil, coiled steel An ideal book, newspaper and magazine support for 
pencil holder and continuous paper roll — all the material quick and easy reading. Made of sturdy wire and break- 
necessary for a complete self seller. The break-resistant resistant plastic in black, ivory, blue, yellow, red and 
plastic holder comes in different colors — black, gray, assorted pastels. Attractively display-boxed with see-thru 
walnut, ivory, red and assorted pastels. Attractively opening. Terrific as a gift or self-service, impulse-sales 
display-boxed to move fast at a suggested retail price item. Mass display Hold-A-Book and you'll seil in volume 
of only $1.25. at a suggested retail of $1.00. . 


Write for free literature and prices CORPORATION Division of Hauser Products, Inc. 


els Tle OA-3 | 4034 North Kolmar Avenue, Chicago 41, Ill. 
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the NEW Marketing Concept That Can Build 


Your Sales of Office Furniture and Accessories 


The intertwined functions of designing offices and selling the office furniture 
necessary to complete the design—as one complete marketing operation— 
makes alert office furniture dealers especially avid for information which will 
help them to perform both these functions more effectively and economically. 
That's why, for ideas, the aggressive dealers who have added the design func- 


tion to their sales tools will turn to 


The Office Furniture Issue of OFFICE APPLIANCES 


- + - coming in MAY 


Reinforcing the sales efforts you've made and capitalizing on the sales mo 
mentum built up at the NOFA convention, the Office Furniture Issue forcefully 
reminds dealer designers—your top prospects for quality sales—of the new 
models and innovations you are advertising. It is this timeliness and resultful 
selling that has made OA's Office Furniture Issue a basic advertising tool for 
more than 125 leading office furniture and accessory manufacturers. Why not 


make your advertising plans, and reserve your space now! 


Final Closing Date — April 1; March 25 if proofs are required. 


Regular rates apply for this issue. 


Office Appliances 


no 
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600 West Jackson Bivd., Chicago 6 


New York Los Angeles 
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Neil J. Thomas of } Ret Me 


Vaughn Howard 


Royal Merchandising Posts to Three 


Fr. P. RB president. Royal Typewriter Company, an 
ced 1 ntment of three men to new merchandising 

A pany 
D. W. Nh former market research manager for Royal 
bee! sistant manager of the Royal McBee market 





D. O'CONNOR J. H. JOHNSON 
ng reseal partment. He has been with the firm since 
95 wher ook the position of sales research statistician 


to his managerial post in 1955, 
has been named to succeed Mr. Morison 


Royal keting research manager. He joins the com- 
afte g the McCall Corporation in the capacity of 

stant lising manager 

Mr. R innounced that John H. Johnson, who has 

I as economic forecaster in the marketing 













AYCO Mac SAYS «++ 
WHY TRUST TO MEMORY... 


a written memo is the perfect 
permanent record WHEN YOU CAN << 
USE A ROLLMASTER...MOST an \ 
CONVENIENT AND PRACTICAL y 


MEMO PAD EVER DEVISED! 





So Simple 
to Load 


















Easy-Turn 
Positive Knob Control 


Sturdy All Metal Construction— 
Guaranteed for Life 


et Protect All Surfaces 


The ROLLMASTER is perfect for Home, Office or 
Shop. ALMOST EVERYONE HAS A NEED FOR 
A ROLLMASTER! 





ther “Greater Efficiency” Desk Accessory 
from )“AYCO... Send for 
£ZE CATALOG 


130-314 WEST Sist STREET, CHICAGO 32, ILLINOIS 


“hoist your sales 
with the 


“T&A Fe 
Ti) 


Glass Door Cabinets & Bookcases 
mam SLIDING GLASS DOOR CABINET 


Also available: 
Sliding steel door cabinet 





| Available in sizes: 
18”x36”x72” 
12”x36"x72” 


Availabie 
in size: 
12”x36”"x42’ 





STAR FEATURES 


* Fingertip control of | sliding 
roller bearing doors 

* All welded for strength. No 
nuts or bolts required 

* Streamlined for aisle clearance 
or narrow spaces 





ALSO 
Steel Door Cabinets & Lockers 


STEEL SWINGING DOOR CABINETS 


Available in sizes: 


18”x36"x72” 24”x36"x78” 


24” x36"x72” 18”x36"x42” 
18”x36"x78 24” x36" x42” 


SINGLE TIER LOCKERS 


Also Double and 
Multiple Tier 
Lockers 

STAR FEATURES 

* Concealed hinges 
on doors 

® Full pan rein- 
forcements on 


ALL OF EXTRA = doors 
HEAVY GAUGE 
STEEL CONSTRUC- 
TION WITH BAKED 
ON ENAMEL FINISH 





a 


Two attractive 
chrome handles 
Paracentriclock 
with three point 
locking device 


* 





WRITE FOR 


VISIT US AT THE 
Pht n te NOFA SHOW 


AND DEALER 
MARCH 4-5 


LITERATURE Booth £64 


—— bs — ob 


EQUIPMENT COMPANY, INC. 


@eeeeeeaea eee eevee eeveeveeeee eevee eeeneeeevee een eee eeeeee ee ee eee eee eee 
@e0e7ee#eees 





117-24 Fourteenth Road, College Point, L. |., N. Y. 
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E LETTER 
OPENER 


Only $105 


F.O.B. FACTORY 





There are a dozen prospects 
for a Scottie Letter Opener for 
every single one who can use 
one of the larger, more expen- 
sive machines. Thousands of 
smaller businesses, as well as 
lots of large offices, offer an 
untapped market for _ this 
speedy, low cost time-saver. 

Retail stores insurance 
and real estate offices 
banks and factories . . . all will 
be interested on sight. Wher- ® Weighs only 9 Ibs. 
ever time is money—that's the 
place for a Scottie. 

The Scottie will open 200 to 
300 letters a minute—30 times 
faster than by hand. Gets the 
mail open and the office off to ® Thousands of small 
a fast start. Clips a clean slice and medium sized 
from all sizes of envelopes tetas — 

co > arge market. 
without cutting corners or dam- 
aging mail. Weighing only 9 ® if you you are ex- 
pounds,—you can carry it any- ae nae 
where. There's nothing like the pa fl 
Scottie Letter Opener for coupon—some ter- 
steady, permanent profits 


ARNOLD MAC KENZIE, INC. 


3133 OVERLOOK DR., MINNEAPOLIS 20, MINN. 


SEND ME THE DOPE OW scorte * 


ARNOLD MacKENZIE, INC. 

3133 Overlook Drive, Minneapolis 20, Minn. 

I am experienced in sales of specialty office equipment. Send 
full information on Scottie Letter Opener. My territory 


plus excise tax. Stacker 
optional at nominal price. 
(Prices subject to change 
without notice). 


® Opens 200 to 300 
letters per minute. 


®@ Opens all sizes of 
envelopes. 


® Designed and 
priced for offices 
receiving 200 to 
2000 letters per 
day. 









me 


; 





we 
fe. 


Name 
Street Address 
City . ‘ Stat 
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research department, has been named as supervisor of sales 
Statistics and analysis for Royal’s marketing research depart- 
ment 


Feldman-Selje Win Good Design 
Award from Pasadena Museum 

The California Good Design award for 1955 was presented 
to Feldman-Selje Corporation for its entry of the Co-ordina- 
tor group. The award was made by the Pasadena Art Museum. 








GOOD DESIGN 
Co-ordinator group. 


. award in California goes to Feldman-Selje 


[he modular grouping was among several hundred entries 
vying for honors in the functional furniture design field. It 
was judged truly modular in that variations of the basic com- 


ponents permit an interchange and relocation of furniture for 
adaptation to surroundings and needs. 
Feldman-Selje received a Good Design award for 1954 for 





its Achievement group of executive furniture. 









Quickly recognized as the 
efficient way of perma- 
nently modernizing any 
office, Frontier equipment 
is built to last and adjust 
o different floor plans. 
Write for 
Catalogue. 





UTILITY TABLES 


FRONTIER 


Manufacturing 
Company 


P. O. Box 13266 


Dallas, Texas 










SORTING CASES 
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CHA 
Four 

sizes 
Krue 
fram 
choir 
Deta 
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AMERICAN 
PRESENTS 


THE ALL- 
AMERICAN 
LINE FOR 


1956 





WRITE 
FOR 
FULL 
DETAILS 


i 23a 
+. 
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CHAIR TRUCKS 
f new mode 


kK 
‘ 
< 


Det 


Engineered Functional Design 






gives KRUEGER chairs extra comfort 
and durability— 4f 70 extra cost! 


Only in Krueger portable seating do you find such scien- 
tific design for correct posture and comfortable seating — 
durable rigidity and strength. Newest chairs in the Krueger 
line are the Y-type Non-tipping Series 80 and Series 70 
— both available with steel or wood seats. 


SERIES 80 
TUBULAR STEEL CHAIRS 


© 18-gauge electrically welded 
seamless tube frame construction. 

*#16-gauge tubular leg stretchers. 

*@Form fitting 8” deep backrest 
with full curved edge. 

® Safety covered folding hinges. 

® Built-up pivot point frame 
strengtheners. 

*Silent folding operation. 

® Large reinforced shaped seat — 
14%, x 15”. 


SERIES 70 
CHANNEL STEEL CHAIRS 


® 16-gauge double-beaded channel 
steel frame. 

* Safety covered folding hinges. 

® Positive seat guides prevent 
collapsing. 

® Rigid channel steel leg 
stretchers. 

®@ Fully rolled seat and backrest 
edges. 

* Beige rubber feet over steel 
glides. 


In addition to the series 80 and 70 illustrated, Krueger 
offers a complete range of X-type folding chairs with steel, 
wood or upholstered seats from which to choose. All fea- 
ture exclusive structural details that assure complete satis- 
faction for many years after investment has paid for itself. 
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Write for new No. 400 catalog 
describing in detail the complete 
line of Krueger steel tubular and 
chonnel frame folding choirs ond 
choir trucks. 





























METAL PRODUCTS « GREEN BAY «+ WISCONSIN 


221 





World's Smallest Adding Machine 


VISIBLE ADDING DIALS 
9 COLUMN CAPACITY 


¢ 


RIBBON 


WIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachusetts 








FREE STANDING ! 
EASY TO ASSEMBLE ! 
GREATER CAPACITY ! 
FULLY ADJUSTABLE ! 
| IMPROVED DISPLAY ! 
|e «STRONG and DURABLE ! 


tray, behind cornice, is strong enough to support 
heavy merchandise for storage or display. Do-it- 
yourself assembly is quick, easy and economical. 


The new Thoroughbred Wall Merchandiser is at- 
tractive .. . practical and embodies all the finest 

esign. he fixt is beauti- =, te 
Sochuses of pay ores t wor will b " Thoroughbred Wall Merchandisers are sold by the 
fully finished in desert sage and illiamsburg section and priced by the foot with almost any 
blue-grey, a color combination that compliments jength desired available. Let us furnish you with 


any surrounding. ll shelves are adjustable and complete information and low factory-to-you prices 
are made with ticket moulding for 7%” price tickets. on this new improved fixture that can mean added 
A peg board cornice adds style and additional dis- beauty and increased sales for your business! 
play space with use of Handy-Hooks. The ceiling Write today ! 


‘ilpgred: Merchandisers, A. D. BUTLER, Inc. tints 


WOLD MORE... SELL MORE... COST LESS 


222 OA-3/56 




















THREE TOP SPECIALTIES 
For Your Office or Plant 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7°3” high...8’3” high... 
9°3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 
Size 26144"H x 16°D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 





STORAGE CABINET 


No. 3678-S 2” rubber casters. Shipped K. D. one per 
with adjustable shelves, finished in carton. Weight 30 Ib 
baked-on olive green or office-gray List Price $15.00 
enamels with lock in handle, insu 
ated rs, spot welded assembly 
Shippe ne per carton, set up MIDWEST 
ee See METAL MANUFACTURING COMPANY 


; ip 1818-24 North 18th St., St. Louis 6, Mo. 
List Price: $50.00 
R FOR OTHER SIZES OF 
TS AND SHELVING 








FRITZ-CROSS CHAIR #815-L is listed 
plainly as a ‘‘Man's Chair’. It's extra-big, 
extra-strong, with an extra-thick foam- 
rubber cushion ... obviously and hand- 
somely built for a man's comfort. That's 
the beauty of the whole Fritz-Cross line ... 
it's a COMPLETE line, with the exact 
model to fit every seating situation and 
preference. All Fritz-Cross chairs are the 
last word in styling, durability, in color- 


and-coverings . . . and in sensible pricing. 


If you want a finer chair line, get the Fritz- 


Cross story. Catalog on request. 


THE FRITZ-CROSS COMPANY 
300 E. FOURTH ST. ST.PAUL 1, MINN 





MODEL 815-L 
“JUNIOR EXECUTIVE” 
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FOR THE CONTEMPORARY 


OFFICE... 


Sleek and trim looking, this is Modern at its 
very best. No frills necessary — beautifully 
crafted Walnut and Oak, and handsome, 
genuine leather make an unbeatable com- 
bination. It would be difficult to find a more 
appropriate group of chairs for the con- 
temporary office. 


Chair No. 
THE RIGHT CHAIR AT THE RIGHT PRICE 


—vJasper Che 


SPER, INDIANA 








+ 


GEORGE DEUTSCH (SOUTHWEST) R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
FIRST STATE BANK BUILDING 1527 E. 14th ST (EASTERN) .385 MADISON AVE 
DENTON, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. Y¥ 
4s we JAMES S. FOWLS, (SOUTHERN) JACK S. — (NORTHWEST) Lester W. Brown (Chicago-Midwest 
Per-smor® 327 SUNSET DRIVE. NORTH 1527 E. 14th 666 LAKE SHORE DR 
4 ST. PETERSBURG, FLORIDA SAN LEANDRO. "Gaui. CHICAGO, ILL. SPACE 844 


REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 





850 


Toe 























ALL PURPOSE STEEL PRODUCTS CO. 





Multicubicles with variable spac- 
ings. Printed forms, envelopes, mes- 
sages, etc. “Divi-Rack” Units build- 
up. 


Pictorial AT A PRICE rg 


j Catalog 
i Available. 





An adjustable assorter in 3 heights 
For office, mailroom and factory. 






plete line of 








STEEL UTILITY CABINETS 








the 


Bookcases, storage cabinets, multi- 
drawer cabinets, etc. 





90-15 77th Street Jamaica 21, N. Y. @ Michigan 2-2910 
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Quality wood office furniture 


by 
WORDEN of HOLLAND 


260-OH (Top 66 x 42) 


Sturdy construction and finest materials always make WORDEN 


desks dependable and of uniform quality. Investigate the com- 


WORDEN wood office furniture. 


For particulars or literature, write .. . 


WORDEN company 


HOLLAND MICHIGAN 
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= PLEASE SEND ME 
=: YOUR FREE GUIDE TO 


LIVE SELLING 
SELF-SELECTION 










Spacemaster Frames 
and Brackets give you 
unlimited retailing freedom . . 
completely adjustable shelving, 
interchangeable parts. Your own store 

personnel can re-arrange these set-ups at will. 


EQUIPMENT 


Write Dept. OA-3 


REISER Pe Pa Ne! STE 
REFLECTOR-HARDWARE CORPORATION 
rela li 7 eeldzia al ne Vane, FIRM NAME _ , eee SP 
2231 S. WESTERN AVENUE CHICAGO 8, ILLINOIS 
ADDRESS 


NEW YORK OFFICE AND SHOWR M . = — 


4 225 W. 34th STREET, 12th FFOOR NEW YORK 1, NEW YORK city ZONE STATE Slash 


# 
' 
2 
a 
i 
t 
A 
MERCHANDISING : 
4 
i 
4 
4 
i 
i 


This Guide No. 55-S has 128 pages and 650 
illustrations. it can show you how to get 


4 aemene: Shows More 
. Costs Little 129% Mons Live SELLING SPACE in your 


—— 
BE ESS SSE SSSR ERS SS SS SS 


NOW more AiR accounting systems 


to save time... 
make sales grow 


Our new catalog, just off the press, 
brings you new and improved sys- 
tems for pegboard accounting — 
systems which require writing only 
once to create all the records. We 
offer systems for payrolls, accounts 
receivable and payable, special 
systems for clubs, hospitals, doctors, 
collection agencies, time payment. 














DUUUUUUUUUUUUULULUULUUULLLULLY 








Catalog also shows how we Weg PP 
can help you sell STRIP ac- “Cesc 
counting systems to your cus- 


Quip 
tomers! 


Send for new catalog 


THE C. E. SHEPPARD CO. Established 1900 
44-07 Twenty-first 5St., 

Long Island City 1, N. Y. 

Please send me free copy of Catalog “A” 


sd MPP ETETTTTIT LT 


DN g6¢as 0400008066068 ** 


‘writes ONCe 
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ZIPPER RING BINDERS 


BRIEF BAGS—PORTFOLIOS 


CATALOG CASES 


A Quality Line that Satisfies 
Every Business, School, and 
Professional Use. 


Priced to Give You a Proper Profit 





Our Illustrated Catalog showing the Com- 
plete Line should be in every dealer's files. 


Write For Your Copy Now! 
CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ° CHICAGO 6, iLL. 











CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 


t Canada 
private compa 
nada Tederé 
x now applied 
pen 
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INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 
are interchangeable . . . can be changed instantly with new name inserts . . . 
make changes to suit your requirements. Illustrated are the popular models 
















All orders printed gold on black 
No. 600, desk type, gray; 
No. 601, brown, size 14” 


30: ALTON ~~ F 
No. 603, trans- 
parent sit 9-00 


No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 
10°, name on black 
background 


type name plate 
for desk, size 
os” 6h CO”. 
black back- 
ground 
No. 604, desk 
style, vertical, § 00 
can be read from 
both sides, size 
2” by 10”, black 
background 


No. 605, wall 
style name, $ 00 
ean be read 
from beth 

sides, size 

a” fy 6”. 

black back- 

ground 






New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery .. . 
today. 


ACME JOBBING CO. 


406-408 North Van Buren St. . Green Bay, Wis. 


order your requirements 
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SUPREME 


OF BROOKLYN 
ANNOUNCES 


2 NEW 
COLORS 








IN ALL CABINETS 
Send for Catalog and Price tist AND LOCKERS 


SUPREME STEEL EQUIPMENT CORP. 


53rd Street and Ist Ave., Brooklyn 32, N. Y. 
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j OFFICE EQUIPMENT 
INDUSTRY 






from 


y 


German-American Trade Promotion 
Office, Suite 6900, Empire State Building, 


350 Fifth Avenue, New York 1, N. Y., Tel.: 
Wisconsin 7-0727, Telex: Ny 209 














OFFICE PROCEDURES 


quicker, surer, easier, cheaper — 


The answer to all problems from A 
— Zwill be found in Hall 17 at the 


GERMAN INDUSTRIES 
FAIR — HANNOVER 


April 29 — May 8, 1956. 
Information and catalogues from: 








L 





STEEL TRANSFER CASES 


25-R 
GRAY or GREEN oven-baked finish 


IMMEDIATE 
DELIVERY 


Brass finish cardholder and handle 
Four rollers for ease of operation 
index guide rod with brass knob 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


Self-locking follower available 


‘T oP FLIGHT PRODUCTS 
Company, 9nc. 


6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 






OA-—3 /56 





SOUTHERN 


3: 
ANNUAL 








- 
—_ 


NNEL AUTHORITY 





NOWHERE ELSE 
IN THE WORLD... 


could this year’s gigantic National Business 
Show be housed adequately but in the 
New York Coliseum—the world’s largest and 
newest and finest exhibition hall. Don’t miss 


this preview of business in the electronic age. 


NATIONAL BUSINESS SHOW 


New York Coliseum —Columbus Circle, New York 
October 15 thru 19, 1956 
RUDOLPH LANG, Managing Director 
33 West 42nd Street, New York 36, N. Y. * PEnnsylvania 6-6760 











AUFORNIA 






YOU 
ARE 
INVITED 


to attend the 
9th annual 





cost 
ACCOUNTANTS 
SHOW 
(Los Angeles 
Chapter) Held 
Daily At 


AMBASSADOR 
HOTEL 
April 24-27 
10 A.M. to 10 P.M. 


SPONTOeEO Br THE 


Pes suceiss cuatvas SELECT EXHIBIT 


TN SPACE AVAILABLE 
j write 
los Angeles Office 
r 731 S$ 


s ; . Spring St. 
ATI OW AL AF9OC ATION hes ion 14, Cal. 
Roy E. McRann, Chrmn. 


OF. COS! ACT OUNTSNTS 
é *: 2 me eae 
ee ee eer 








AMBASSADOR HOTEL 
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CEL-U-DEX 
CRIMPED 
SIGNALS 


FOR VISIBLE 





RECORDS 








Twelve colors available 
Special colors, sizes, 
printed and punched sig- 
nals upon request. 


12 DISTINCTLY 


DIFFERENT E 
= 
NON-FADING COLORS 


e RED e PURPLE e AMBER-  e LEMON 
e LIGHT BLUE e GREEN e PINK e OPAQUE BLACK 
e DARK BLUE +» ORANGE e¢ BROWN e BLACK & WHITE 








CEL-U-DEX CORP. 1 Main St., Brooklyn 1, N. Y. 





TWEETEN Yoreer 


THE PENCIL OF 1000 USES 


eng ad t-y 
fel ebelk 7 


os — ANY ats woveesen — serves ] — - ' Ww E E y E N 
DISPLAY 


bra -%| ° 
rot mys ie J ri i med 
| ULB i Hill SERVICE 
PALAIS —_ - No. 620D 


Display 








WET 
FROZEN 
MARKS ON ANY SURFACE 
DRY 
Better Sales, bigger profits ar 
yours with the nationally advertised ORDER FROM YOUR REGULAR 
Tweeten Marker. And the reason SUPPLIER OR THESE FINE 
. it’s easy ... your custome JOBBERS 
know the Tweeten Marker is te McLennan Pen ( Chicago, Ill 
times more economical because t urpenter Paper ( Houston, Texas 
lasts ten times longer. Order your Paper 
supply today. Catalog sheets and kiahoma City, Okla 
profitable Dealer Discounts sent on F Supply Co. St. Paul, Minn 
request. Federal Supply 
REFILLS 31/2” LONG ‘ as City, Missouri 
In 6 colors — Black, Green, Red, Blue rpenter Pape 
White, Yellow : Fort Worth, Texa 
C-25—12 per pack .. . Ci Ce est tand os 
C-15—4 per pack ... LE Peay stage HPs City 











TWEETEN Fibre CO., INC. 


2029 FULTON STREET * CHICAGO“12, ILLINOIS 
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C-THRU 
NEw! ENGINEERS’ FLAT 
<4 SCALEMASTER 

















9 FULL DIVIDED SCALES 





For the first time, @ Convenient slotted apertures to 
here is a FLAT trans- scale drawings with minimum of 
parent plastic Scale- rouble. 

master embodying 

multiple scales, yet @ Easy to handle and store — only 
exposing all at one 12% x 3%”. 

time! No squinting or 

searching, no twisting only $qoo 

or turning — every 

scale is always in full 

view «+ those tae Also available! Architects’ FLAT 


need for triangular or Scalemaster, same construction— 


other scales. with 14 scales. $1.00 


Send in your order NOW... Send for FREE C-Thru Catalog 


RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS @ PROTRACTORS @ OTHER DEVICES 


| ft linguinly 


ee Pe oe co ea 


TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


a4 
Yi iat y 


—THE LOWEST IN PRIGES 
t 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


at TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y. 
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You Collect Those Easily Earned, 
tae <irery Added PROFITS 


James Grand 


4 


ene 


ray 




























mes J Percy, Ernest 
Arthur James 1 William. Grand & 
347 r t has nad lucky 
Back 704 hen a $10 rr 
N “ For All 
Your Needs 
%*% £+ & In 
. GUIDES ! 
talla t 
™ ‘ 7 + ' 
They Are G U IDE Specialists! 
B. D. McAuley, Steve 9 ; Whatever your needs in Guides, it is profit- 
et apd 7 a You Can wise to count on Aigner. You have a choice 
gon Pt Also Rely of horizontal and vertical Guides; Card 
tei a ae - Guides, Check File Guides, Open Shelf Filing 
- 7 oe “- O Guides, Out Guides, System Guides, Tabulat- 
r e| pera?t r or ae — = 
F eec ing Guides and Guides made to your own 
yi aa ; —— specifications. You save on ordering, book- 
- ee Tr rape ’ BBING keeping, stock and storage, and, national Ad- 
hiatal TAB ” vertising helps you sell. 
na done in other area . 
eS eee “~—~At6-6> for Literature, Sales Aids, Samples, Prices 
; erical TuNcrior 97 Reade St., New York 13, N.Y. 
the entire orgar INDEXES 426 S. Clinton St., Chicago 7, Hil. 














SPEED-Mo 




















Takes all copy up to 20 inches 


A money-maker that is easy to sell. 
WW" | Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide ct no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 


SPONGE RUBBER STAMP PADS A 
| ONE 
TAX EXTRA 
LINE I INCLUDING 
m 
it EYEGUIDE 
supply your customers with all their € _~ 
stamp pad needs from the profitable 4 } . 
Speed-Mo line — the only complete 
s a Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ommon over-the-counter pads. We 
| furnish prompt shipment on special 


POLNOUR STAMP READY 
he $1775 
~~! ALL-PURPOSE 

TELESCOPIC 
tamp pad line on the market. There % 

ping room. You need carry only the 

pads (up to 20” x 36”). 


' ; . 








EYEGUIDE CONTRACTED 





Speed-Mo pads are of a specially treated sponge 





rubber. Clear impressions guaranteed. Re-inking is I 20" : : 
neat and simple — you just brush the ink on Speed- °} | service. Illustration shows it with LINE 
Mo pads. P. MAGNIFIER attached. Magnifier is 
, 


EYEGUIDE EXTENDED extra equipment you can sell. 


LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


ORANGE, MASSACHUSETTS 


For full particulars, discounts, efc., write to— 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 


50 FEDERAL ST., 


in Conada, for complete information writ« 


West, Hamilton, Ontario 


399 Main St., 





Bossence & Co., 
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\\ EXCLUSIVE 

“NO PINCH” 
# FOLDING 
BRACKETS 


. exclusively engineered 
‘ to prevent pinching fingers. 





Pay More ...What For? 











@ YOUR CHOICE—S5 STYLES 

Steel Saddle Seat * Plywood Seat 

¢ Plywood Saddle Seat * Pad Seat 
* Upholstered Pad Back 


@ YOUR CHOICE—6 LUXURIOUS 
BAKED ENAMEL FINISHES 


Taupe ¢ Green-Grey * Coral « Blue 
@ Black « Green 


@ Molded Rubber Shoes on meta! cups 
welded to ends of leg tubes— 
NO FLOOR MARRING—EVER! 


ie 


IT’S NEEDED 
IT'S A 
ROFIT-MAKER 


File folders 
Folder labels 
Brief covers 
Sheet protec- 
tors, Filing sys 
tems & sup- 
plies, Box files 
Card trays 
Personal files 
Portfolios 


A 


, 





| incox yay 
“NO PINCH" 


TUBULAR 
Te) meyi re 
CHAIRS 









Compare price... compare 
quality ... Wilcox-Gay, 
manufacturers of world- 
famous “RECORDIO” 
Tape Recorders and 
Seating Furniture offer 
you the best Folding Chair 
value on the market today 
.-» bar none! 


Q 


WRITE FO 
DETAILS AND 


Al olod Cic7 yf 
ele} ace) 7 - yale}, | 


@eligelam ®hatiien)) 





743 North LaSalle Street, 
Chicago 10, Illinois 
Dept. 03 


all is gesiened 


AMBERG 


> FILE & INDEX COMPANY 


1637 DUANE BLVD. 
KANKAKEE, ILLINOIS 


C. L. Robertson t ew president tat A : 
Mont ew Tice Leo Dawson 
George L. Knox; ry-trea Armand Toupin; 
f j Allan Singer; s, Allen Sears, Rene Piche, Adrien 
Gauthier, Don Campbell, Lucien G. Hetu, W. A. Bordeleau, Eddie 
Baker, Harry Barshaw Eugene B. Charters. 
, , a *? mores ee Tom 
O'Neill, Ha x Bob. Usher, jent, fF 
Hugh L. Kennedy, M 


S. Tackaberry, Windsor, Ont trea 
1 t Arthur G. Lancaster, Fred R. Smart, Jim Holmes, 
J. S. Luckett, Jr., i Gord. Lowe. Proar: plar f + suild 
B. A. Price K 
riud ra npoany Ltda VV f rte wa Torn y 
ta Winnipeg bra } icceeds William J. 
Dixon >| >] T T npdar J T 
A + > WV ner 


Norman Brown, 
esident, Eric G. Rogerson of R 
Noel Filbey, Pee irbon & 
Frank J. Docl, G. R 1d & C 
Jack Malcolm, Y St 


e © + © 
N Sault St. M } 
nad now [eq 
Jed Sidney J. Linton, 








SELL The Best 
SELL More 






BLACK 
PORCELAIN 
BASE 





BRONZE OR f 
CHROME BASE a, ) 
=o ee ed 


Write for Literature and Prices. 


C hangepotni Gre. 


TELEPHONE DI 3-7965 546 SOUTH ROCKFORD 
TULSA 20, OKLAHOMA 
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KEEP i Lfedlesileil! 


DESTROY OLD FILES, VITAL 
RECORDS, CONFIDENTIAL PAPERS 





SAFE, SELF-FEEDING - PORTABLE! 


THE ONLY OFFICE PAPER SHREDDER that destroys con- 
fidential papers safely because it's self-feeding! No sticking 





or jamming. Your secretary simply loads the machine, turns 
it on, and the papers are fed in—automatically and safely! 
Attractive gray hammertone finish. Neat, 







quiet, clean. !0-day free trial on any size 
shredder. Write today for literature de- 
scribing the only complete line of paper 
shredders in the world! 













a ¥) Fasteners 


<_ Thumb Tacks Cea 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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Equipped with this new style clip that operates 
as easily as opening and closing a safety pin. 
sd 


NO HOLES TO PUNCH 
NO SLIDING OR BENDING 


Add or remove the paper you want speedily. 
The clip with the bull dog grip 
The Folder is heavy 25 point Pressboard. 
The Clip is spring steel, securely fastened. 


Two Sizes: Holds sheets up to 
82" by 11" and 81/2" by 14" 


Write for sample and price list 
ADVANCO PRODUCTS Inc 
MANUFACTURERS ::: mo rat sue 


148 WEST 24th STREET NEW YORK 11 _N Y «& Telept 



















PLANMASTER 
SECTIONAL 
STEEL FILING 
CABINETS 

of heavy gauge 
steel welded to 
form. For 
blueprints, maps, 
art, etc. 


STACOR 


LIFETIME STEEL 
drafting equipment 





ENGINEERED for PROFITS! 


Expertly designed steel equipment of finest 
quality by STACOR is a natural sales-getter 
and profit-maker! The complete Stacor line of 
modern, functional drafting tables, tracing 
tables, blueprint filing cabinets 
offers your customers what they 
want in drafting equipment . . . 
and YOU what you want for sure, 
profitable sales! 


Write for Your Copy of the 
STACOR CATALOG TODAY! 


STACOR EQUIPMENT COMPANY 
770 East New York Ave. - Brooklyn 3, N. Y. 
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Lee 


sion, both o 
Self-inking p 


lon fresh eve 





create a lasti 


TYPEWRITER 


RIBBONS 


CREATE A PERMANENT 


IMPRESSION 


‘dall new nylon ribbons do 
ng and permanent impres- 
n paper and to the user. 
roperties keep Leedall’s ny- 
ry day. 


=i = 7 ee), Ee ii -j-ie), | 


Lasts for months. 

Permanent Impressions. 
Continuous action self-inking. 
Clean, crisp copy every day. 
Competitively priced. 


SEND FOR SAMPLES AND PRICE LIST TODAY 


) >) >) OP YF) Fe fos elovu-m i aemmeey 


WHOLESALE O 


Milltown, New Jersey 


A RIBBON 


crm MILLIONS OF ADS... 


¥ Printers ink 


ener = ‘ 


learing House 


J 


| 





\ vantage ol the help Ac 


| know Acco now let 
| tomers know vou sell Acco. 


| and watch the repe 


NLY DOMESTIC AND EXPORT 
° Milltown 8-1045 


FOR EVERY MACHINE 





= 








2+. just to help you sell 


ACCO?! 


Acco advertising has 


1956 More 


expanded for 
5.000.000 advertisements 
top business magazines are 
your best prospects to 


about Acco Products 


Here’s vour chance to take ad 


YOL 


your Cus 


you to build you! sales. 
Fea 
ture Acco 


products 


ACCO PRODUCTS, Inc. 


OGDENSBURG, NEW YORK 


igalli been 
than 
in ten 
telling 
ask you 


oO 18s Siving 


ll veal round 
t orders roll 





Less work... 














FORCE 
Model 200 


This versatile numbering 
machine has more uses 
than your customers ever 
dreamed of — means more 
sales, easier sales for you. 
Lever operated, it numbers } 
in any desired sequence. <7 


Write for New Selector Catalog. 


WM. A. FORCE 


2I6 NICHOLS AVENUE, BROOKLYN 8,N.Y. 
SALES OFFICES: NEW YORK, CHICAGO SAN FRANCISCO and CANADA 





IT'S A SMART MOVE 
WHEN YOU SEL Arrow 











SMOOTH 
PERFORMANCE 










CUSTOMER 
SATISFACTION 





NATIONALLY 
ADVERTISED 


d for catalog 







Sen 


~ Over 35 Stapling Products 
WKASTENER [[0., [NE. 
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Mode 
Has | 
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lock- 
Lis 
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‘for quick sales 
‘for big profits 


a INDIANA 


UNDER-COUNTER 
MEET ALL NEEDS 
wearin Ginvoes > CASH DRAWERS 


Has removable metal 














a. “Pi NO STOCK TO CARRY 
List ? 24 HOUR 
$44.50 ¢ SHIPMENTS 
y FULL DEALER 
DISCOUNT 


NO COMPARABLE 
PRODUCT AVAILABLE 
3 Additional Models — 
$26.50 and up 
A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


Write for details 
INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 
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e All parts are 100% steel bar machined 
e All parts are properly heat treated 


e All Reliance bearings are designed and 
engineered for specific usage 








Write for 
information 


Exclusive Distributors 


B. F. INDUSTRIES, Inc. 
15 Lombard St., Phila. 47, Pa. 





RELIANCE conan 


SSS | « BRISTOL, PENNA. 





You can rely on Reliance bearings because: 




























Ylew — \mproved 
“PROTECTO” Security Box 





‘‘Protecto’’ the original Security Box now has 
three Amazing New Features, making it supreme 
in its field. 


@ Passed Heat Test with Flying Colors! Buffalo Testing 
Lab. reports placing in oven, bringing to 625° F. for one 
hour. When opened, papers were still intact and legible. 

@ New Design Using Heavier 20 Gauge Steel plus full 4” 
asbestos insulation — the ‘“‘rock” that can’t burn. 

@ Tamper Proof An added heavy steel lip under the hinge 
prevents easy opening by removing the hinge pin. 

A wonderful value—Never obsolete—A fast seller and 
splendid profit maker. Available through your local wholesaler 
or jobber — or write direct for descriptive literature. 


Distributing Co. 


Hertel Station, Buffalo 16, N. Y. 


1 Cages 


GUARANTEED- 
LIKE-NEW 


OFFICE 


Bison 
P. O. Box 36A 




















MACHINES) \ | 


Like the shapely an 
above, our rebuilt ma- re ad 
Sa / 


chines are put in perfect 
shape—rebuilt like new by 
BOOKKEEPING 
MACHINES 


lady ~ 





trained mechanics. Hun- 
dreds of select rough ma- 
chines of all sorts in stock 
—yours at prices that al- 











low you big profits. Write ™ 
Dept. BB today for our 
price list on select rough 
catcutators machines and see for 
COMPTOMETERS = Vourself. ADDRESSOGRAPH 


Cable address: ADDBOOKAL 


INTERNATIONAL OFFICE APPLIANCES, INC. 


326 BROADWAY, NEW YORK 7, N. Y. HAnover 2-6700 
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f D. Lloyd Millar as a vice-president. He w 
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Charles W. Stephens, Montrea!, ha 


npany perat 
A rat n 
in teie cael a awe ae A 
ed by R. P. Mclean, vice-president and 
rT Roya Met Manutacturing Company Lta 
Robert Middleton es sales management of Roya 
ind oftice seat while L. H. Richard, forme 
ale ves up to tal cate R 
*) v narkerTing tT a 
°| arKe 
~~ t+ @&@ Ff 
Han A a y = r 
anuary. The report t the nominatior mir ee wa 
New officers were installed by J. S. Luckett, Sr., president, Luckett 
S€ Leét Ltd T onto. Guest peake at tne e n 
Lee Gamel, Bates Manufacturing Company, T nto. He 
=] Tart r uld ncrease rné ale T 
pn 
+ + ££ €& F 
Ac Product Canada) Lia. T nt ha announ a 
ppointment of Norman A. Hymus as sales representa T 
to and Ontario Province territories. Mr. Hymus was formerly wit 
nald McLeod Ltd., Toronto, and has an extens backg 
xperien ’ Canadian office supply field 
*¥ £ & & &€ 
T appoin ; C. Bythell 3 jeneral salies manager 
Reminat Rand Ltd., Toronto, has been announced by R. L. Ste- 
venson, presi t and genera! manager Canadian opera 
n. Mr. Byth vas born and educated ronto and € 
as direct es and advertising for Trans-Canada Air Line 
T that ad broad experier Canadiar ark 
* *# & *& é 
Roger V. Quellette, Clair, N. B., wa ently apr 
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FOAM RUBBER 
CHAIR CUSHIONS 


! IN 


Deluxe | 
EXECUTIVE 


STYLE 
IN THREE 
SIZES 





aii 





Covered with velour—fibre and velour—also corduroy and fibre in 2” 
thickness with boxed edges. 


“Morfoct” 





| “Softscat” 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12”, 13”, 14”, 15” Diameter 
Write for New Illustrated Folder 

Giving Complete Information 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seo- 
sons, the other side with 
woven fibre for hot 
weather. 


Filled with new live rub- 
ber having thousands of 
air cells that breathe with 
every move. 


Colors: Brown, Green. 
Sizes: 17” x 18”°——-15" x 
17"—14_" x 15/2”. 


STOOL CUSHIONS 





THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET 


PHILADELPHIA 35, PENNA. 
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e 
VEST TIM since 1933 


(manuracturers 
































Y Neiman Steel Equipment Co., Inc. 
BALFOUR & VENANGO STS.,PHILA. 34, PA. 


and Shee Equipment 


7 


PENGUIN custom-built 
Relrigerated Furniture 





Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 
storage compartment. 


4 Vv) 
Illustrated brochure 
mate mailed upon request. 
De 7 tories Still Available. 
Springer Industries inc. 
48-01 28th Ave., L. I. City 3, N.Y. 
OA-—3 /56 





























CALENDAR 


pads, available in all sizes, are lithographed on high- 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in biack, Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service 
write or ph for ¢ lete detail 








“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS éxcorporated 








100-112 BISSELL ST. * PHONE 22°! + JOLIET, ILL. 


THE NEW imPrROvVED 


COPY-RIGHT Copyholder 


for over 30 
years the 
“most wanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 















EXCLUSIVE FEATURES 


: feather 
Action .-- ine 
a acer moves COPY UP ; 
touch sP _ velvet 








py plete 
Sie instontly 


ime « - 
re ata tl 
or mo te ony one 


opy: 
brake lowers COP?” 
ed Knee-Action 


nt me 
: ani holds any weigh 
ly. 
copy secure 
e Turned-Page Gane holds 
back finished Poge>- a. Pd 
ons a. “ ; == evoilable a? 
co L sizes te tos 
widths ve to 





inches. 





| quickly and easily. 


( 





y 


West 18th St 


eet* New York 11, N.Y 


Gui Ly nts Bene Mokll Eciclen Enel © ane 
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La Salle Scones Again 


MODERN SMOKERS FEATURING THE TAPERED POST NOW 


AVAILABLE IN WALNUT AND METAL 
LINERS OR SCREEN TOPS. 


— WITH GLASS 


See us at Booth No. D254E, NOFA 
Convention-Exhibit, St. Louis, Mo. 


No. 175. Solid Walnut. Weighted Base. 
Tapered post. Solid brass ferrule and 
Vv screen. Matching re- 
movable liner in ever 
lasting anodized alu- 
minum. List $19.00. 


Nos. 125X-135X WAL- 
NUT Smokers not il- 
lustrated have 8” am- 
ber or crystal glass 
liners, brass ferrule 
and the 135X, a rich 
looking satin brass 
handie. List $20.00- 
$24.00. 


Smoker in Satin or 
Bright Chrome, Stat- 
vary Bronze and 
Golden Bronze. Rug- 
ged, extra heavy 
base, tapered post, 
8” amber or clear 
glass liner. List from 
$16.00 to $19.00. 

Five other metal 
smokers featuring the 
tapered post now 
available, some with 
glass liners, others with La Salle’s popular 





No. 146X Metal . 





ef 


screen tops. 


WRITE FOR LATEST CATALOG —— COSTUMERS, SMOKERS, ASH 
TRAYS IN WALNUT, anodized aluminum, brass, genuine bronze 


and plated finishes. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue 





CHICAGO 14, ILL. 











ACORN 
Efficiency Aids 


for HOME, 


Deluxe Quality 
Workmanship 


Beautifully 





Catalog of Complete I 





STORE and OFFICE 





designed a 
steel items that sell 


W rite jor Illustrated 





THE ACORN COMPANY 


4605 W. 21st Street - Chicago 50, Illinois 
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Canada Carbon & Ribbon to Build 
Canada Carbon & Ribbon Company, 


dian affiliate of Columbia Ribbon & Carbon Manufacturing 
Company, has completed plans to construct a modern 40,000 
square foot office and factory building. 

The new facilities will be located in the northern outskirts 
of Toronto, with a city sales office to be opened in the down 
town area. 





* * * * * 


Ritchie wa 
bur 
*+ ¢ * ~ 
j 
2 
ry 3 
949 





Ltd.. Toronto, Cana- 








TP QUALITY & 
PLATES FASTER! 


<QQ> LAPIN PRINTER 


You can now produce pre-sensitized and regular offset plates in 
4, the usual time! The nuArc Rapid Printer saves you time and 
money in making quality plates that assure long runs. 
Completely enclosed lamp and printer combination is low in 
original cost, low in maintenance cost, requires no special in- 
stallation. Perfect for firms with Multilith, Davidson or other 





reproduction equipment. 


Five models available. Two new models with revolutionary 


Automatically Controlled Arc. 


Write today for Bulletin No. 230A-A. 

















nuArc - 
Company, Inc. 


General Office and Factory: 


824 S. Western Ave., 
Chicago 12, Ill 





Eastern Sales and Service: 


215 Fourth Ave., 
New York 3, N.¥ 
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WANTED SALESMEN 


Having recently opened our Wholesale 
Division we are seeking experienced 
salesmen to call on stationery stores and 
represent us in the Middle West. Apply 
by mail giving full details about your 
background. Replies confidential. 


UTILITY SUPPLY COMPANY 
641 W. LAKE ST. 
CHICAGO 6, ILLINOIS 


ee OIUFANIRTEVES 


MR. DEALER 


INCREASE YOUR 
PROFITS 


ACETATE PRODUCTS 
‘ 7 To Protect, Enhance; Dramati ze 


ees CHAIR CUSHIONS 
é for year round comfort 


WRITE FOR CATALOGS TODAY 
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P for PERFECT 
D POINTS 
oe 
LEAD POINTER ~— 


preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 
lead points every time, points up to 2” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 









Tra-Petut Lead Holders 
WRITE FOR LITERATURE eee light, balanced. Press-top, 
AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. CotowaTmicn. 


EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


STEEL OR WOOD 
FOLDING 
NON-FOLDING 





Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
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} TABLET ARMCHAIRS 
AUDITORIUM UNITS 
6 Ft. and 8 Ft. TABLES 
SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Steel or wood) 












<> 
cy U.S. Pat. #2,677,376 


ZIPPER POCKETS FOR RING BINDERS 


Practical carry-all envelopes. Sturdy Vinylite with 
welded seams & free-sliding Flexi-Grip zipper. Dust- 
proof, waterproof. Asst'd colored and clear zippers. 
For professional people, students, salesmen, homes & 
offices. Carry pencils, stamps, papers, etc., etc. 


STYLE #51 — Retail 35c ea. STYLE #52 — Retail 50c ea 

9x6*' fits all binders incl. 11 Yex?"’ takes 11x84," in- 

11x8¥,°'. 3 doz/carton, wt. serts. Packed 3 doz/carton, 
‘B: 22 Ibs. wt. 3Y> Ibs. 


Usual dealer discount—£xtra quantity discount. 


a" 
¢ Y, Catalogue of 28 fast-selling specialties 
i available. Call your jobber, or write: 


j \} ANGLER’S PRODUCTS Co. 


Flushing 58, N. Y. 


electronic 
air 
purifier! 


Pat. Pend. 


EVERY SMOKE-FILLED 
OFFICE, MEETING ROOM 


NEEDS PURITRON 


Your customers will want this elec- 
tronic miracle. It works wonders as 
it cleans the air with ultra-violet 
rays, then filters it back into the 


room as fresh as mountain air! LIST PRICE 


® Removes smoke, odors, dust, etc. 9 
® Creates fresh, revitalizing oxygen $3 a 5 


® Size of a table radio 


® just plug into electric outlet Now Nationally Adv. 


® Choice of finishes 
Write for complete dealership details 


OZO SALES CORPORATION 


STILES ST * DEPT A «© NEW HAVEN 











237 

















BROCHURE AVAILABLE ON REQUEST 


*Downease Cushions 


*Trade Mark R 





A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





in LEATHER 


UAMY. FABRIC 


Pe Executive Suite 
Hand Fashioned by Craftsmen of Ex perient 


dé vale ly pric ed 


niemann inc. 








FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 








TRIPLE Your VOLUME and PROFITS! 


Capture the Home and 


Small Business Market 
with 


SENTRY 


world’s fastest-selling, lowest- 

priced personal safe — quality- 

built by the only exclusive 
) small-safe manufacturer. 


a a eT, 
ve, 


hy, Write today for full details. 


nd $6995 f JOHN D. BRUSH & CO., INC. 


formerly Brush-Punnett Co. 


545 West Ave., Rochester 11, N.Y. 


tora discour 


tising allowance 








QUICK-SELLING 


DUX "COMBI" 


A Time and Money Saver 


One on every desk saves money in 
any office, by saving trips to 
sharpeners and tape machines. Pre- 
cision-sharpens regular and jumbo 
pencils or crayons with razor-sharp, 
replaceable blades. Base holds any 
%" roll tape for quick, easy use. 
No. 9559NB-$10.80 doz. f.o.b. At- 
lanta. Write for catalog of models 
for office and home, and other fine 
imports. 


Exclusive Distributor 
FRED BAUMGARTEN 
Dept. B-3 675 Cooledge Ave. N.E 
Atlanta 6, Ga. 








TEMPERED HARDBOARD 


HARDBOAR D FABRICATORS, 


59? BRANCH ST. «@ ST LOUIS 7, 
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FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 


CARD INDEX 


FILES 
STORAGE FILES 


INDEXES 
© 
A QUALITY LINE 
AT LOW PRICES 


@ 

ASK FOR 
UR LATEST 
j TERATURE & 
— oe PRICE LIST 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 








MOVE AND SHIP <a | 
F 


PROTECT 

YOUR PROFITS | 

id stly damages t ' 

OFFICE APPLIANCES | 
that m require refinishing, re- 
shipping, time and labor expense 
by using ELKAY Furniture Moving 
Van Pad Straps, Hand Trucks 
Padded Dollies, Casters, Padded 

File and Desk Covers, etc 

Send for FREE CATALOG of over 


1000 ITEMS! 





E i .¢-e 4 PRODUCTS CO. 


323-27 W. 16 St., N. ¥. 11, N.Y. * WAtkins 9-1148 





TYPEWRITER 
COVERS 


Keep Klean Covers do a | 
better job, and help you sell more! | 





Keep your customers ‘‘Dealer Conscious” with your im 

printed message and trademark on these tough, durable 
covers. Gray and black rubber, gray plastic. Write today 
for price list! 


KEEP KLEAN 0provucrs co. inc 


4077 PARK AVE., N.Y. 57, N.Y. 
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rT tT PF 


KOL STANDS FOR EVERY OFFICE REQUIREMENT 


tands are known for quality throughout the nation. Every 
n made is guaranteed 100%. If it's a quality office stand you 
and, see the Kol line today! 


@ Matched stands for every office need! 
@ Exclusive ““NOISESTOPPERS" for office quiet! 
@ Baked enamel finish in four colors! 


2323 ELLIS AVE. 
imc. ST. PAUL 14. MINNESOTA 
= | Utility electric ribbon and carbon tester 


Viti 2e) elt) Ser ve \helc 














SELL MASTER SPEED KEYS|| =" 


strikes per minute. 


THE 
Spring- Cushioned 
Typewniten Key 


for old and new typewriters, 
bookkeeping and billing machines. 


Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION Drecklye 55 New Vers Mt. Airy & Harbourton Rd. 
— Lambertville, New Jersey 
UY Via 


Ans Vy 
ARK/LO 
CELLULOID PRODUCTS 


Loose-leaf ee, punched; card-cases, any size; . => o” 
menu covers; factory record protectors; tag holders; . wa y 
bill-fold envelopes; stamp containers, etc. Made of .e) sl 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo DAYTON STENCIL 
902p S. Wabash Ave. Chicago 5, Ill. WO R KS hs : eAvre N 


‘ KUFF PROTECTORS ) 











Price $225.00 tall 


less counter. 
With counter $25 Extra. 


F. SIMONYE 


with money order or 
certified check 






















































“PLAIN KUFFS”’ “KOOL KUFFS”’ 
WRIST AIR VENTS OVER 1,100 TINY AIR HOLES 
i : SECURITY BRAND 
OF + Complete Line of 
/"W  amiI-~z=Z DELUXE ALL LEATHER 
Vo __—= or CANVAS & LEATHER 


- 


/, 


/ \ 


Mail Bags For Your 


Wa \ Select Clientele 


WRITE FOR CIRCULAR: 





r Cleantline Kool Kuffs’’ that Breathe 
MADE IN SNAPS-ZIPPER-ELASTIC STYLES 
Write for New Catalog A-1955 


BUDLEW PRODUCTS COMPANY 
3535 West Cortland Street Chicago 47, Illinois 
* at 
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TICKET PUNCHES 


\ 






















FOR 
EVERY TALLY PUNCH 
No. 17-33 PURPOSE 
Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not ever 4%” wide, #” deep; No. 33, 
not over %” deep 
No. 2—For %-%4” round holes; 1%” reach 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2 All will take special dies 
Talley Punch—Registers number of punchings to 
9,999. Punches %”", +” or %” round holes—also 
special designs. Same counter available in our Nos. 
NOTCHING 2, 3, 10, 11, 21. Write for circulars. 
PUNCH THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven, Conn 














TAPE PRINTERS FOR THE TRADE SINCE 1937 


WAU 
SINGLE “FLUID 


STAIN REMOVER 









N 





of 
SCOTCH tapes 


- « « from 6 rolls up 


SPEEDY TRU -TEST; KRAFT SMALL RUNS 
SERVICE GUMMED TAPE INVITED 


- « « from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY _ SELIL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists on request. 


° 
WEAN TAI 1832 WESTWOOD AVE. 
* CINCINNATI 14, OHIO 

































“Business ts buying... THE INCOME TAX MAN 
BOSTON will let you deduct the cost of 


business travel—but only if you 
have definite, itemized records to 


show him. 
BEACH’S 
‘‘Common Sense’”’ 
EXPENSE BOOKS 


are best because you jot down the 
expense as it is incurred rather than 
later when a lot of it is forgotten. 

Mr. Stationer, recommend BEACH'S 
to your customers. They are now 


CHAMPION 
Portable 


Nationwide— business is buying “‘the”’ 
sharpener that meets every demand of 
modern office furniture—smart looking—-dependable— 
a “snap” to operate—won’t scratch—portable—and it’s 
clean ;. . no messy fall-out of shavings from pencil receptacle. 
A national “Champion Portable on every modern desk” 
campaign also features balanced-tension automatic feed— 
25% longer life—all-metal construction on rubber feet. 

Stock Boston Champion Portables and other Boston models 


= growing demand. Send for catalog of other Boston aki maiiiiiens Guan, deel 


All Boston sharpeners guaranteed one year. BOSTON Beach Publishing Co. 
C. HOWARD HIUJNT pen co. camden 1, NJ aR 7338 Woodward Ave., Detroit 2, Mich. 


Also manufacturers of SPEEDBALL pens and products 



















HAND BINDER! 
A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 


age. Thousands in use 
daily. 


THE LEADER FREE 
IN PLATENS ; 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 











Here’s a profitable item 


ATLANTA DETROIT : 
156 Alexander, N.W. 6527 John C. Lodge Expwy. - udee okes te 
CHICAGO NEW YORK today. 

564 W. Randolph St. 37 Murray St 

DALLAS SAN FRANCISCO FREE HAND 
19132 Commerce St. 545 Mission St. BINDER CO 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 








43 Fulton Street, New York, N. Y. 
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FINE ACCESSORIES FOR FINE whi 


Originators 





and Designers 
of Complete 
Line of 


Swit 


Write for 


a oon This desk set retails for approximately $15. 


51 West 21 St. 
New York 10, N. Y. 


REDI-RECORD PRODUCTS CO. 











Exclusive 
creations 
by 





NEW HOLLY- 
WOOD DIVAN 
stands on brass legs . . 





. has double 
; thickness plastic fibercane arms with 
$ plywood between thicknesses. Loose 
* back bolsters ore tapered and sup- 
of S ported by wrought iron back sup- 


Grand Rapids 4 ll — covers equipped with 
NS SIT SEAS Welte us for details of our full line. 


GRAND RAPIDS Saati Furniture Co., Inc. 
201-207 Front Ave., N.W. Grand Rapids 4, Mich. 














MAKE A “‘TY-DEE’’ PROFIT! 
Ma /¢- Dee Brand 
STAPLES 


“A Ty-Dee job's a better job” 
and a better buy, too! 


STANDARD & SPECIAL STAPLES 
FOR OFFICE & INDUSTRIAL USE 
Precision made of finest quality rust-resistant steel wire. 

UNCONDITIONALLY GUARANTEED 


Customer satisfaction & repeat business 
essured * Ask For Dealer's Price List 






















ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

‘A’ and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 2 to 8 step 
heights, and 3 widths 


Send for Circulars 42-OA (Wood) & 53-OA (Steel) and Dealer Discount. 
Manufactured by 


l. D. COTTERMAN “* “.,tsxcoset 4 











Folds 
120 letters 
a minute! 


PORTABLE 
FULLY GUARANTEED 





O-m 
0 d-¢ FOLDING MACHINE 


WRITE FOR COMPLETE CATALOG OF 
DUPLICATING EQUIPMENT AND SUPPLIES 








PRINT-O-MATIC CO., INC. Chicago, Iilinois 





LEANS... 
Billing M hi 9 
Addressing Plates, 
Marking Devices and many 
others... 
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Here_ is Something New! 
BRIEF CASE 


WRITING ‘BOARD 


Patent Pending 

For Special Use by Salesmen 
Field Engineers, Insurance Agents 
Students, & all other Outside Work- 
ers 

Enables you to write orders out- 
side of case, handily, on your arm 
Writing Board can be turned inside 
case after using 

Available in Portfolio, Envelope 
Brief Case or Ring Binder styles. 
Zipper closure. Cases may be had 
in genuine top grain or deep buff 
cowhide, or long-wearing Polokaf 
p.astic 

Write or call for literature. 


LEXINGTON LEATHER GOODS CO. 


12 So. Jefferson Street — Chicago 6, Ill. 
PHONE—DEarborn 2-3040 














DON'T 





PASS UP THOSE 
EXTRA.. 
COMMISSIONS 









You can earn good 
commissions selling ovr 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions. 


241 





UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 












1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
ASSOCIATED » 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
: 240 Fleet St. East, Toronto 2B, Ont. 



















NO. 450 AC NO. 450 RC SOFA 1075 i 


CRAFTSMANSHIP 


Styled for perfect harmony with modern de or. Fashioned 


Exemplified for luxurious wear. Customed for lasting comfort and 


pleasure. Priced for every buyers purse. These are the 


factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 


BRIGHT of styles you will find just what you want for every 


customer. 






WRITE FOR THE BRIGHT CATALOG TODAY! 
133 BLEECKER ST. NEW YORK 12, N. Y. 


NO. 90 EXECUTIVE 


POSTURE CHAIR 
MANUFACTURERS OF “holébral lathe tanita 


242 OA-—3 /56 























FULLY GUARA 













Fauna AUTOMATIC 
NUMBERING MACHINES 


—— oe oe =< 


Economy Model ‘‘A 
6 wheels, 5 automatic ac- 
tions. $11.95 
List 


$14.95 
List Plus 10% F.E.1 


Se et 


ae ame a These precision-built, handsomely 
styled numberin machines ar 
Perfect for Me ~ 
aici rugged ... durable . . . smoother 
es @ Production : : 
@ Invoic a a . operating—cost only a fraction of 
@ Purchase Orders @ Prescriptions ‘simiiar machines on the market, 
© Week Orders @ Receipts Highest quality metal frame. Backed 
@ Inspection by iron-clad f 
@ Bills of Lading Forms ..% “os Performance guvaran- 
: . tee, (Repair parts always in stock, 
@ and all other serial numbering f 
from 1 to 9 copies! ° course.) 


r 
fividually wrapped and 1 DeLuxe Model *'10C 
te with ink and wooden 16 wheels, 10 outo- 


tylus. Liberal Dealer Discounts ! matic actions. In. 


stant clearing 


I 
Snecic troductory Offer. Tear out this ad : $18.95 
and att ur first order for special § List 
Address Dept. OA-36 L Plus 10% F.E.T. 


)LD AT LEADING OFFICE SUPPLY & STATIONERY STORES 


Fay mia. Div. Bankers & Merchants, Inc. 


3229 N. Sheffield Ave., Chicago 13, Ill. 


IT’S EASIER TO SELL THE BEST 


VE COT. 


GIOIA a 
satisfaction 
guaranteed! 


* Made of hard vul- 
canized fibre — 
smooth—strong— 
tough—durable 
Double rolled top— 
neat— good looking 
—rugged 
Range of popular 
sizes and styles 
Choice of perma- 
nent colors 
Guaranteed for 5 
years 
Promoted nation- 
ally by manufac- 
turer 

Write for catalog price 

data sheet direct to— 


NATIONAL 


p24 te A oF: OS & + >) ) Rap we ® : > | > sae oft B 


Ww LMINGT 
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MULTIPLY YOUR SALES 











The Purposeful 
Caller 





Let’s assume he is one of your salesmen . . . and 
that he has the “U.S. Line” of carbons and ribbons 
to talk about. 

He can stress quality . . . variety . . . price . 
and service! His purpose is to develop the satisfied 
customer .. . and it’s easier with the “U.S Line.” 
Dealer profits come easier, too! 
Free samples and prices? Certainly 
obligation . . . just drop us a line. 


U. S. 
CARBON & RIBBON MFG. CO. Inc. 


621-623 Cherry St., Philadelphia 6, Penna. 
Established 1895 


. and no 





It's easier to sell 


all three if it's 
Presto 


® Bright finish aluminum 
© Rustproof 
© Prompt delivery 














All Sizes 
from 2%" te 81/2" 
on centers. 


1” to 6” capacity. 















High Grade bright finish 
tin plate steel . . . attrac- 
tive boxing . smooth 


. . long wearing. 





edges . 









New Prongs can be easily 
inserted when old prongs wear 
out from continuous bending. 
This provides a new fastener 
with the remaining parts. 


on centers. 


1” to 6” capacity. 






Write for New Catalog No. 56 





Territories available to established Sales Representatives 


CHARLES LEONARD, Inc. 


MANUFACTURERS OF ONERY SPECIA 
Maspeth | 78, N. Y 





58-04 64th Street 
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Re, 





MOSELLE 
TAYLOR 


presents 



















ROBIN ROBINSON DESIGN 


the group 


new, excitingly different 


Premiere showing at the N. O. F. A. Show, 
Space E15-E16, Kiel Auditorium, St. Louis, Mo. 


Moselle Desks 
Division of The ‘Jaylor Chair Company, Bedford, Ohio 


See other side 


for Quick Service 


Inquiry Card 


covering new 


products and 
sales aids in 


this issue. 








-——— ee 
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QUICK SERVICE 


OAs: iwauiRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 42 carry key numbers 
duplicated on the card below. If you are interested in 
an item, or several items, simply circle the corre- 
sponding key numbers on the card and mail at once. 
Your inquiry will be forwarded without delay. 


SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 58 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 
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THE JUNIOR EFFICIENCY IS A BIG VALUE—With 
this low-cost, versatile duplicator it’s easy to sell the 
advantages of duplicating to a large percentage of your 
customers. Quickly duplicates anything typed, written or 
drawn on the master copy—in up to 5 colors at once! It’s 
the perfect low-cost solution for runs up to 100 copies. 


THE JUNIOR EFFICIENCY IS A “COUNTER” ITEM. 
Display it prominently . .. expose its low price boldly... 
you’ll sell them rapidly! Easy to understand . . . requires 
no demonstration. Instructions, all materials and supplies 
included for perfect jobs. Metal paper guide and improved 
method of paper feeding assures fast, accurate copying 
that catches customer interest. 


THE JUNIOR EFFICIENCY IS A “BUSINESS BUILDER”’ 
—2 WAYS. You sell supplies . . . extra films, carbon, 
pencils, ink remover, paper in quantity when you sell a 
Junior Efficiency. And with it you introduce duplicating, 
and pave the way for bigger duplicating machine installa- 
tions and resulting increased and continuing supply sales. 


THE HEYER 
1852 S. Kostner Ave. ort 
Chicago 23, Illinois 





JUNIOR EFFICIENCY 
DOES A MAN-SIZE JOB! 


...and there’s a big potential market 


for this $9.95 Gelatin Film Duplicator ] 


77,1. ¥- 













Anyone Can Use It! 


THE JUNIOR EFFICIENCY IS ‘*BUILT FOR 


face in 36 to 48 hours leaving films ready for 


re-use. 
COMPLETE WITH SUPPLIES. Includes: 2 Films, 
Film Cover, Smoother, 4 Hekto Pencils, Hekto Ink, 
Getaiie aaetion ee 
and Complete Instructions. 













@ Underwood Leader Portable 





hy it’s great to be an Underwood Portable Dealer 


ls 
7E RISING SALES—FULL PROFITS! Underwood sales are booming! Dealers report: “Underwood 


Portable sales highest ever!” “Christmas stock completely sold out!” “Profits much greater in °55!” 





ls 
7e* EXCITING NEW, COLOR-STYLED UNDERWOOD PORTABLES! - UNDERWOOD LEADER—endorsed 


by 8 out of 10 teachers ...striking Tan-Tone non-glare finish... priced so low everybody can afford 


one! * UNDERWOOD UNIVERSAL QUIET-TAB—all the advantages of a big office machine 
(including Key-Set Tabulation) at a popular price . . . handsome two-tone Horizon Blue and 
Dawn Gray! * UNDERWOOD DELUXE QUIET-TAB—Underwood’s finest . . . beautiful Sun- 
tan and Copper two-tone styling . . . everything your customers could want in a portable! 
els 
SOLID LOCAL DEALER SUPPORT! Underwood backs you up with tested merchandising programs 
. national advertising . .. radio and TV spot announcements .. . newspaper mats .. . colorful 
literature . . . store displays . . . theater screen advertising ... timely promotions .. . easy credit 


plans- all designed to bring customers into your store! 


als : , 
7§> S50 WHY WAIT? Proved customer demand ... feature-packed products . . . tested, successful pro- 


motions—these mean more sales for you. Phone your Underwood Office right now for all the 


details, or write to Dealer Division, Underwood Co: poration, One Park Avenue, New York 16, N. Y. 


UNDERWOOD CORPORATION 


One Park Avenue, New York 16, N. Y. 


Sales and Service Everywhere 





